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® Cleaner, faster holes 
with less power 


Actual size of 1” bit 
Patent Pending 


® Hardened full length 


Exclusive hollow 
ground point 


SPEEDBOR “88” Wood Bits 


for 4°’ Electric Drills and Drill Presses 








retail price 


5 * each 


rately 
chucks perfectly 


Hollow ground points (exclusive with spaced to fit conventional 3-jaw 
Irwin require less power to bore both And the “flats” won't mar 
hard and soft woods. plaster, or chew when inserted in chuck 


plastics most any material in which holes cause they're hardened to last much longer. 


»alywood., aws be- 
I } 


+ 
any size 
Dealer Price: $6.00 per dozen 


are normally cut. . p 
Sizes markings included on both sides of 
much faster spade -type heads for easy selection. Another 


actually 


Cutting action is cleaner 
Irwin Speedbor “88” wood bits 


cut and clear the chips. 

Made of special high carbon steel 

and hardened and tempered full length for 

Each Irwin Speedbor “88” 
polished for that proud-to- 


izes: 1/4”, 5/16”, 3/8", 7/16", exclusive Irwin Speedbor “88” feature! 
ifn sere. ates saree", 


3/4", 13/16", 7/8", 15/16”, 1 
Packaged 2 dozen per box 


Hang-a-bit hole in center of head per- 


mits user to hang one or more bits on wire 


nail or pin. Still another exclusive Irwin 


Spee dbor “88” feature 


is 


longer life 


ORDER TODAY! also. brightly 


own appearance. 


Shank fits perfectly in 1/4", 5/16" 


imeem Precision ground shank stops run-out and 1/2” adjustable electric drills and drill 
SPEEDBOR or wobble, All 3 flats on shank are accu- pre 


chucks 
BAA Bef —Tawie 
i ¥ N\/\/ “| spEEDBOR 1$— 
m SPEEDBOR “88”’ SETS AND DISPLAY MERCHANDISER | pene ; 
it! | . Tow GROUND POTS 


bere cleaner and fester with lose power 








MAROENED FUL. LEmoTH 


No. 8830 oy V5 cum 


No. 886-R—-set of 6 Speed- 
bor “88" wood bits in red 
plastic roll. Sizes %”", Y2", 
I ¥%,", %", 1”. One to 
. Weight: % Ib. Dealer 
Price: $3.00 each. Retail 
Price: $4.50 each. 


No. 884-R—set of 4 Speed- 
bor ‘88"' wood bits in red 
plastic roll. One each of 
sizes %", Yo", %” and %". 
One to box. Weight: Y Ib. 
Dealer Price: $2.00 each. 
Retail Price: $3.00 each. 


No. 8811-R—set of 11 in 
red plastic roll, sizes %” to 
1”. One to box. Weight: 
1% Ibs. Dealer Price $5.47 
each. Retail Price: $8.20. 


No. 886-M—new type red 
molded plastic Borchest case 
with transparent lid. Each 
bit held in individual 
grooved section x plainly 
visible. Sizes %”, a 
%", %" and 1”, ~~ to 
box. Weight: % Ib. Dealer 
Price: $3.00 each. Retail 
Price: $4.50 each. 


Ne. 8808 — handy plastic 
cylinder case with red screw 
top. Holds 8 sizes compact- 
ly and conveniently. Dis- 
plays perfectly in small 
space. One each of sizes 
%". Ke". ve". %”. Ye”. 
%", %" and 1”. Packed 
one to box, Weight: % Ib. 
Dealer Price: $3.80 each 
Retail Price: $5.70 each 


Display Merchandiser 

Free, colorful metal display 
for wall or counter use. 
Holds 30 assorted sizes—no 
back-up stock. Fits in only 
5¥," of space. Removable 
easel, Free display and as- 
sortment consists of 2% 
dozen Speedbor 88" wood 
bits: Y% dozen each of sizes 
%", Ya", He” and %"; Vo 
dozen each of sizes %" and 
1”. One to shipping con 
tainer. Weight: 44%, Ibs. 

Dealer Price: $14.67 each 
Retail Value: $22.50 each 














The Irwin Auger Bit Company, Wilmington, Ohio, USA 
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“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you'll always be 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal. 


Ask Your Distributor... He Knows 








THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





SOUTHERN HARDWARE is ¢ hed monthly at 116 E. Crawford St.. Da 
Subscription price in United ea 
ynd-cla atter at the post of Ace 

Volume 125 
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“Give me galvanized steel roofing every time!” 


You just can’t beat word-of-mouth advertising. It sure helps, though, to spread 
the word through printed ads such as we're running in Southern Planter and 
Progressive Farmer, cultivating prospects for our galvanized Stormproof, 
V-Crimp and Roll Roofing materials. It also helps when you can supply the 
customer's needs from stock. Better check your supplies of Bethlehem gal- 


vanized roofing today. We'll do our best to meet your requirements promptly. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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anos New 
For Your NRHA-Built Island Displays 


Convenient? Yes! Right for your store? Absolutely! 


This new Serve Yourself Bolt Tray and its contents 
overcomes every objection you ever had toward 
handling bolts and nuts. 


First, the trays fit the standard “islands” and other 
displays approved by NRHA. 


Second, the Serve Yourself Bolt Tray contains the 


AGEN 


1971 West 85th Street - 
PLANTS AT CLEVELAND AND KENT, OHIO -+ 


4 ‘ 
4@e ass°° 


NRHA APPROVED 


DISPLAY 


THE ASSORTMENTS 


<7 Carriage Bolts 


* Machine Bolts (small 
*% Machine Bolts (| 


%& Cap Screws 
*& Stove Bolts 


Each assortment comes 
complete with a tray. Trays 
may also be purchased 
empty. Stands for holding 


four assortments are 
available. 


fastest-selling items in the fastest-selling sizes. 


Third, all products are brite-plated for clean, easy 
handling and the nuts are on! 


Fourth, there’s no price penalty for brite-plating 
for all products come in small-quantity cartons 
(10 to 50 pieces each) and are in stock at your 
distributors waiting for your order. 


Cleveland 2, Ohio 
BIRMINGHAM -« 
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Fred J. Helpap finds that the new Pet Promotion—big Pet 
newspaper ads featuring his store, thé contest, and the mer 
chandising material —create plenty of excitement and store traffic 
“Sales in all departments of my store have gone up, thanks to 
this Pet promotion,” says Mr. Helpap, who is a partner in 
Court Hardware, Saginaw, Michigan 


How new PET promotion 
creates extra sales 


ALL OVER THE STORE! 


Reports from distributors and dealers show that 
the new Pet power tool promotion turns a store 
into “‘do-it-yourself’’ headquarters, and creates more 
related item and impulse sales. 

The Pet sales plan is a continuing, local area 
sales plan that moves power tools in volume, with 
big, powerful newspaper ads, a contest for each 
store, and complete merchandising kits. Plus our 
sales and advertising personne! detailed to help you. 
All backed by strong national ads keyed to the 
local promotions. 

And there’s plenty more! Like the report from a 
leading research institute which contains the un- 
biased facts about power tools and proves Pet 
a top line! 


came ad 


mail coupon today for full details 

(RR RBREBRERESE EE ERE RE REE EEE ERE REE REE E EERE REE 
mail to: GEORGE WEATHERBY, Soles Manager SH6-56 
PORTABLE ELECTRIC TOOLS, INC. 

320 West 83rd Street, Chicago 20, Illinois 


Dept 


Please send me full details about your new local area PET sales plon 


NAME — 
OE 


ciTY ov — STATE 








Business Activity—Scattered trouble spots in the business picture are 
being taken to mean that the boom is leveling off. Auto production 

is being cut back closer to demand; residential housing construction 

has slipped to a lower level, and some home furnishings and appliances 

are lagging in sales. However, business is expected to turn up again 

in the fall. 


Taxes— Any tax cut voted by Congress on 1956 incomes probably will be 
vetoed by the White House. Idea is to keep income taxes high as 
a check on inflation. Any tax cuts probably will apply to '57 incomes. 


Farm Income—Without some additional aid from the government, farmers 
face another year of sliding income. The cost-price squeeze will 
go on as farm wage rates and prices of production goods edge up again. 


Consumer Buying— In the year's first quarter consumer purchases were at 

an annual rate of nearly 14 billion dollars above a year earlier. 
Expenditures for durables in this quarter, however, were under '55 le- 
vels due mostly to a dip in car sales. 


Record Employment—iIn the first quarter of 1956 total employment aver- 
aged more than 2 1/2 million above January-March of last year and 
was at a record March level of 63.1 million workers. 


Wholesale Sales— In the first two months of the year sales by the nation's 
wholesalers were a sharp 13% ahead of the 1955 period. Hardware whole- 

salers did even better than the national average, showing a 14% increase 

for the two-month period. Sales by southern hardware wholesalers were 

a bit under this average. For the first two months of '56 sales by the 

South Atlantic group averaged 12% above the 1955 period; East South 

Central group, 13%, and West South Central group, 10%. 


Retail Sales—a 6% increase in sales was registered by the nation's in- 

dependent retailers in the year's first two months. In comparison, 
dealers in the lumber, building and hardware group reported sales 
gains averaging about 3%. 


Inventory Build-Up—Manufacturing and trade stocks on hand at the end of 
February had a book value of 83.5 billion dollars, and in the first 

quarter further build-up was at an annual rate of 5.3 billion dollars. 

In relation to sales, inventories, in general, are not considered ex- 

cessive. Stock-sales ratios, though up slightly in recent months, are 

near the lowest in recent years. 
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WATER BOY 


portable water coolers 
pea ee NEW 


ginw th A te, & 


WATER: BOY. ee 


NOTE THESE IMPORTANT 
CONSTRUCTION FEATURES 


Double Locked 
Galvanized 
Breast 


SPARKLEEN 
mee 








Corrugated 
Sides 


Double Locked 
Seams and 
Bottoms 


Extra Deep 
Bottom 








Riveted Handles 


Di atlcienatm 


Fully Enclosed 


‘ Cover 


Extra Large 
Air Space for 
Better insulation 


Hot-Dipped 
Galvanized Inset 
Guaranteed not 
to Rust or Leak 


Brass- Nickel 
Plated 
Recessed Faucet 




















Non-Movable 
inset Support 


THE SCHLUETER MFG. 
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SPARKLEEN* 


liner 


sk 


Keeps water sparkling clean 
... keeps coffee, lemonade 
and other beverages odor-free, 
taste-free 


Non-Toxic coating approved 
by the Food and Drug 
Administration. 


Here’s the modern way to keep drinking water sparkling 
pure and refreshingly cool! Deluxe WATER BOY 
portable coolers now feature the amazing new SPARK- 
LEEN liner that is absolutely non-toxic, odor and 
taste free. 

What’s more, WATER BOYS are big, rugged, built 
to take abuse on construction and logging work, in 
oil fields, warehouses, service trucks—everywhere men 
work. Ideal for hunters and fishermen, too. 


Stock and feature these versatile water coolers. In 
popular 2, 3, 5 and 10 gallon sizes, they’re made of 
quality materials throughout and carry the famous 
DeLuxe name. Point out the “extras’’. . . they'll build 
extra sales and extra profits for you! 





K*= LAUNCHES. ..ads galore 


...to Do-It-Yourselfers! 


NEARLY 7,000,000 READERS! 
ADS EACH MONTH! ADS EVERY MONTH! 


ADS ALL YEAR! 


Only K & E offers the line that professionals prefer... with 

the features do-it-yourselfers want most. Easy reading tapes. 

Wide blade tapes. Long line tapes. Plus all the most popular 

sizes and lengths. 

Only K & E offers quality that, from long experience, consum- Te ahd Weestncs® .. . fer 
ers know and trust. short measurements. Choice: 


GET IN ON THE ACTION! 
See your jobber... see that you get your share of the extra 
profits from increased K & E sales. Jf you want action .. . act 


/ 
NOW. 


Mighty Handy Wyteface © 


2 KEUFFEL & ESSER CO. wea rp porter 


Hoboken, N.J. otrong asy 


reading 
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T. E. Kirkham 


Woodruff's, Inc. 
Knoxville, Tenn. 


APPROXIMATELY 20% of our 
sales are cash. Fifty percent are 
contract and Budget Charge Ac- 
counts, 20% open charge accounts, 
and 5% lay-away. 

There are five 
ways a person 
can buy at 
Woodruff's: 

(1) Open 
charge account. 

rf This is payable 

See «in 30 days al- 

though we will 

let such an account go 60 days 
without considering it past due. 

(2) Contract account. The bal- 
ance is paid in monthly payments, 
ranging up to 24 months on furni- 
ture and appliances. 

(3) 90-day contract. The balance 
is paid in three equal payments, 
without carrying charge. 

(4) Budget Charge Account. The 
customer buys as needed and pays 
the balance in monthly payments. 

(5) Layby plan. The balance is 
payable before delivery. 

The Budget Charge Account is 
something new for us. We have 
prepared a little folder which we 
give to customers explaining this 
plan. We have found the plan very 
satisfactory and believe there is a 
trend along that line. We feel this 
plan meets the needs of many cus- 
tomers, as it permits them to set 
their own credit limit, based on 
the amount the customer can con- 
veniently pay each month over a 
period of six months 

Anything in the store may be 
bought on the new Budget Charge 
Account, so long as it does not ex- 
ceed the limit agreed upon. How- 
ever, we point out that it is usually 
to the customer’s advantage to use 
the Contract Plan for electrical 


appliances, furniture, and other 
items which are normally handled 
on longer terms 

No interest is charged under the 
plan, but there is a service charge 
of 1% on the unpaid balance 
which appears as a charge on the 
account on the llth day of each 
month. 

There are questions and answers 
in our little folder. One is “How 
do I determine the arrangement 
best suited for my needs?” This 
the answer: “First determine the 
amount you can conveniently pay 
each month. Multiply this by 6 
and you will automatically dete: 
mine your own limit.” We give 
this schedule as a guide: 

Monthly payment Limit 

$ 5 $30 
10 60 
15 90 
20 120 
30 180 

“On accounts with a carrying 
charge, the rate is 4% of 1% pe 
month on the original amount 
But if the customer is able to pay 
off the amount in 90 days, full 
credit is given for the carrying 
charge added 

On contract accounts, we 
up to 24 months for repayment 
with exceptions 
payments on I 
months. On pov 
board motors, and boats we |] 


mowers 


payments to 12 month 
exceptions, depending 
amount and the credit 
the custome! 
On new < 
ratings through ‘redit Bureau 
On collectior whe! verdue 
we try to follow up on a contra 


once every 10 day with remind 


ers, letter o1 
accounts are worked twice 
month. 

Our losses have been ver; 


only about one tenth of 1 
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with a few 


+ 


telephone calls Open 








Question: What system do you use in 
handling credit and installment sales? 


charge sales. We have more than 
8000 active accounts 
7 


H. K. Jones 


Jones Hardware 
Waxchachie, Texas 


APPROXIMATELY 40° of oul 
business is credit business in one 
of two forms, either the 30-day 
open account or on a budget basis 
which is the same as installment 

uUuVvIng There 

seems 

a neral 

toward 

and more credit 

buying, largely 
perhaps, be 
cause it Is easie! 
on the custon 
er. And we are going along with 
the trend 

lt would be necessary to 
the books to get accurate figu! 
but it is my estimate that 
40 do on credit, one 
on open account and tv 

the budget basis 

We have what we 
modest carrying charge 


the account 


depend 
n ni 
that ever 


aeration in 





two months for this complete 
series to run its course, and, quite 
often, the customer pays up after 
receiving the first few notices. 

If he doesn’t, and 120 or more 
days have elapsed since he got the 
merchandise, then we take action 
We sue, or we repossess, or we turn 
the account over to the retail mer- 
chants for collection. Here again it 
all depends upon the amount in- 
volved, the type of merchandise 
the customer and other factors. 

There are always exceptions, If 
the customer has suffered mis- 
fortune, comes in and explains his 
circumstances, and if he is a man 
of character despite his misfortune, 
we will probably give him an ex- 
tension of time. And in some cases, 
where the amount involved is in- 
significant, we charge it off and 
forget about it, rather than invest 
more in recovery action. 


Credit Records 


In selecting our customers for 
credit risk we depend on the re- 
tail merchants as much as possible. 
If anyone has ever bought any- 
thing on credit in Waxahachie, the 
association has a record of the 
transaction and how it was han- 
dled. 

Of course, there are some cases 
where the retail merchants have no 
record, but not many. There is not 
much transient population in a 
town like ours. 

But where the retail merchants 
have no history of an applicant, 
then it is up to us to make our own 
decision, Maybe it couldn’t be 
done that way in bigger towns, like 
Dallas, but we have to rely on our 
own judgment. How the individual 
looks to us, where he or she works, 
how long he or she has been here. 
Our decision depends to a great 
degree on appearance and manner 
of the applicant, especially if he or 
she is new to Waxahachie and has 
no retail merchant’s history. 

It is largely a matter of being 
able to judge character. So we pass 
judgment and sometimes we take 
them and sometimes we don’t. In 
such cases it depends more on the 
appearance and attitude of the in- 
dividual, more than on the mer- 
chandise involved. 

With the trend more and more 
toward credit buying, we want this 
business if it is good. We don’t 
want it if it is bad. 





Samuel E. Collegeman 
Cherrydale Hardware Co. 
Arlington, Va. 


A HARDWARE dealer can increase 
his sales through the extension of 
credit. The dealer who offers 
credit brings traffic into his store, 
and the greater his traffic the 

greater his vol- 
ume of sales. 
Further credit 
brings repeat 
business. As 
customers drop 
by for payments 
and become in- 
terested in mer- 
chandise properly displayed, sales 
are made. Furthermore, credit is 
a great convenience to the custom- 
er. He can call up and have mer- 
chandise charged and delivered 
without resorting to C.O.D. 

We have both 30-day accounts 
and six-month budget accounts. 
We encourage 30-day accounts 
suggesting six-month budget ac- 
counts only when a customer feels 
his budget warrants taking on a 
six-month account instead of a 
30-day account. We do not use the 
word “installment” because that 
suggests a long term arrangement, 
whereas the word “budget” con- 
notes a_ self-imposed budgeting 
that a person ordinarily lives by in 
handling his expenses. The word 
“budget” also has more dignity to 
it. 

Our procedure in opening credit 
accounts is standard; that is, we 
have a customer, whose buying 
and paying we have observed to 
be good, fill out an application 
blank covering address, bank, em- 
ployment and where credit has 
been established. 

Years ago the basis of an account 
were the three C’s—Capital, Char- 
acter, Capacity. Today we use a 
fourth C—Capability. By Capa 
bility we imply earnings, job, per- 
manency of job, and credit. When 
these have been established, we 
clear the application with the local 
credit bureau. We handle our own 
credit paper, charging no interest. 

In the Washington area 30-day 
accounts are generally paid within 
60 days. We do not call a customer 
regarding payment until after 60 
days. On six-month budget ac- 
counts we send our customer a re- 
minder in our billing after two 
months of non-payment. 


There is no general rule or 
standard procedure on collections 
when they fail to come through ac- 
cording to contract. We are very, 
very careful in opening accounts, 
checking a customer's. credit 
record as well as acquainting our- 
selves with his buying and paying 
habits, We take the individual ac- 
count and customer into considera- 
tion, and when we learn the cir- 
cumstances, we are patient and 
liberal. On 30-day accounts that 
have become delinquent, we send 
a notice, follow it up about a 
month later with a telephone call, 
and if that proves ineffective, turn 
it over to a collection agency only 
when we are certain that the cus- 
tomer has no intention of paying. 
On budget accounts we resort to 
the collection department of the 
credit bureau only after 18 months 
when all our effort has failed. 

Credit business is good, sound, 
healthy business. We do about 
20% - 25% of our total volume on 
credit. 

Like every other aspect of a 
business, credit has to be watched. 
A dealer must take stock, observe 
accounts that may have slowed up 
in payments, and keep a steady eye 
on how his payments are coming 
in. 

But even if it were necessary to 
borrow, credit should be an in- 
tegral part of a dealer’s business. 
It has proven a means of making 
steady customers, increasing traf- 
fic, increasing sales and expanding 
an operation. 


. 
Bill Matthews 


Matthews Hardware Co. 
Pine Bluff, Ark. 


BECAUSE OVER one-third of our 
volume comes from credit sales we 
have to make these sales pay, and 
they do. Installment selling, open 
accounts, lay-away—we're well ex- 

perienced in all 
of these forms 
of credit. 

From this ex- 
perience we 
have found that 
the most im- 
portant step in 
setting up a good 

credit system is selecting the right 

credit bureau—one that can col- 

lect, give credit reports, and be 
(Continued on page 62) 
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NEW! NEW! NEW! 


TX-8O 


Propane Utility Torch Kit 
Spectacular 8Oth Anniversary 


BONUS PAK 





CONTAINS: 


TX-9 Cylinder . 

TX-1 Pencil burner unit 
BU-1352 Utility burner head 
TX-400 Soldering tip 


Box of Kester Solder 


Reg. $1.69 
5.26 
1.95 
Reg. 1.75 
Reg. .25 

$10.90 


commer 


putt 
TORCH K\ MN A Reg 


Reg 


A big, big regular value 


at a new low, low price ...... $7.49 
(yet you get full profit on every sale) 








OFFERS USES GALORE FOR EVERY 


HOMEOWNER, HOBBYIST & MECHANIC 
AND IT'S EASY TO SELL BECAUSE 


IT’S BACKED BY A TREMENDOUS 
ADVERTISING AND PROMOTION 
PROGRAM 


IT’S EASY TO SELL 
BECAUSE IT’S 
EASY TO USE 


Colorful window display pack sells 
on sight. You give your customer the 


Big, full-page and half-page ads in 


Lay tile floors 


fe 


equivalent of 2 complete torches + a 
soldering tip and box of solder for 
only a little more than the cost of a 


TRUE, LIFE, SATURDAY EVENING Post, 
PARADE, POPULAR SCIENCE, POPULAR 
MECHANICS, and BETTER HOMES «@ 


ea torch itself. 
PT APPROVED BY 
UNDER WRITERS’ 


Make jewelry LABORATORIES 


Antique a 
Name it—you can do it with this 
sensational new torch kit 


BIGGEST VALUE 


Propane Torch Kit 
on the market 

BERNZ-O-MATIC TX-888 
All-purpose Torch Kit + TX-10 
Torch + BU-1352 Utility burner 
head + TX-400 Soldering tip - 
TX-300 Flame spreader + TX-402 
Cutter tip. 
A $13.15 value only $8.88 


Display'em... 


Demonstrate em... 


GARDENS. 
Yours FREE for the asking—new sales-pull- 
ing window displays, newspaper mats, stuff- 
banners, radio spots TV slides 


ers, and 


LOWEST-PRICED 


Propane Torch Kit 
on the market 
BERNZ-O-MATIC FS-54 
Soldering Torch Kit gives your 
customer a TX-10 torch at Reg. 
$6.95 + a FREE soldering tip 
and a FREE box of Kester Solder. 


You sell dozens of them. 


Get the facts from your jobber or write us today! 


OTTO BERNZ CO., INC. @ 280-116 DRIVING PARK AVENUE ©® ROCHESTER 13, N. Y. 
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P&C Tool Elects Platky 
to Vice-Presidency 


A. L. PLATKy, former P&C prod- 
uct sales manager, has been pro- 
moted to the position of vice-pres- 
ident and sales manager, according 


A. L. Platky 


to a joint announcement made by 
J. Earl Jones, chairman of the 
board, and B. H. McMcClain, pres- 
ident of the P&C Tool Co. 

Platky has been product sales 
manager for the past year, and was 
one of the company’s outstanding 
salesmen for the previous five 
years. He now will spend most of 
his time at the three P&C piants 
in Portland, Ore.; Schiller Park, 
Ill.; and Los Angeles, Calif. 


° 


Premax Names New Rep 
for Southeastern Area 


THE APPOINTMENT of Charles D. 
Middleton, Jackson, Miss., as man- 
ufacturers’ representative for Pre- 
max Products in southeastern 
states has been announced by Bur- 
ritt Mitchell, Premax general man- 
ager. 

Middleton, who has been active 
as a manufacturers’ rep for nearly 
a decade, will cover Florida, Ala- 
bama, Georgia, Tennessee and 
North and South Carolina for Pre- 
max. He will handle Premax fish- 


10 











ing rods, Supremax fishing rods, 
as well as Premax letters, figures 
and tent frame equipment. 
Middleton will continue to rep- 
resent many of his present lines. 


. 


North Wayne Tool Names 
Sales Promotion Manager 


NORTH WAYNE Tool Co., Oak- 
land, Maine, announces that at its 
annual meeting held in February, 
E. Lewis Meadowcroft was made a 
member of the board of directors 
and sales promotion manager. 

In his new capacity, he will be 
directly responsible to George L. 
Earle, Jr., president and sales man- 
ager of the company. 

Meadowcroft has been associated 
with the company for a number of 
years and with the hardware in- 
dustry for more than 50 years. 


o 


Higginbotham-Pearlstone 
Elevates J. P. Barfield 


J. PEYTON Barfield was elected 
general manager and treasurer of 


J. Peyton Barfield 


Higginbotham - Pearlstone MHard- 
ware Co., Dallas, Texas, at a recent 
meeting of the board of directors 
Barfield succeeds the late O. H 
Mann. 

Barfield has been 
with the wholesale organization 
since 1935, foliow‘ng his gradua- 
tion from Baylor University. In 
recent years, he has been director, 


associated 


assistant manager and vice-presi- 
dent. 


Rushton Co. Completes New Toy Factory 


Ty lispinay Cay 


v 


The recently completed plant of the Rushton Co., manufacturer of stuffed 

novelty toys in Atlanta, Ga., is housed in a modern brick building with 

more than 100,000 square feet of floor space. The building is designed with 

a split level to permit all manufacturing to be done on one level with all 

warehousing and shipping from a lower level. Executive, display, and ad- 

ministrative offices are located across the entire front. Mrs. Mary P. 
Rushton is president and owner 
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DAVIS power mowers in your store 


mean FASTER, EASIER SALES 





Now a complete line of 16 Power Mowers 
priced to sell as low as $44.98 


— 
| G. W. DAVIS CORPORATION 
RICHMOND, INDIANA 


= 
® 


e send us colored literature and prices 


THE SHARK 
Model 55/60 
22” reel type with new light- 


THE SAILFISH 
Model 501 
weight Briggs & Stratton engine 

Self-aligning cone and ball 

bearing 

Headlights 

Floating handle 
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Ridge Tool Co. Appoints 
Parcell Vice-President 


WILLIAM L. Parcell has _ been 
named vice-president of The 
Ridge Tool Co., Elyria, Ohio, Car! 
H. Ingwer, president, announced 
following a recent meeting of the 
board of directors. 


William L. Parcell 


Parcell, who celebrates his 20th 
anniversary with the company in 
June, served as sales manager prior 
to his recent promotion and con- 
tinues as director of sales. The 
firm manufactures Ridgid pipe 
tools. 

A native of Greenville, S. C., he 
is widely known in _ industrial, 
plumbing and heating, petrol- 
eum, hardware and various whole- 
sale fields. 


° 


McCreery Re-elected 
President of NHMA 


THE ELECTION of C. M. McCreery, 
vice-president of Revere Copper 
and Brass, Inc., to his second suc- 
cessive term as president of the 
National Housewares Manufactur- 
ers Association is announced. 

McCreery, who is in charge of 
Revere’s manufacturing divisions 
in Rome, N. Y., in Riverside, Calif., 
and in Clinton, Ill, also was 
elected chairman of the executive 
committee by the association’s 
board of directors at their recent 
meeting in Chicago. 

Three new directors appointed 
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to the board were John Bredfield, 
vice-president of the Corning 
Glass Works, Corning, N. Y.; 
Joseph M. Jaynes, vice-president of 
the Plas-Tex Corp., Los Angeles 
Calif.; and G. B. Kubitz, sales man- 
ager of the Aluminum Corp., 
Manitowoc, Wis. 


* 


True Temper Appoints 
Fishing Tackle Head 


ROBERT JERRETT, Jr., has been 
named manager of True Temper 
Corp.’s Fishing Tackle Division. 
He will direct further development 
of the division’s sales, merchandis- 
ing, and marketing activities. 

The announcement was made by 
Robert R. Raymond, vice-president 
and general sales manager of the 
Cleveland, Ohio, company. 

Jerrett brings to his new post an 
abundant background in research 
and marketing, most recently with 
McKinsey and Co., management 
consultants, with whom he com- 


Robert Jerrett, Jr. 


pleted an extensive study of the 
fishing tackle industry. 

A native of New England, Jer- 
rett was educated at Brown Uni- 
versity and later combined a 
faculty position with a special re- 
search assignment at the Harvard 
University School of Business Ad- 
ministration. 


National Housewares Exhibit 
Scheduled for July 9-13 


THE 25TH NATIONAL Housewares 
Manufacturers Exhibit, to be held 
July 9-13 in Atlantic City, will be 
the largest mid-year show in the 
history of the housewares indus- 
try. 

A total of 575 exhibitors will oc- 
cupy all exhibit area on the three 
levels of the vast Atlantic City 
Auditorium, according to Dolph 
Zapfel, secretary, National House- 
wares Manufacturers Association. 

An estimated 10,000 housewares 
buyers from throughout the coun- 
try and Canada will be seeing the 
greatest array of merchandise ever 
assembled for a summer show, it 
was announced 

“All of our regular exhibitors 
again have signed up and there 
will be about 50 new firms ex- 
hibiting for the first time,” Mr. 
Zapfel said. “This response has 
been especially gratifying in view 
of the fact that the July show will 


be somewhat of a milestone in our 
history—the 25th national exhibit 
operated by the NHMA since its 
organization in 1939. This is a 
record in which the entire industry 
may take great pride.” 

An initial mailing to almost 
11,000 buyers and merchandise 
managers will give them a com- 
plete list of the 575 exhibitors 
This will be followed by a second 
mailing about June 1 with advance 
registration cards and other ma- 
terial. Exhibitors will be _ pro- 
vided with several promotional 
aids including seals to be used on 
their stationery, advertising and 
mailing pieces directed to their 
customers 

Buyers and exhibitors seeking 
hotel accommodations in Atlantic 
City may obtain an application by 
contacting the NHMA, or by writ- 
ing direct to the Housing Secretary, 
16 Central Pier, Atlantic City, N. J 
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Helps you more shoppers wll cask sales 


COLUMBIAN’S 


Complete corvace LINE 
A Rope or Twine for Every Need 


Columbian PURE MANILA and RADIUM SISAL Rope 


Hundreds of Uses in Industry, on the Farm, in the Home 


HANDY COLPACK CARTONS 
Easiest way to store, dis 
d handle 

Sih A-meE Gel asels ais 
Taide) el-Mislgeltislimalell- 


rope 


n top. Rope stays clean 

and 

Displays well on 

our carton sizes 25, 50 
r 100 Ibs. Rope dia 
through 


mpact neatly 
coiled 


shel. os 


100 FT. CONNECTED COILS 


From 9 to 7 faelalaltaicte. 


100 coils, depending on 


reife laal edict 1 each 


thr 
lela 


COLUMBIAN ROPE COMPANY 
Auburn "The Cordage City,"’ N.Y. 
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NOW IS THE PERFECT TIME TO FEATURE THESE 
DISPLAYS FOR BOATING ENTHUSIASTS! 


 Columbian’s Exclusive “Stabilizing” Process Prevents 
Untwisting, Loss of Shape or “Fluffing” of Syntheric Fibres. 


“STABILIZED” NYLON 

_ YACHT ROPE 

- Pure, white and silky. 

_ Highest tensile strength 
available. Easy to hondle 
.«. wet or dry, Naturally 
water, decay and abra- 
sion resistant. Counter 
display box dispenses 25° 
or 50° connected coils. Sizes: 4”, %" and 4". Also 
sold in any size on reels of 600’ and 1200’. 


“STABILIZED” POLYETHYLENE 

WATER-SKI ROPE 

Always floats. Easy to re- 

trieve. Stays clear of pro- 

pellers. Resilience absorbs 

starting shocks. Breaking 

strength approx. 900 Ibs. 

75° of “%" diameter 
_ polyethylene rope, in- 

cluding single or double handles, in individual dis- 
play boxes. (Six boxes in master shipping carton). 


“STABILIZED” NYLON 
~ “MOTOR STARTER ROPES 

Strong, dependable rope 

for starting outboards, in- 

board air-cooled motors, 

power mowers and sows, 

chain saws and farm 

equipment. Columbian 

“Stabilized” Nylon starter 

rope is 42” long, \." diameter, complete with round 
|. hardwood handles attached. Packed in individual 
|. cellophane bags. (12 to each display card). 
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THE ROPE WITH THE REO WHITE AND BLUE MARKERS 
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W. D. Kirkpatrick Retires 
from Sales Position 


W. D. KIRKPATRICK, vice-presi- 
dent and sales manager, American 
Chain Division, American Chain & 
Cable Co., Inc., York, Pa., has re- 
tired after more than 41 years of 
service, according to an announce- 
ment by Henry Ervin, vice-presi- 
dent and director of sales. 


W. D. Kirkpatrick William B. Ilko 


William B. Ilko has been ap- 
pointed sales manager to succeed 
Kirkpatrick, Ervin also announced. 
Ilko, formerly the administrative 
assistant to Ervin, is a graduate of 
Pennsylvania State University and 
is well qualified for his new duties 
Prior to joining American Chain 
& Cable, he was the general sales 
manager of the Simonds Abrasive 
Co., Philadelphia. 

Kirkpatrick entered the employ 
of the Weed Chain Grip Co. in 
1914 as a salesman in the Phila- 
delphia district. He became sales 
manager of the Philadelphia dis- 
trict in 1917 after the company 
was merged with the American 
Chain Co., now American Chain 
& Cable Co., Inc. 

Progressing steadily, in 1936 he 
became general manager of sales 
of the’ American Chain Division 
with headquarters at York, Pa. He 
was made a vice-president of the 
corporation in 1938 and was 
elected a member of the board of 
directors in 1941, in which ca- 
pacity he now serves. 

Kirkpatrick was born in New- 
ark, N. J., and attended Blair 
Academy and Lafayette College. 
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He is a past president of The Chain 
Institute, Inc.; Hand Hoist Insti- 
tute, Inc.; The National Standard 
Parts Association, Inc.; and served 
as a member of The Chain Indus- 
try Advisory Board during World 
War II. His address after June 15 
will be Buck Hill Falls, Pa. 
o 


Cunningham Named to 
Disston Sales Post 


FreED R. Cunningham has been 
named assistant sales manager, 
hardware department, Henry Diss- 
ton Division, H. K. Porter Co., Inc., 
Philadelphia, Pa., according to an 
announcement by Hardware Sales 
Manager John H. Dingee. 

Cunningham has been with Diss- 
ton for six years representing the 
saw manufacturer in the southeast- 
ern United States. 

* 


Appointments Made for 
Huey & Philp Departments 


Huey & PHILP Co., hardware 
wholesalers in Dallas, Texas, has 
formed two new departments and 
officials of the company announce 
the promotion of the following 
men: 

William H. Philp, vice-president 
and sales manager for the past five 
years, will be vice-president in 
charge of public relations. 

Louie N. Coleman, assistant sales 
manager, for the past five years 
will be sales manager of the indus- 
trial department. 

Paul H. Speaker, formerly a 


William H. Philp 


Louie N. Coleman 


salesman for Huey & Philp Co. and 
in recent years a factory repre- 
sentative and manufacturers’ agent 
in the Southwest, will be sales 
manager of the Hardware Division. 


* 


Ralph Heads Sales Post 
of Turner Brass Works 


THE APPOINTMENT of Richard S. 
Ralph to the post of general sales 
manager was announced recently 
by Harold V. Engh, president of 
Turner Brass Works, Sycamore, 
Til. 


Richard S. Ralph 


Prior to joining Turner, Ralph 
was general sales manager of Har- 
rison Sheet Steel Co. of Chicago. 
Previously he had headed the 
Gensco Tool Division of General 
Steel Warehouse Co., Inc., Chica- 
go. 


Paul H. Speaker 
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TENNESEAL 
eS easier 


It's permanent . . 


A pressure lip and special tension curve 
make each sheet of Tenneseal hug close 
to the roofing supports . . . thus resist- 
ing high winds and eliminating en- 
larged nail holes caused by shifting 
roofing sheets. 


Sell lasting Tenneseal! 


It gives more protection... 


Tenneseal provides a leak-proof blan- 
ket of steel wherever it’s used. The spe- 
cially designed V-Drains built into 
Tenneseal, carry away water blown or 
drawn under the side laps. The pres- 
sure lip and triple cross crimp at the 
bottom of each sheet guarantee closest 
possible contact in overlap end joints. 


Sell protective Tenneseal! 


UNITED STATES STEEL CORPORATION, GENERAL OFFICES 
DISTRICT OFFICES: CHARLOTTE + FAIRFIELD - HOUSTON + JACKSONVILLE « MEMPHIS + NEW ORLEANS - 


: 


to Self 


lt saves time... 


Each sheet of Tenneseal is even and 
true. There’s no need for measuring 
and fitting. Because Tenneseal is 
strong, but not brittle, it can be bent 
where necessary, without breaking. In- 
stallation folders are available so that 
ordinary farm labor can install Tenne- 
seal easily and quickly 

Sell easily installed Tenneseal! 


It’s evenly coated... 


Continuous line galvanizing produc- 
tion of Tenneseal assures even distribu- 
tion of the 1.25-ounce ordered coating, 
to meet rigid ASTM specifications 
Even galvanization like this eliminates 
thinly coated spots in the middle of the 
sheet that could mean early rusting. 


Sell evenly coated Tenneseal! 


TENNESSEE COAL & IRON 


DIVISION 


it's better known . 


A recent poll throughout the South 
proved that two and a half times as 
many farmers preferred Tenneseal as 
preferred ALL other brands of galva- 
nized roofing, COMBINED! 


Sell popular Tenneseal! 


Your customers... 


Are important to you. Keep them satis- 
fied 


TCI can supply your needs in roofing, 


Sell them top-quality products 


fencing and baling wire. Always specify 
Tenneseal V-Drain Roofing, American 
Fence and other popular USS Products 
by name when you order. 
It pays to buy from TCI. 


FAIRFIELD, ALABAMA 


TULSA 


USS AMERICAN FENCE 
USS TENNESEAL V-DRAIN ROOFING 
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Lew Waldrup Joins 
John T. Everett & Co. 


LEw WaLDRUP of Memphis, 
Tenn., recently joined the field 
service department of John T. Ev- 
erett & Co., manufacturers repre- 
sentatives, with offices and ware- 
houses in Houston, Memphis and 
Atlanta, according to W. N. Wil- 
kerson, managing partner of the 
firm. 


Lew Waldrup 


Originally from Atlanta, Ga., 
Waldrup has made his home in 
Memphis for the past few years. 
He came to the Everett organiza- 
tion with 10 years of sales experi- 
ence with such firms as Knox 
Corp., Warrenton, Ga., and Tile- 
stone Corp. of Chicago. 

After several more months ex- 
perience with the field service de- 
partment, Waldrup will be trans- 
ferred to the hardware division of 
John T. Everett & Co. for regular 
territory work. 


+ 


Motor Wheel Announces 
Appointments in Sales 


THE ELECTION of Sam Briggs as 
vice-president and director of Ap- 
pliance Division sales of Motor 
Wheel Corp. is announced by M. 
F. Cotes, president. 

Briggs has been general man- 
ager of the company’s Reo Division 
since its acquisition from Reo Mo- 
tors, Inc., in 1954. In his new post 
he is responsible for sales of both 
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Sam Briggs 


Duo-Therm and Reo products. 

Prior to joining Motor’ Wheel, 
Briggs was a vice-president of Reo 
Motors, Inc., where he was in 
charge of Reo power mowers. He 
has been in the lawn mower busi- 
ness for 30 years and is a past 
president of the Lawn Mower In- 
stitute. 

Vice-President Karl Egeler was 
appointed director of advertising 
and sales promotion of Motor 
Wheel Corp., Cotes announced. He 
has been sales manager of Duo- 
Therm since 1950 and a vice-pres- 
ident since 1952. He has been with 
Motor Wheel since 1932. 

Egeler is responsible for all Mo- 
tor Wheel advertising, including 
Duo-Therm, Reo and Corporation 
advertising. 

L. C. Vandertill was appointed 
sales manager of the Appliance 
Division. He has been sales man- 
ager of the Reo Division since May 
1955 and prior to that was assist- 
ant sales manager of Duo-Therm. 
He has been with Motor Wheel 
since 1946. 


4 


Natco Products Appoints 
Hofheinz Representative 
Corp., Provi- 
dence, R. I., announces the appoint- 
ment of W. B. Hofheinz of New 


Natco Products 


Orleans, La., as salesman and 
representative in the area of 
Louisiana, Mississippi, Arkansas 
and western Tennessee. 

Hofheinz will represent Natco in 
the floor covering, hardware and 
housewares field with Natco’s line 


of rubber doormats, matting, stair 
treads as well as Natco’s newest 
development, Koroseal Carpet 
stair and floor coverings. 

The appointment became effec- 
tive March 1. 


* 


Jackson Mfg. Acquires 
Masters Planter Co. 


MAsTeRS Planter Co., Benton 
Harbor, Mich., manufacturer of 
garden carts, seeders and spread- 
ers, has been purchased by Jack- 
son Manufacturing Co., Harris- 
burg, Pa. 


Arthur B. Flowers 


Acquisition of all Masters stock 
was announced by Arthur B. Flow- 
ers, president of Jackson, who will 
serve also as president of Masters 

Purpose of the merger, according 
to Flowers, is to round out Jack- 
son’s home and garden line of 
wheelbarrows, lawn rollers, carts 
and spreaders. Masters facilities al- 
so will be used for warehousing 
and shipping of Jackson products. 

Officers of Masters in addition 
to Flowers are Lewis L. Lawrence, 
who remains as _ vice-president; 
George W. Baugher, secretary; 
Robert M. Althouse, treasurer, and 
Joseph H. Masters, assistant secre- 
tary-treasurer 

Production at Masters. will 
continue uninterrupted with no 
changes contemplated in operating 
personnel. Products will be adver- 
tised and sold under both the Jack- 
son and Masters name, Flowers 


added. 
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O'Connell to Head 
Autoyre Co. Sales 


DANIEL F. O'Connell, Jr., has 
been named general sales manager 
of The Autoyre Co., Oakville, 
Conn., manufacturer of bathroom, 
closet and kitchen fixtures. He 
succeeds M. J. Ragir who recently 
was named president. 


Daniel F. O'Connell, Jr. 


O’Connell joins Autoyre from 
Ekco Products Co. where he was 
district manager for New England 
and New York State. He joined 
Ekco in 1948 as a salesman in Bos- 
ton and held various sales positions 
throughout the New England area 
before being named district man- 
ager in 1951. 

The Autoyre Co. is a subsidiary 
of Ekco Products Co. 


¢ 


Burress to Represent 
Turner Brass Works 


THE APPOINTMENT of Clayton 
Burress as district sales manager 
for the Turner Brass Works in the 
southeastern United States is an- 
nounced by Richard S. Ralph, gen- 
eral sales manager of the Syca- 
more, IIl., firm. 

His territory will include Geor- 
gia, Florida, Mississippi, Alabama, 
North Carolina, South Carolina 
and Tennessee. He will supervise 
the sales activities of the Turner 
representatives and wholesale dis- 
tribution in the sale of the com- 
pany’s line of gas and propane 
blow torches, firepots, propane 
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camp stoves, lanterns, leak detec- 
tors and bunsen burners. 


«& 


Estwing Appoints 
M. J. Peters Co. 


THE M. J. Peters Co., 
turers’ representatives with head- 
quarters in the Forsyth Building, 
Atlanta, Ga., has been named to 
represent Estwing Manufacturing 
Co., Rockford, Illinois. The an 
nouncement was made by Dave 
Taylor, sales manager for the com- 


manufac- 


pany. 
The Peters organization, headed 
by Jack Peters, will represent Est- 
wing in Virginia, North and South 
Carolina, Tennessee, Mississippi, 
Alabama, Georgia and Florida. 


¢ 


Shapleigh's Thener to Be 
Manufacturers’ Rep 


HARRY THENER, for 
years a member of the Shapleigh 
Hardware Co., wholesale organiza 
tion of St. Louis, Mo., has an- 
nounced that he will serve as a 
manufacturers’ representative, ef- 
fective July 1, headquartering at 
Dallas. 

At Shapleigh Hardware, Thene! 
served as associate buyer of sport- 
and recently as 


almost 20 


ing goods more 
head buyer of sporting goods 

In his new capacity he will 
cover Louisiana, Texas, Oklahoma 


and Arkansas 


J. G. Ainsworth 


Sandvik Representative 
Visits Swedish Offices 


J. G. AINnswortH, of Laurel, 
Miss., Sandvik Saw and Tool repre 
sentative in southern states in- 
Alabama, Mississippi 

Tennessee Ken- 
tucky, will spend the month of 
June visiting the Swedish home 
offices and factories of all Sandvik 
tool products 


Ainsworth’'s 
Sandviken, home of 
saws; Eskilstuna, site of the manu 
facturer of Oberg files and Erik 
Anton Berg (Shark Brand) chisels 
planes and pliers; and Stockholm 
head office of the makers of Primus 
marine 


cluding 


Louisiana, and 


include 
Sandvik 


stops will 


Swedish camping and 
stoves and Banko axes and scythe 
During his stay, Ainsworth also 
will visit Mora where the Swedish 
made 


steel increment borers are 


Work Begun on New Nelson Hardware Co. Warehouse 


WORK HAS begun on a new $750,- 
000 warehouse for Nelson Hard- 
ware Co., Roanoke, Va., which will 
contain approximately 100,000 
square feet of floor space Robert 
R. Nelson, president and general 
manager, stated that completion is 
expected in 10 months. 

The new building is planned 
strictly for wholesale operations. 
Nelson Hardware, founded in 1888, 
has been doing both wholesale and 
retail business. The retail end of 
the business will be closed out and 
the present store abandoned when 
the move is made to the new build- 


1956 


if, it announced 
The new structure will be 553 
feet long and 181 feet wide. A cov- 
ered loading platform for t 
length of 


section 


t was 


acto! 
the 
will 


trailers will run the 
building. The office 
have 1,200 square feet 
one floor and is designed so a sec- 
ond floor can be added. The ware- 
house will be divided into four 
sections of 25,000 square feet each 

The warehouse will be of brick- 
exterior, with brick firewalls with 
‘he office 


Indiana 


ft space on 


exposed steel columns 
will have face brick with 


limestone trim 
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Two Fred Friedmans Fill 
Post at Osrow Products 


Osrow Propucts Co., Inc., of 
Glen Cove, L. I, N. Y., announces 
the appointment of Fred Fried- 
man as administrative assistant to 
Harold Osrow, president, and the 
appointment of Fred Friedman as 


“Mike™ Fred 


new salesman. The two Fred 
Friedmans joined the company at 
the same time, and to avoid a mix- 
up, Osrow is calling Administra- 
tive Assistant Fred by his adopted 
name, “Mike.” 

Fred (Mike) Friedman was for- 
merly executive secretary of the 
home furnishing group of the 
NRDGA. Fred Friedman previous- 
ly held the position of salesman 
for the Mutual Biscuit Co. 


* 


Electric Housewares Sales 
Top Million in "55 


THE “BILLION dollar baby” en- 
visioned by the electric house- 
wares industry at the start of their 
campaign in 1950 has become a 
reality with the achievement of 
over a billion dollars a year in 
sales for the past year, it was an- 
nounced recently by the Electric 
Housewares Section of the Nation- 
al Electrical Manufacturers As- 
sociation. 

At the start of the campaign to 
sell electric housewares as gifts for 
all occasions, six years ago, the 
electric housewares industry set as 
its objective a billion dollars in 
sales annually. At that time, an- 
nual retail sales figures stood at 
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about half the stated goal. 

The billion dollar in sales figure 
for 1955 is a conservative esti- 
mate. It does not include many 
popular items on which adequate 
information is not available, such 
as coffee grinders, knife sharpen- 
ers, hair dryers, bottle warmers, 
egg cookers, ice cream freezers, 
vibrators and massagers, and other 
items which account for additional 
sales volume during the year. 

Based on this billion dollar vol- 
ume, electric housewares rank 
third in the entire electrical ap- 
pliance industry, exceeded only by 
refrigerator-freezers and washing 
machines. At the same time, the 
market still has vast potentialities, 
with the majority of the country’s 
electrified homes still lacking as 
many as 25 of the approximately 
thirty electric housewares items 
considered basic for modern liv- 
ing. 

Sales figures show increased ac- 
ceptance of new electric house- 
wares items as well as steadily in- 
creasing sales of staple items. Ad- 
ditional volume of future sales can 
be expected from new products 
which will continue to be devel- 
oped. 

In 1956, the industry plans to 
continue to utilize the promotion 
techniques which proved success- 
ful during the past year. Electric 
housewares as gifts for all oc- 
casions will continue to be stressed 
in material released to newspapers, 
syndicates, magazines, radio and 
television to focus even greater 
consumer attention on the desir- 
ability of owning the approximate- 
ly 30 basic electric housewares 
items. Consumers will be reminded 
through editorial material of the 
preferred status of electric house- 
wares items as gifts for such oc- 
casions as weddings, engagements, 
showers, Mother’s Day, birthdays 
and graduations as well as Christ- 
mas. 

In 1956, the electric housewares 
promotion again appears on the 
regular calendar of Edison Electric 
Institute. Indications point to in- 
creased coordination on the part of 
electric light and power companies. 
Manufacturers have _ increased 
their individual advertising; elec- 
trical leagues and distributors play 
an ever increasing role and dealer 


participation is estimated at 50,000 
as opposed to 5,000 at the start of 
the Electric Housewares Gift Cam- 
paign. 

The electric housewares indus- 
try expects even greater success to 
result this year from the continued 
activity of all segments of the trade 
in coordination with the Electric 
Housewares Gift Campaign. Indus- 
try spokesmen are unanimous in 
their optimistic outlook for 1956. 


° 


Retired Representative 
of Gilbert & Bennett Dies 


Lewis St. John Keeler, 81, well 
known sales representative for The 
Gilbert & Bennett Manufacturing 
Co., Georgetown, Conn., for 56 
years, died April 9, after a long 
illness. 


Lewis S. Keeler 
He traveled the southeastern 
states with that company for the 
last 33 years until his retirement 
in 1952; prior to that, he traveled 
23 years in the New England states 


Sf 


Parker Rep Appointed 
for North Carolina 


J. W. WestTBrook, of Atlanta, 
Ga., has been named sales repre- 
sentative in North Carolina by 
Jacques Burguet, sales manager of 
the Parker Manufacturing Co., 
Worcester, Mass. Westbrook now 
handles the Parker line of hack 
saws and coping saw frames 
throughout the entire southeastern 
United States 
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You sell more 
ammunition 


when you sell 


Peters 











“High Velocity” 


Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready—stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there's 
no more powerful ammunition in the world, than Peters “High 


Velocity.” 
pales 


PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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YALE is first again with the only 


New Low Cost 
FIRE-INSULATED HOME SAFE! 


Most exciting 
high potential 
item in years 


This great new YALE item is 

a sure, fast seller because it 

fills a long-felt need — at low cost. 
Here’s theft and fire-insulated 
protection for the homeowner's 
important papers, jewelry, money, 
camera, etc. And takes only 
minimum display space. 


WALL SAFE 


FITS BETWEEN STUDDING 


12%4” wide, 16” high, 9” deep. 
Easy to install in any home. 
ALE combination lock has 10,000 


ssible setting 


FLOOR SAFE 


Sets flush into floor between 
joists. Has YALE Pin 
Tumbler Cylinder; two keys. 


for the home 


Now a new 4 
sense of security for new or existing homes NN y 


@ 741 cubic inch capacity. More than 3 times arn , 
For full details write to 


(_ =!) space of ordinary safe deposit box. THE YALE & TOWNE MFG. CO 
hd @ Wall safe can be concealed behind picture on wall. LOCK & HARDWARE DIVISION 
€* nv! ' , ; WHITE PLAINS, N. Y. 
@ Simple instructions tell owner how to 
. : . *Yale Reg. U. S. Pat Off 
| set his own combination. s 
/ 
combination bank locks. YA LE & TO N E 
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Since 1864, the world’s foremost manufacturer 
of A FILE FOR EVERY PURPOSE 


There’s no substitute for experience. Nicholson 
File Company has been making files—and 
nothing but files—for 92 years. Carefully. 
Conscientiously. With pride in the quality tra- 
ditions of a fine old name. And with the world’s 
finest facilities for file manufacture and re- 
search, so that to your customers “Twelve 
Perfect Files in Every Dozen” is much more 
than a slogan. It is a fact. 


Preferred by seven out of ten file users—as 
proved by sales and surveys 


Your customers’ overwhelming preference for 
Black Diamond and Nicholson files is no acci- 
dent. It's the result of steadfast quality and 
strong sustained advertising in leading na- 
tional magazines. Surveys of file-using read- 
ers of The Saturday Evening Post and farm 
and industrial magazines show preference for 
Black Diamond and Nicholson of six or seven 
to one over the next file named! 


Your customers are pre-sold on Black Diamond files 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND _ 


(in Canada: Nichotson File Company of Canada Ltd Port Hope Ontario) 


BLACK DIAMOND FILE 
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A FILE FOR 
EVERY PURPOSE 





100K! HOW SOUTHERN SCREW COMPANY HELPS YOU SELL 





W SCREWS... 


A. 
HINGES, SMALL TOOLS / 


ae 4 CONSULT THE EXPERTS 


VV Bareven your job, in workshop or home, it’s the 
fastener that makes it last. That's why Southern 
Screw puts the knowledge of specialists at your com- 
mand on wood screws, drive, machine, tapping and 
dowel screws, Phillips and Slotted; stove, hanger and 
carriage bolts. All Southern Screws in steel, brass, 
silicon bronze, aluminum, stainless steel and standard 
plated finishes. 

Built to Federal Specifications. 

Designed and inspected at every step by experts. 


R, 


To have this expert guidance at your command, 
write today for Southern Screw’s Technical Chart in 
Color. Then ask your dealer for the Southern screw 
that’s exactly right. If he doesn’t have the size or style 
your job calls for, ask him to special order. 


For your Technical Chart and illustrated booklet, 
“How Wood Screws are Made,” address box 1360-P2l 


Sold Through Leading Wholesale Distributors 
Warehouses: New York e Chicago « Dallas e Los Angeles 


BY BRINGING CUSTOMERS INTO YOUR STORE 


VARNISH, PAINT, SANDPAPE: 





SOUTHERN SCREW HELPS YOU SELL MORE TU, 


ACK 

OUTHERN QUALITY BRINGS THEM B 

ARE a GETTING THIS NEW TRAFFIC IN YOUR STORE? 
YOU CAN— STOCK SOUTHERN! 
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Soll the NAME that Sells! 


GRI LLS fl 


No. 5193 & 


21%” Diameter Fire Bowl. 


COMPLETE LINE — WITH 
NEW LOW-PRICED MODELS 


No. 2193 
14”x20%,” Fire Bowl. 














Here’s a name that sells Grills! It’s backed by millions of 
dollars worth of advertising. It helps you sell Grills because 
people have confidence in products approved by Duncan 


Hines. These Grills made a big hit across the nation in 1955. 
The quality and sales features of this growing line will boost 
your grill sales in 1956. Interesting accessories available for 
all models, to further add to your profits. 


New Free Duncan Hines Barbecue Recipe 
Booklet packed with each Grill! 





No. 6193 


28” Diameter Fire Bowl. 


*TM-Duecen Hines Institute, Inc. 


ORDER : / | 
FROM YOUR: | \ 
JOBBE R f | , () No. 3293 ae 


1644 "x26” Fire Bowl. | | * 
1) | 


No. 3193 
16% "x26" Fire Bowl. 





HEMP AND COMPANY, INCORPORATED @ © 


Monufocturers of Little Brown Jugs and Chests No. 4293 
5607 MURRAY STREET MACOMB, ILLINOIS a lB 
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Sell More 
Liquid Fertilizers 


THE NEW liquid fertilizers 
applied with a Hayes Lawn 
Sprayer have proved a revela- 
tion to thousands of home 
gardeners. They make lawn 
fertilizing a simple, easy matter 
..make it possible to maintain 
a greener lawn all season long. 

Get customers started right 
with these new wonder chemi- 
cals by recommending the Hayes 
Lawn Sprayer, the garden hose 
sprayer that mixes, proportions 
and applies garden chemicals 
more efficiently than any other 
type of garden sprayer on the 
market. 

That’s why Hayes—and only 
Hayes—carries the endorsement 
of leading manufacturers of 
garden. chemicals for use with 
their products, including these 
well-known nationally adver- 
tised brands: 


OKad 
HAYES SPRAY GUNS 
are APPROVED by 


leading manufacturers for 
use with their chemicals 


Swift & Co., Plant Food Division 
—_ LEAF Thompson Chemicals Corp. 
ORT’ is Velsicol Chemical Corp 
CHLORDANE World Spray Co, inc 
END-0-WEED 








INSTANT VIGORO FF 
NORTHRUP KING 
GRO-STUFF 
WEEDONE Hayes Lawn Sprayers— 
For mass spraying of 
lawn moth solutions, 
weed killers, crabgrass 


es Garden Spra ers—For insec- 
ee @ 4 killers, herbicides, liquid 


3 
ticides, fungicides, leaf feeding. "sy 
Available in 114, 3, 4, 6 and 12 gal. fertilizers. 3 models. 
capacities. Priced from $2.95. From $3.45. 


Order today from your nearest Jobber 
SPRAY GUN COMPANY ~- World's Largest 


Manufacturer of Garden Hose Sprayers 


N. San Gabriel Bivd., Pasadena 8, California 





for 


Over 
36 Years... 


SOUTHERN HARDWARE has been a de- 
pendable guide to the wholesaler and re- 
tail hardware trade throughout the 
South. Up-to-date information on all 
phases of the hardware business found 
every month in its pages. The magazine 
has been built on a program of service to 
readers that covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 


SALES PROMOTION and 
ADVERTISING 


INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


Plus, local news about friendly people 
and their activities in the Southern hard- 
ware trade .. . a feature that no other 
magazine has developed so fully. Each 
of their subjects is given special atten- 
tion in its relation to the special needs 
and problems of Southern hardware men. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 5, Georgia 
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with 
these profitable, 
Nationally-known 


BRANDS 


from 


SSIRCO 


Aluminum Mill Galvanized Steel 
Products Products 


Aluminum Roofing Gutter & Downpipe 
& Siding 

Insulated Building 

Aluminum Screens Board 


Aluminum Windows Insulation 


Asphalt Products Plastic-Coated 
Coated Seamless Paneling 
Rooting Red Cedar Shingles 


Farm Gates r + Gl 

ranslucent Glass 

Fir Plywood Fiber Panels INSULITE 
rf 


Hardboard Products smpoure — me on 
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USE ces vee 


WINCHESTER 














WINCHESTER 








This 


WINCHESTER tried ; 


INSERTS — so rams 
der 
INTERCHANGEABLE omae 1 .95 sey 
> | 
+ 














NEW! GUN CRADLE 
FOR BETTER DISPLAY 


@aT THAT 


wacnesree NOW" Get the (po t oo 
Ta «©=©— DINCHESTER 


WINCHESTER you want... 


FIREARMS 
TIME 

PAYMENT 
PLAN 

















COLOR COUNTER CARD areas ae 
. ene = Re Re oe Ne ee ee 
WINCHESTER we : cmeons bl ee = — NEW! Easy -To-Use 
- : = tf i WEMESTER Price List With Down Payment 
Already Figured! 








3 COLOR DANGLER 
CUSTOMER LITERATURE 








Write for more Time Payment Material if you need it 
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sales tool you've got! 


FIREARMS 
PAYMENT PLAN 





Help yourself to the best season you’ve ever had! 


this : . Don’t confuse the exclusive Winchester Fire- 
advertisement (WINCHESTER 
in these ——— — ; plan! After a customer makes his down pay- 
magazines : ¥ tine ment (perhaps with a trade-in), the new 
PAYMENT : Winchester rifle or shotgun is his and you get 
\ PLAN / a check for the balance of the full list price, 
C= —___/ Js closing the deal as far as you are concerned. 


arms Time Payment Plan with a lay-away 


eee 








Now is the time to get that wawCmesTEAn There is no recourse to you and no credit risk 
you've always wanted 


at your local time payment dealer on your part. You assume no financial obliga- 
et tt et -< ° . 
tion and make no guarantee of future pay- 
ment. The entire credit risk is Winchester’s. 


Dealers all over America are building un- 





precedented firearms sales with this powerful 
customer incentive. Remember, customers 
have been educated for years to ask for and 


get credit — make that willingness work for 
you — Push the Winchester Firearms Time 
7 Payment Plan as you've never pushed any- 


- thing before — watch sales soar. 
will reach 7,0'79,000 customers 


WINCHESTER 


TRADEMARK 


WINCHESTER-WESTERN DIVISION-OLIN MATHIESON CHEMICAL CORPORATION-~NEW HAVEN 4, CONNECTICUT 
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WARE gives you faster turnover 
..and increased profits, too 





Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


405 Lexington Avenue * New York 17, N.Y. 
Galvanized Ware Plants: Telede, Ohie and Atlanta, Georgia 
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With PYREX ware you can sell 
a dish for every cooking need! 


A COMPLETE LINE MAKES 
THE MOST OF THE MOST 
FAMOUS NAME IN THE FIELD! 


@ You have sales opportunity aplenty with 
PYREX ware, because there’s a complete 
line of items for all cooking needs. And, in 
addition, most PYREX ware can be used 
for freezing, storing and serving as well. 
For the rest of the story, look at this quick 
list of five principal advantages PYREX 
ware gives you. 





1. TOP CONSUMER ACCEPTANCE. 
PYREX Ware is the acknowledged leader 
in the field. 


2. COMPLETE LINE. There’s a PYREX 
Ware dish for every cooking need. 


3. MORE MARK-UP. PYREX Ware gives 
you greater than average margin of profit. 


4. NEARBY DISTRIBUTOR. You get almost 
immediate delivery, which means faster 
turnover with a controlled inventory. 


5. NEGLIGIBLE MARK-DOWNS—and no 


workroom costs. PYREX “HOT-SPOT” display available through your local distributor. See him for details 








NATIONALLY ADVERTISED SPECIALS FOR MOTHERS AND 
BRIDES IN MAY AND JUNE! 


@ A full-page, four-color gift ad will help you 

sell more PYREX Ware during May and 

June. It will feature the new turquoise Color 

Bowl Set, new pink Oven and Refrigerator 

Set, and six other popular PYREX ware 

items. Perfect gifts for mothers and brides. 

A lot of your own customers will be among 

“Le the 21,800,000 reached by this powerful ad 
PYREX OVEN AND in Life, Ladies’ Home Journal, Family Circle 

a and True Story —so get set for extra sales! 


memembett -YOUR PYREX WARE INVESTMENT 
WORKS TWICE AS HARD FOR YOU! 











CORNING GLASS WORKS, CONSUMER PROGUCTS SIVISION, Consens, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. “PYREX” is a registered in the U. 8. of ¢ Cor g. N. ¥ 
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Reap a harvest of profits with 


DIX(STEEE Bale ties—Coiled baling wire 


Taace 











Dixisteel Coiled Baling 
Wire is now available 
for these automatic 
balers: 


e John Deere 

@ Oliver 

@ New Idea 

@ International Harvester 
@ Minneapolis Moline 

e@ New Holland 








Cattle raising continues to increase in Dixie. This calls 


for more hay and forage. The result is greater demand 


for bale ties and baling wire for automatic balers. 
Be ready when harvest time comes. Have plenty of 
DixisTEEL Bale Ties and Coiled Baling Wire in stock. 


Order now from your hardware wholesaler or jobber. 





ATLANTIC STEEL COMPANY « ATLANTA, GEORGIA 
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Southern 


HARDWARE 


Do-It-Yourself Shop 


boosts all hardware sales 


A UNIQUE idea in hardware 
merchandising is building 
goodwill and boosting business for 
C & D Sales Co., of Houston, Texas 
Believing that good customer rela- 
tions are a company’s greatest 
stock in trade, the firm is quick to 
adopt any idea that promotes its 
services and creates confidence in 
its policies. This belief has been 
more than justified by results 
gained in a “do-it-yourself” shop 
recently installed in the store. 

As a service to such customers, a 
completely equipped shop in the 


The workers here find both power and hand tools available for use 


By William M. Hall 


rear of the store is provided A 
large well-lighted area where elec 
tric drills, joiners, drill 
presses, radial saw 


grinders, 
s, electric saws 
and various hand tools are avail- 
able for public use is an open in 
vitation to come in and make full 
use of the facilities 
According to W. M 
of the partners, “This is the first 


and only place in Texas offering 


Dailey one 


this type of service 


in the well-equipped shop 


ee 





“ees 








— ; ee — ee — 
"im | i] 


° 
| & 
_— 
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Pay Her 


Wuar You Feet 
This Shop 
Service Is 
Worth To You 


Shop worker drops his “contribu- 

tion” in the box. Though no 

charge is made, users generally 
put in a generous amount 


Sam W. Cobb, the other partner, 
emphasizes another unusual angle 
of the project. “We place no price 
tag on the use of any of the equip- 
ment,” he says. “By leaving the 
matter of price up to the user, a 
man never feels like he has been 
overcharged. He goes away happy 
and satisfied.” 

C & D Sales believes a satisfied 
customer is the best possible ad- 
vertising. In making his own terms, 
the user of the equipment respects 
the integrity of the company and 
in most cases is very generous in 
his payment for the service. 

Although the shop was not set 
up with a profit motive in mind, 
the idea is more than paying its 
way. “I believe in six months the 
shop will be paying our rent,” 
Dailey says. “Frequently a man 
who comes in to use the equipment 
either buys something he needs or 
comes back later for some item,” 
he continues. “Besides that, the 
amount customers drop in the box 
for use of the service adds up to 
quite an amount in time.” 

As an instance of a shop user 
buying various items, Dailey 
stated, “One of our regular cus- 
tomers has been building a model 
automobile in our shop for his son. 
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The car is equipped with a power 
mower motor and a lot of pet 
gadgets of his own. He already has 
bought more than $20 worth of 
parts for the car in our store.” 

After working an hour or two in 
the shop, users often think of 
something they need at home. A 
gallon of paint for the lawn furni- 
ture; a carpenter’s rule or saw; 
perhaps the attic fan needs a new 
fan belt, or the coming of warm 
weather may suggest the need for 
a new lawn mower and garden 
tools. 

“Once a customer forms the 
habit of coming in to do his shop 
work,” Dailey says, “he soon gets 
acquainted and makes himself at 
home. When a customer knows you 
well enough to call you by your 
first name, you have made a friend, 
and you can count on him staying 
with you. Better than that, he tells 
his friends about the company and 
a chain reaction sets in that can 
lead to some mighty important 
business.” 

The users of the equipment are 
given a free hand in its use, but ex- 
pert suggestions and help are made 
available for those whose knowl- 
edge of power tools is limited. For 
many years Sam Cobb was a pro- 
fessional cabinet maker. He is al- 
ways available for help in the use 
of woodworking equipment. 

Much of the shop work is on 
woodworking projects. And it is in 
the use of woodworking tools that 


most accidents happen. Knowing 
this, safety is stressed by the com- 
pany in the use of such tools. By 
emphasizing safety rules, no acci- 
dents have happened in the shop 
thus far. The company is going 
along on the belief that prevention 
is always the best remedy 

But in case there should be an 
accident, liability insurance is pro- 
vided to take care of any medical 
and hospital expense that might be 
involved. This feature protects 
both the firm and the customer and 
relieves the store of the responsi- 
bility an accident would incur. 
“We take every precaution to pre- 
vent accidents,” Cobb says. “But if 
one should happen, it is good to 
know that provision has been 
made for taking care of the 
financial expense.’ 

The equipment has 
cumulating over the past two o1 
three years for use by the com- 
pany. Frequent inquiry from cus- 
tomers about repair work facilities 
led to the idea of letting them do 
their own work in the store 

“We found that quite a number! 
of our customers wanted such 
work done, and since we are not in 
the repail 
logical to let them come in and do 
the work themselves,’ Cobb said 
in explaining how the idea got 
started. 

“‘We had the machinery anyway, 
and much of the time it was idle,” 

(Continued on page 59) 


been ac- 


business, it seemed 


Sign outside calls attention to the shop service. Salesman on left agrees 
with Dailey, center, and Cobb that it's a good sales builder 
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Boosting Store Traffic 


with “something different’ in displays 


By Richard Lane 


OOKING FOR new ideas with spe- 

cial appeal? 

Many hardware dealers are. 
Those in the Memphis, Tennessee, 
area know they can usually find 
some at the Howard Morris Co. 
Ideas for merchandise and displays 
dreamed up by Howard Morris 
have been copied freely by a num- 
ber of other dealers. It’s proof that 
most people know a good thing 
when they see it! 

Morris, a onetime wholesale 
hardware salesman who entered 
business for himself in 1948 after 
13 years of calling on retail ac- 
counts in the city, isn’t one to wait 
when he has an idea he believes 
will interest customers and in- 


Morris, above, dresses up one of 
his novel Barrel Bars. Salesman 
Bill Howse, right, arranges dis- 
play of the Bars along with bar- 
becue grills and outdoor items 


Morris’ front lawn provides space for inviting displays such as the 


screened house for outdoor living. 


crease store traffic considerably 
His latest idea for unusual mer- 
chandise—and one certain to be 
copied by admiring competitors 
is what he calls his Barrel Bar, It’s 
a custom-made, portable soft drink 
bar, smart in appearance and ideal 
for serving of iced refreshments on 
the patio, porch or in the yard 


Lady here plons to “try it out” 


when temperature is high and re 
laxation comes easy 

The Barrel Bar was designed 
late last summer by Morris. He 
quickly sold several and is lookmg 
forward to a good season this year 
although he doesn’t expect it eve! 
to become a volume item in the 

(Continued on page 64) 





Owner Stanley G. Sperry, left, 
discusses the features of a new 
power mower with an interested 
customer. Below, the store's 
mechanic works on a mower 
which has been brought in. He 
is employed full time from March 
through September. A part-time 
mower sharpener helps handle 
the increasing volume 


By Beatrice Miller 


ower Repair Service 


= 
OE 


A LAWN MOWER repair and 

sharpening service is prof- 
itable. It brings in extra business 
from sales of fertilizer, seed, and 
garden tools. 

Also, repeat business affects 
other departments favorably, ac- 
cording to Stanley G. Sperry, own- 
er of Sperry’s Hardware in Wash- 
ington, D. C. This is in addition 
to the number of sales of new 
lawn mowers that result from a 
good repair service, he adds. 

“Our repair and sharpening 
service volume doubled in ’54 over 
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wins extra sales 


Customers for repair work are excellent 
prospects for sales of new mowers — and 
they provide an opportunity to promote 
sales of all types of garden supplies 


53, and again in °55 over ’54,” 
Sperry stated, citing the distant 
points from which customers come 
to bring their power and hand 
mowers for repairs and sharpen- 
ing. “If it weren’t for our lawn 
mower repair service, we would 
do only one-third the volume in 
garden supplies. In other words, we 
tripled garden supplies volume 
through mower repairs. In addi- 
tion, we attribute a 25 percent 
sales gain in other items directly 
to the service customers who come 
to our store throughout .the sea- 
son.” 

In early March Sperry Hardware 
sends out 500 post cards to service 
customers reminding them to bring 
their mowers in for repairs before 
the busy season starts. Though 
these are sent out within a three- 


mile radius, customers have been 
brought in from as much as 10 
miles beyond the city limits. About 
50 percent respond to the post card 
which means a busy three months 
for the two mechanics who repai! 
and sharpen mowers. 

Six signs are placed at conspic- 
uous points throughout the store 
attention is 
Repair and 
Two window 


where customers’ 
drawn to Mowe! 
Sharpening Service 
signs attract passersby to the serv- 
ice 

“We offer pick up and delivery 
service within a 10-block limit, but 
beyond that we ask customers to 
bring in their mowers. However, 
our policy is a very flexible one and 
we do make exceptions on power 
mowers when we get calls beyond 

(Continued on page 66) 
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THE MARKET FOR TOYS 
$70,000,000 for hardware retailers 


and kits, cosmetic kits, action games, puzzles and toy 
animals. 

The survey showed that more than half of the 
toy buyers in the nation had pre-conceived ideas of 


ORE THAN $70,000,000 toy dollars were spent by 
Americans last year in the nation’s hardware 
stores. 

They accounted for about 12,000,000 toys or 4 per- 
cent of the total toy purchases in the United States 
These figures were derived from the first official 
survey of toy buying habits of the American pub- 
lic, conducted by the Toy Manufacturers of the U.S.A.., 
Inc., and reported by the Toy Information Bureau. 

The national survey shows that the 33,000,000 
toy buying families in the United States averaged 
$28.00 in toy purchases for their families and chil- 
dren of friends. 

In what is believed to be the most complete break- 
down of its kind ever made of toy purchasing habits, 
the survey showed that of the toys purchased in hard- 
ware stores: 12 percent were outdoor games and 
supplies; 11 percent were riding toys; and 9 percent 
were earth moving, farm and construction toys. 

Other fast-moving items sold in hardware stores 
were trains and accessories, doll carriages and stroll- 
ers, toy houses and doll furniture, housekeeping toys 
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just what toy they would select when they headed 
into the retail stor« 

More than a third of the total toys purchased were 
dolls, toy houses and accessories, mechanical toys, 
books, and cars and trucks. The majority of these 
items were bought for children in the two to six- 
year age bracket. This group, consisting of only 36 
percent of the nation’s total youth population, re- 
ceived 50 percent of the Christmas toys sold through- 
out the nation 

Women purchased 67 percent of the sales made 
in all outlets by themselves: their husbands made 
only 10 percent of the purchases. However, he was 
important to the hardware merchant because his 
purchases were of the higher priced items and 10 
percent of the toys purchased in hardware stores 
were priced at $10.00 and over, according to the 
survey. 





A PROFITABLE LINE 


for wholesalers and retailers 


B ROAD LINES of toys and acces- 
sory merchandise are adding 
to annual profits for both south- 
ern hardware retailers and whole- 
salers, and because of the partic- 
ular importance of the hardware 
trade in the distribution of toys 
down South the sales potential oi 
this line has hardly been scratched 

In the smal] towns and cities of 
the South—communities not dom- 
inated by department stores or spe- 
cialty stores—the hardware store 
is the natural and logical outlet fo: 
this merchandise. 

The results of 
surveys conducted re 
SOUTHERN HARDWARE 
large number of hardware retail- 
wholesalers in the 16 


separate trad 
ently by 
among a 


ers and 


most effective selling job on toys 
Southern Hardware as well as other lines. This, nat- 


urally, will account in part for this 

TRADE SURVEY impressive sales average 
Still, the survey clearly indicated 
that toys, for many dealers, are 
becoming less of a purely season- 


al line and more of a year-round 
The two boxes 


southern and southwestern states 
extent to which source of revenue 


disclose the 
accompanying this article show the 


both branches of the trade down 
South are capitalizing on the line 


Among retailers participating in c 
annually centages handling individual iten 


variety of toys handled by retail- 
‘rs and wholesalers and the per- 


the survey, sales of toys 
account for from $200 to the $40,- 
000 reported by one dealer. Even 
eliminating this latter figure, av- Dealers were asked in the sur- 
ige dealer sales of toys amount vey to list three of these lines in 
$5,914 annually. It is probable order of importance in their sales 
dealers keeping accurate Of those replying to thi 

doing the 39 percent named wheel goods as 


Retailer Sales 


question, 


s are those 


In the small towns and cities of the South the hardware dealer is the leading outlet for toys 
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most important in their sales, while 
25 percent listed bicycles. All other 
items received first place mention, 
but by no more than 10 percent of 
the reporting dealers in any one 
instance. 

Wheel goods were mentioned as 
the second most important line by 
30 percent; 15 percent named dolls 
as their second choice; while 11 
percent listed guns and holsters 
Once again a sizable number of 
items were mentioned as second 
most important in sales, but by 
no more than 10 percent of the 
reporting dealers in any instance 

As the third most important line, 
19 percent listed guns and holsters 
with no other product or line be- 
ing mentioned by more than 10 
percent in any case. 

On the basis of these replies it 
is possible to conclude then that 
for the typical dealer handling 
toys, wheel goods are his most 
important toy line with bicycles 
second. Third in importance are 
dolls, gym sets, and toy guns and 
holsters. 

One of the significant facts 
brought out by the survey was not 
only that a majority of southern 
hardware retailers have a special 
department for toys at sometime 
during the year, but that a ma- 
jority of the reporting dealers fea- 
ture toys on a year-’round basis 

In brief, 65 percent reported that 
they have a special department fo! 
these products either regularly o1 
during the most active selling sea- 
son. In contrast, 31 percent do not 
have such a special department, 
while four percent indicated that 
they operate a special department 
during the Christmas sales season 
only 

In all then, 69 percent of the 
hardware dealers participating in 
the survey maintain a special de- 
partment for toys either the entire 
year or during a special sales sea- 
son such as Christmas. 

At the same time 64 percent of 
those reporting feature toys in 
some way all during the year, 
while for 27 percent the Christmas 
sales season is the only time dur- 
ing the year when toys receive 
emphasis. Approximately nine per- 
cent replied that some toys are 
featured the year-’round with 
others being promoted only during 
the Christmas season. 

Among retailers, promotion of 
toys, as might be expected, takes 
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varied forms. Asked to indicate 
what special methods are used to 
promote toys, 32 percent men- 
tioned catalogs and pamphlets; 23 
percent indicated primary reliance 
on display; 16 percent listed radio 
while 14 percent cited the use of 
newspaper advertising. Other pro- 
motional methods reported bb: 
dealers included hand bills and 
circulars, toy shows, lay-away 
plans, and television 

For a majority of dealers, th« 
hardware 


major source 


survey disclosed that 
wholesalers are the 
of supply for toys. Asked to name 
the sources from which they buy 
percent of the answering 
hardware whole- 


toys 92 
dealers named 
salers, 37 percent mentioned toy 
wholesalers, while seven percent 
named other 
noted that these figures « 
percent, the reason being that 
mentioned mort 


tor tovs 


sources. It will be 


xceed 100 


numerous dealers 


than one source of supp] 
Wholesale Sales 
Wholesalers particips ig in the 
survey reported th account 
for from one to as 


cent of total annual volume, aver- 


is 10 per- 


age sales being about three per- 
cent 

Asked to list three of the lines 
(shown in the box accompanying 
this article) in order of importance 


in their sales, 59 percent of the 


reporting wholesalers indicated 
that bicycles are their most im- 
portant toy line. For 45 percent 
wheel goods are the second most 
important. Ranking third in im- 
portance in the toy sales of the 
typical southern hardware whole- 
saler are gym sets, dolls, stuffed 
toys, and toy guns and holsters 
While toys are developing more 
and more into a year-’round line 
hardware 
made 


for southern dealers 


purchases still are with an 
eye to the heaviest sales season oi 
the vear which, of course, are the 
weeks preceding Christmas. Con- 
sequently, many dealers plan thei! 
merchandising activities carly 

place orde! for toys i 
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orting wholesalers 
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TOY DISTRIBUTION 


in a typical southern town 


N THE predominantly rural mar- 

ket which comprises much of 
the South, the independent retail 
hardware store is the major 
and logical — outlet for toys and 
allied products. Southern hardware 
dealers have capitalized on this 
market to the extent that toys for 
many are now a year around source 
of profits. 

This development is a wholly 
natural one, for in the many small 
cities and towns of the South the 
business community is not dom- 
inated by a department store which 
dispenses a wide variety of goods 
and services, and few specialty 
stores exist for the distribution of 
purely specialty lines. 

In a typical southern community 
then it is the hardware dealer who 


is relied upon by consumers as 
the major source of toys and allied 
merchandise. To investigate in de- 
tail the retail distribution of toys 
in such a typical southern town, 
SOUTHERN HARDWARE visited West 
Point, Georgia, which is located in 
mid-state near the Alabama bor- 
der. The city has a population of 
between four and five thousand 
persons. Being sufficiently distant 
from a large city its economy is 
not overly influenced by that of 
a large metropolitan center. 
Among the several outlets han- 
dling toys in West Point, includ- 
ing two variety stores, an automo- 
tive chain store, and a number of 
hardware stores, three hardware 
dealers are doing the most aggres- 
sive job of merchandising this line 


into a year around source of rev- 
enue 

“The time when toys are sold 
only at Christmas in our store is 
over,” said Charles R. Williams 
of Ayres-Williams Hardware Co 
“Today, toys, particularly those of 
the better quality, are in constant 
demand for parties, as birthday 
gifts, and as educational aids that 
are bought for the children when 
parents or relatives think this type 
of toy is needed.” 

Williams and his partner, Frank 
L. Ayres, estimate that their vol- 
ume in toys this year will exceed 
$12,000.00. We'll spend around 
$8,000.00 for better toys this year 
from which we should gross a- 
round 40-42% profit,” Ayres 
pointed out. “Expenses and othei 


Frank L. Ayres, manager of the Ayres-Williams company, straightens stock in firm's toy department. Thirty-seven 
feet of wall and shelf space are devoted to the display of toys 
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and 
net 


costs, including breakage 
losses, will reduce this to a 
profit of around 20-25%.” 

In preparation for a banner year 
in toy sales, Ayres-Williams has 
modified 37 feet of side wall fix- 
tures for the display toys and has 
adapted a 20-foot section for dis- 
play at the rear of the store. 

Ayres-Williams carries a wide 
range of toys including bicycles 
and wheel goods; games supplies 
(plus basketballs, horseshoes, base- 
balls, bats, archery sets, footballs, 
and other sporting goods) plastic 
toys including dolls and animals; 
dolls that retail for from $7 to 
$8 in the first and second quarters 
of the year, and others that retail 
for from $15 to $25 in the period 
before Christmas. The company al- 
so carries stuffed toys including 
teddy bears and pandas; musical 
toys (pull-type); gym sets ($29.95 
and $39.95); children’s books in- 
cluding animal quiz books and 
baby stories of a line retailing for 
25 cents; and mechanical toys in- 
cluding walking camels and trains. 

“Our biggest volume producers 
are wheel goods including bicycles; 
outdoor equipment including gym 
sets, game supplies; and mechan- 
ical toys in that order,” the part- 
ners affirmed. “We don’t do a 
great volume on bicycles in this 
city, because the automotive chain 


stores sell them on credit. We 


6. C. 
Point 


Harwell, owner of West 
Hardware, examines a 
“sold" ticket on one of the bi- 
cycles he displays inside front 
entrance of the store 


In West Point, Georgia, the Ayres-Williams Hardware Co. is one of several 
hardware stores which along with two variety stores, below, sell toys. 
However, it is the hardware stores which are the major outlets for the 
better quality, more expensive lines of toys, wheel goods and other items 
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A wide variety of hobbycraft supplies are stocked by Johnson's. Here, Al- 
dine S. Johnson, owner of the business, shows a customer a model plane kit 


toys at all times of the year. They 
want something new, something 
educational, something entertain- 
ing, and something that will keep 
pace with their emotional growth,” 
he continued. 

“Toys account for about $6,000 of 
my annual volume and have done 
so from the time I opened my 
doors. However, I expect that in 


The V. J. Elmore store is an- 
other of the variety stores han- 
dling toys in West Point. It car- 
ries a wide variety of the less 
expensive toys along with some 
of better quality. However, the 
hardware stores are still the 
major outlet for the lines of bet- 
ter quality toys 


the future toys will become an 
even larger part of my business 
Mode! ships and pianos, education- 
al toys, and other types of handi- 
craft toys perform a basis edu- 
cational function. This fact coupled 
with the good times we’re having 
and the large birth rate, points to 
bigger toy volumes.” 

Johnson’s also carries a wide 
variety of toys. “I discontinued bi- 
cycles because competition in town 
made them unprofitable, but I still 
carry tricycles, wagons and sim- 
ilar wheel goods. I carry a full line 
of games and game supplies 

“I carry a few good dolls the 
year ‘round, the majority of them 
of the costume or character type. 
These retail for from $4.95 to $5.95 
During the latter part of the year 
I stock a popular line of more ex- 


pensive dolls and retail them in the 
$9.95, $14.95, and $19.95 ranges.” 

Johnson’s store is best known 1n 
West Point for its complete line 
of hobbycraft items and model- 
craft supplies. His stock includes 
wood burning sets ($4.95); model 
airplane kits both plastic and 
rubber flying models; model boats 
of the plastic and wood types; 
model “old timer” cars and many 
others. These kits sell for from 10¢ 
to $1.98 retail, and they prove to 
be one of Johnson’s best volume 
producers. 

Other items carried by Johnson’s 
include musical toys such as pi- 
anos ($2.98 to $9.95); clarinets (up 
to $4.95); and drums; cowboy hol- 
ster sets ($1.98 to $9.95): juvenile 
furniture, including blackboards, 
chairs, rocking chairs, rocking 
horses, and table sets ($9.95); and 
mechanical including me- 
chanical automobiles ($1.00 to 
$3.95) 

“Books for children take up con- 
siderable space in my store and 
prove satisfactory both as volume 
producers and as traffic builders,” 
Johnson said. “We carry a com- 
plete line of Golden Books (25¢), 
Herbert’s Bible Stories ($3.95), and 
The Children’s Book of Literature 
($4.95) that features many of our 
greatest classics. For lighter fic- 
tion, I carry the ‘Bobbsey Twins’, 
the ‘Hardy Boys’ and ‘Nancy Drew’ 
mysteries.” 

Hobby and model crafts produce 
the largest volume, according to 
Johnson. He lists games including 
game supplies, and mechanical toys 
as next in importance in that or- 
der 

“Toys are most effectively dis- 
played in a department of their 
own. I devote about 20 to 25% of 
my space to toys during the first 
three quarters of the year, then 

(Continued on page 68) 
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The line can bring 
YEAR-ROUND PROFITS 


] T’S THE most interesting, most 
fascinating department in our 
store!” That is the way Eddie Op- 
penheim, hardware dealer. in 
Ysleta, Texas, views his toy de- 
partment. And it is small wonder 
that his enthusiasm is so great, for 
toys are a source of year around 
profits in this store. 

Toy inventory, here, is main- 
tained at about the $4,000 level the 
year around, and the inventory 
turn is, approximately, two and a 
half times. Very little of this stock 
is warehoused. Virtually all is on 
open display 


“For the most part toys are im- 
pulse items. That is, the small boy 


may have a dump truck or fire 


truck in mind, but when he sees, 
for example, a radio loudspeake! 
outfit he changes his mind.” 

In displaying such a variety of 
toys it might almost seem that Op- 
penheim is in competition with 
himself. But this is not the case 

“In the toy business either you 
are accepted as toy headquarte! 
or your toy department, frequent- 
ly, does only a straggling business.” 

Aside from the profit involved 
toys are a traffic-pulle But not 


strictly in the sense that they only 
pull an immediate sale 

“Toys offer us the opportunity 
to get acquainted with our future 
customers as soon as they are old 
enough to play with toys. Thus 
we grow up, with tomorrow’s cus- 
tomers.” 

When Oppenheim first broke in- 

the toy business, he followed 
the same buying policies as on 
hardware items. Such a proced- 
ure can only cause much confu- 
sion plus an unbalanced inven- 
tory, he emphasized. So to over- 


come this, he has his buying brok- 


Eddie Oppenheim shown here selling wheel toy to youngster finds that open display is the key to heavy 
impulse buying of toys. This store's toy department is a source of year-‘round revenue 
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Making friends of the youngsters 
is one way of wianing future 
customers for this dealer. As 
Oppenheim wraps toy child enjoys 
balloon which has been given him 


en down into categories. 

In ordering Oppenheim buys for 
age groups-one to three years; four 
to eight years; eight to 10 years; 
and 10 to 14 years. 

Such classifying has still another 
advantage. It is not uncommon for 
a mother or grandmother who has 
raised a family to come in, look 
over the toys, and ask what’s an 
appropriate toy for a little girl, 
seven years old. By having this 
information in advance there is no 
fumbling for an answer. 

This dealer points out that no 
toy department can function suc- 
cessfully without an inventory of 
games. And these are bought as 
much for adults as they are for 
juveniles. The store’s inventory of 
games is complete and up-to-date. 

While toys as a group are not 
necessarily a seasonal line some 
toys themselves are seasonable. For 
example, yo-yos and tops are in 
demand immediately following 
Christmas. This seems to be a 
year-to-year habit and can be at- 
tributed to a national yo-yo con- 
test that’s staged about then. 

Here in the South outdoor toys 
sell well throughout the year. 
However, indoor toys and games 
have a year around appeal also, 
for they keep the small fry oc- 
cupied during inclement weather 
and at night, when it’s too dark 
outside to play. 

In buying, ‘there is still another 
means of classification that helps 
simplify matters. And that’s to buy 
for girls and for boys in the vari- 
ous age groups. 


50 


“Unless this is done,” said Mrs. 
Oppenheim, “there will be too 
wide a selection for boys at the ex- 
pense of the girls or one or two 
age groups will be overstocked 
while others are almost neglected 

The store carries a broad line 
of wheel goods, the emphasis be- 
ing on the better quality products. 
Wheel goods include for example: 
wagons from $3.65 through $16.00; 
pedal tractors from $20.00 through 
$33.00; pedal jets from $27.50 





Mrs. Oppenheim heips children 

select a birthday gift for a class- 

mate. Wide selection of toys 
gives store special appeal 


through $33.00; and pedal autos 
from $16.95 through $26.95. 
Both in size of inventory and in 


sales, toys for boys lead the parade. 
But this can reverse itself, depend- 
ing on the store and the geograph- 
ical location, Oppenheim said. 

Girls want dolls, doll carriages, 
dish sets, games, cosmetic sets, and 
paint sets. 

Boys want toys of a more me- 
chanical nature toys they can 
take apart and “can’t put back to- 
gether.” And they like me- 
chanical trains, trikes and bikes, 
guns and holster sets. And they 
demand pedal toys. 

In warm weather both boys and 
girls want gym sets, swimming 
pools and scooters 

When certain toys move quick- 
ly, they are immediately reordered. 
For when any toy sells fast it is 
almost a certainty there'll be a 
run on them. And it would be poor 
business to be out of stock, for 
many calls will be from customers 
who are not regulars. And there 
would be an unfavorable reaction 
turning them away disappointed. 

Inventory control is all import- 
ant, for wholesalers are more apt 
to be out of a particular item 
when reorders are sent in than 
they are to be in a position to fill 
the orders. And back orders don’t 
do a thing for the cash register, 
or salve the feeling of a disappoint- 
ed child. 

For the most part, Oppenheim 
merely uses a simple count in con- 
trolling his inventory. This is easy 
because his toy stock is on dis- 
play, not covered up in a store- 
room. 

There are some problems in- 
volved in merchandising toys as 
Oppenheim points out. He feels 

(Continued on page 69) 


Here, Mr. and Mrs. Oppenheim seal up sets of toys from which compon- 

ent parts once lost make entire set worthless. Only the display sets are 

handled in this manner. Other items in stock are checked for completeness 
then sealed so that they will not be opened until soid 


SOUTHERN HARDWARE for JUNE, 1956 





Plan now for those 


CHRISTMAS TOY SALES 


W HERE WILL your hardware 
customers buy their toys this 
Christmas season? 

That’s a big money question. Yet 
the answer is simple: They’ll buy 
many or perhaps all of their toys 
at your store if you go after their 
business early and offer a good se- 
lection. 

Sure, Christmas doesn’t come 
until December 25, but don’t toy 
around too long with the idea of 
stocking a department heavily for 
Christmas. Time’s a-wastin’! 

Now hear this: 

“Last year we opened our toy 
department a little late — in mid- 
November — because our new 
building wasn’t ready sooner. If 


we had started promoting earlie 
and if our displays had been ready 
we would have cashed in heavie! 
on early season buying. Our lay- 
away sales would have doubled.’ 

Although he got into toys “late 
that Memphis, Tenn., dealer didn’t 
do too badly. “Our original ordet 
was for $8,000 worth of toys, and 
we reordered quite a bit. We en- 
joyed what amounted to a virtual 
sellout,” he recalls, then adds wist- 
fully: “But if only we had started 
about the first instead of the 15th 
of Novembe! 4 

One thing’s for sure that 
Memphis 
ready early this season. 


The Memphis store is Best Hard- 


dealer is going to be 


ire & Appliance Co. of 3455 Sum- 
ner Avenue. Its toy spokesman is 
Warner E. Waide, 
and general manage! 

It wasn’t just luck that Best 
Hardware & Appliance Co. did 
big business in toys last vear. The 


vice-president 


store planned its toy program care- 
fully just as it plans all promo- 
tions. Last year marked the first 
large-scale toy venture for the 
store 
It learned a lot about toys 

when to buy, how to stock, what 
quality to select, the best type sales 
personnel, most effective displays, 
easiest inventory check, and other 
factors that will be even more 
helpful this season 


The toy department operated by Best Hardware in Memphis, Tennessee is located in this 30 x 60-foot addi- 
tion to the main store. Each item in stock is openly displayed for easy customer selection 
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If you are toy-minded, the ex- 
periences of Best Hardware & Ap- 
pliance Co. may hold special inter- 
est for you. Let Waide tell about 
his store’s program: 

“We made a careful study of 
toys before we went into the field. 
We actually did more work pre- 
paring for the toy season than our 
store personnel did in working on 
sales. We were able to buy a large 


selection by cooperating with our 


local toy distributor. 

“Some stores are afraid to 
stock toys heavily. We bought with 
optimism, but treaded carefully 
We reasoned that to have a toy de- 
partment not complete is worse 
than to have one over-stocked. 

“We stayed out of the cheaper 
items and concentrated on the mid- 
dle and higher priced toys. 

“Because we had selected our 
stock carefully, we were 
able to sell what we had 
on hand when we were un- 
able to buy more of the 
faster moving toys during 
the December 15-23 rush 
period. That last week be- 
fore Christmas is the time 
when you can tell whether 
you bought well or not. I 
urge the greatest care in 
making the initial purchase 
selection. 

“We placed all of our 
purchases on the kardex 
inventory system and kept 
a complete record of pur- 
chases and sales. We oper- 
ated on a fast turnover as 
long as toys were available 


Pegboard display of trains and 
supplies held much appeal for 
young boys. Each item was 
marked with stock number and 
price to help make sales easier 
for store personnel. Electronic 
toys, right, also sold well. Two 
12 year olds, here, are fascin- 
ated by telephone sets 





Warner E. Waide, vice-president 
and general manager of Best, exam- 
ines a popular plane model. Hobby- 
craft kits and supplies are in strong 
demand. Below: company sold more 
than 500 dolls last Christmas, is 
planning for even larger volume 
this year. Dolls, 60 types in all, were 
displayed on pegboard, ranged up 
to $39.95 in price 


from our local distributor. 

“We kept our inventory con- 
trolled and each day our depart- 
ment head was able to purchase 
every item needed. A stock card 
was posted daily, and we ordered 
and replenished stock up to De- 
cember 15. 

“We concentrated on mass dis- 
play. We displayed on pegboards 
every item we had in our depart- 
ment. Each item was plainly priced 
for the customer’s convenience 

“We arranged our stock for im- 
mediate wrapping and delivery. All 
inventory was carried directly on 
the sales floor. Boxes, with the 
stock numbers on them, were 

(Continued on page 69) 
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acco Smarten Up Your Chain Section 
with Attractive New Packages 


\ products 
\ / 


~ of AMERICAN Chain 


PAILS and steel drums. All are labeled for quick identifica- 
tion, not only of the ACCO brand, but also of the contents 
of the container. Thus, you—the dealer—are enabled to 
find promptly just what your customers want. Time and 
effort are saved for you and your customers. 





ACCO’S great new packaging program, designed to 
stimulate sales of AMERICAN CHAIN products and build 
profits for hardware stores, is now complete. The distinc- 
tive packaging has impact and high recognition value. It 
helps buyer and seller alike. 


This new program is not confined to shelf items alone. Results: faster and easier buying and selling... better 
It extends to all chain containers: boxes, cartons, ACCO- customer satisfaction...more sales and profits for you. 


Newly Improved 
Chain Sales-Maker 
The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 
of chain desired. Saves time and steps. 
With the attractive Chain Sales- Maker, 
you can display a wide assortment of 
Packages for Shelf Chain Items chain in aie little floor space. Your cus 
All AMERICAN CHAIN shelf items now tomers can see and feel the chain—and 
come in attractive blue-and-gold pack- buy it! 
ages which make it easy for you and : The Chain Sales-Maker is shipped 
your salespeople to locate any pack- complete with your choice of several chain 
aged chain item in seconds. The colorful assortments (ask your Distributor about 
packages on your shelves and counters these); chain comes on reels; packaged 
will attract customers. refills, on reels, available. Illustrated is 
Assortment 38, our most popular one 


Assortment No. 38 (7 reels) 
175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Stee! Jack Chain, Bright Zinc Plated 


New ACCO-PAILS 
ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays. Newly- 
designed labels now make them brighter 
and more colorful. GREEN for Proof Coil 

Chain, rto for BBB Coil Chain. 


New Cartons 
for Quick Identification 

These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying 
Each has an all-around Acco design in 
blue and gold —and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 


Order through your Distributor 


Steel Drums for Bulk Chain Selling ACCO American Chain Division 


Sturdy steel storage drums, with AMERICAN CHAIN & CABLE Better 


readily removable tops, are used for 

Acco Proof Coil, BBB Coil, High Test 

and Alloy chain. Each drum now bears Value 
a colored label for easy identification. 


7 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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By Billy Arthur 


Here's another 
successful... 


Staff members shown here take 

pride in the well-lighted interior 

which features open displays on 

shelves and tables. Below, china, 

crystal and gifts displayed in the 

housewares department catch 
the customer's eye 








Self-Service Store 


| ears HARDWARE, after being 
closed two months because of 
a costly fire, resumed business as 
a pioneer in the Chapel Hill, North 
Carolina, area in self-service hard- 
ware merchandising. 

Owned by L. Victor (Vic) Hug- 
Zins, past president of the Hard- 
ware Association of the Carolinas, 
the store now features a complete- 
ly modernized layout. In addition 
to self-service, every area is bright 
ly lighted. It has a convenient 
front and rear entrance. Beautiful 
murals serve as part of the deco- 
rative scheme and also plainly 
identify each department. The firm 
continues to deal principally in 
hardware, gifts, housewares and 
paints, including all items that go 
with these broad categories. 

As a customer enters from the 
street, he meets the cashier in the 
check-out area on the left. From 
this area. traffic is directed to the 
right and thence on in an orderly 
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movement through the store. En- 
route the shopper sees shelves, 
counters, cubicles and tables laden 
with home needs and gifts. 

Each item is plainly labeled, de- 
scribed and priced so that a cus- 
tomer in a hurry can reach it, 
pick it up, walk to the check-out 
counter and depart. Or, the leisure- 
ly shopper may, as Huggins puts it, 
“browse, study, handle, squeeze, 
feel, read about it, possibly taste 
it, and compare with other items 
in the store before making a final 
selection or before soliciting the 
assistance of one of our sales staff 

“We are not pioneers in self- 
service hardware merchandising, 
but we are pioneers in this area,” 
Huggins explains. “I have made 
trips into states and cities where 
self-service hardware stores are 
popular and have studied their op- 
erations, and I felt that it was best 
for us here. The reception the 
public has given the self-service 


Customers seek needed items in 
the arts and crafts department 


feature of our store in the short 
time we have been re-opened has 
confirmed my opinion 

(Continued on page 71) 
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Easver TO CUT 


Mr. W. George Anderson of Riverside 
(Ill.) Hardware test-cut four leading 
brands of single-strength window glass 
He didn’t know the brands—they were 
identified only as A, B, C, or D. After 
several cuts on each, he pi ked . 
as easiest to cut. Brand “C”’ was 

28 out of 30 dealers who took 


picked L:O:F! 


Easier TO SELL 


This L°O-F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preierence tor 
L-O-F glass. This preference means faster, 


CasIcI sales tor Vou, 


Kasver 
TO MERCHANDISE 


Visualize this full-color 

hanging in your store Ther 

it, uf you want to put it o1 

window It’s i rutiful 

slightest breeze. Your customers 

to see it. And that means extra 
) 


inetalll glass sales for wf Only 25¢ 


easy te 
now from your L’‘O°F Distri 


write Libbey Owens‘ Ford Glass 
608 Madison Ave., Toledo 
tor WG-50. 


LIBBEY-OWENS- FORD the easy-to-cut WINDOW GLASS & ae 


SOUTHERN HARDWARE for JUNE, 1956 








Available free to readers. Circle the numbers of 
items wanted on the return post card, page 76 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1955-56” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 603 Madison 
Ave., Toledo 3, Ohio. 

Circle No, 81 on coupon, pg. 76 


Mower Service. “Here’s How To 
Make Business In Your Clinton Serv- 
ice-Center BOOM!” is a 24-page book- 
let that explains and illustrates 24 
successful steps that lead to increased 
sales. The booklet puts the store own- 
er in the shoes of his customer dur- 
ing a 30-minute step by step tour of 
the business. Customer relations, 
special demonstrations, open houses 
and other promotion plans are dis 
cussed and illustrated. Also included 
are examples of classified ads, sug- 
gestions on giveaway literature and 
direct mail pieces, and examples of 
window displays and product booth 
displays at local fairs ‘linton Ma- 
chine Co., Maquoketa, Iowa and 
Clinton, Mich. 

Circle No. 82 on coupon, pg. 76 


Hand Tools. Described as a guid 
ready reference and sales builder, the 
1956 Vaco Catalog contains 40 multi- 
colored pages, is 8% x 11 inches 
Kalamazoo punched for convenient 
binding into any holder, and has an 
8-color cover of heavy coated stock 
to withstand continuous usage. Illus 
trations and diagrams supplement the 
practical information given on screw- 
drivers, nut drivers, pliers, wood chis- 
els, etc. An entire 6-page section is 
devoted to the Vari-board merchan- 
dising displays. Vaco Products Co.. 
317 E. Ontario St., Chicago 11, Il. 

Circle No. 83 on coupon, pg. 76 


Fishing Tackle. The colorful 1956 
Trade Catalog presents a number of 
new items in every category in the 
South Bend fishing tackle line. In 
addition to new items such as two 
Hollow Glass Casting-Spinning Rods, 
gift assortments receive special atten- 
tion. Also, one page is devoted to il- 
lustrations and descriptions of the 
free sales aids offered by the com- 
pany. An alphabetical index is placed 
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at the front of the catalog while a 
general index by style numbers ap- 
pears at the back. South Bend Tackle 
Co., Inc., 1108 South High St., South 
Bend 23, Ind. 

Circle No. 84 on coupon, pg. 76 


Door Hardware. A booklet illustrat- 
ing door hardware items contains 
compact technical information and 
provides answers to customers “most 
asked” questions. The 12-page book- 
let, #A-91 Lumberman’s Catalog, is 
in color. Richards-Wilcox Manufac- 
turing Co., Aurora, III. 

Circle No. 85 on coupon, pg. 76 


Fishing Equipment. Weber’s 1956 
68-page catalog No. 32 contains 82 
new items in addition to the variety 
of fishing tackle regularly listed. The 
new offerings are separately indexed 
for quick appraisal. Foremost among 
them is the complete line of Weber 
Dylite plastic poppers, illustrated in 
full natural colors on a four-page 
lithographed insert. The four-color 
lithographed cover features the new 
three-tier revolving display rack. The 
free Moviegram fly casting instruc- 
tion booklets in a counter display are 
available to dealers every year and 
are illustrated and described in the 
catalog. The Weber Lifelike Fly Co.., 
Stevens Point, Wis 

Circle No. 86 on coupon, pg. 76 


Clamps. Much text material on se 
lection, care and use of Jorgensen 
and Pony Clamps in addition to 
regular catalog material appears in a 
32-page catalog. The catalog is in 
color and covers “C” clamps, clamp 
fixtures, bar clamps, handscrews, 
press screws, etc. Condensed catalogs 
and pages for house and salesmen’s 
use are also available. Adjustable 
Clamp Co., 437 No. Ashland Ave., 
Chicago 22, Ill 

Circle No, 87 on coupon, pg. 76 


Rotary and Reel Mowers. A 2- 
color enclosure which folds to 334 x 7 
inches covers the full line of Mow- 
Master rotary and Mowamatic reel 
type power mowers. This is available 
from distributors as Form P-23A. A 


4-page catalog sheet covers the full 
line of mowers, is in three colors, and 
includes detailed specifications and 
weights for each model. Form P- 
25. Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis 
Circle No. 88 on coupon, pg. 76 


Home Insulation. An _ illustrated 
pamphlet showing the step-by-step 
installation of reflective faced L.O.F 
Glass Fibers Home Insulation in ceil- 
ings and walls, together with simple 
instructions, has been released by the 
company. It contains information on 
how the insulation should provide 
protection at little cost and where to 
use it for a cooler house in summe! 
and a warmer house in winter. L.O.F 
Glass Fibers Co., Toledo 1, Ohio 

Circle No. 89 on coupon, pg. 76 


Chains. A catalog sheet, in color, 
which describes the advantages of the 
new “Measure-Mark” chain, is avail 
able. The chain is marked every fiv« 
feet for exact measurement and is 
color-coded for instant identification 
of chain grade. The catalog sheet il 
lustrates the different type chains 
and spotlights the color marking. De 
tailed information and specification 
charts are given also. Campbell Chain 
Co., York, Pa 

Circle No. 90 on coupon, pg. 76 


Store Displays. Each type of dis 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a new catalog. The 
catalog contains much information on 
display assembly and modern stor 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif. 

Circle No. 91 on coupon, pg. 76 


Hinges. ““Hinges for Light Construc- 
tion” is the title of a new four-pag« 
catalog that describes and illustrates 
a representative variety of the hinges 
available for such light construction 
as residences, motels, stores, etc. The 
new literature presents such features 
as Oilite bearings, non-rising pins and 
the new non-mortise hinge. Also de- 
scribed and illustrated are items of 
forged iron builders and cabinet hard- 

(Continued on page 58) 
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— NEW! — NEW! 
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LOCO 2350. New Haven electric LOCO 627. *‘027" model with MAGNE LOCO 2018. A high-powered, freight LOCO 520. A power-nimbie electric 
with MAGNE-TRACTION. A colorful, TRACTION. Carries colors of Lehigh king available with smoke and whis freight joco for beginners at an at 
accurate mode! of one of America’s Valley R.R. Also available in North tle or with smoke alone. Pulls two tractive low price. 027" set includes 
famous locos. Available in several ern Pacific markings. Pulls several different “027” freight sets, priced loco, cars, track, transformer 
outstanding “‘O"' Gauge sets different inexpensive sets for volume sales! complete at under $20.00 


PROFIT EXPRESS—FOR ALL POINTS SOUTH! 


Order these NEW Lionel Trains and Accessories for '56 NOW! 


NO. 400 BUDD ROC CAR. Thousands of fans NO. 3530 OPERATING GM GENERATOR NO. 3424 OPERATING TELL-TALE CAR. Er 
have asked for this self-propelled Diesel! CAR. Generator actually hums inside, roof tertaining! Trainman falls prone as car 
Headlights, horn, MAGNE-TRACTION. A sure fan rotates, searchlight goes on. Lighted passes tale arn second tell-tale 


hit with repeat customers! interior nt renerator arm = briv nm upright agai 











NO. 342 OPERATING CULVERT LOADER. NO. 3927 TRACK CLEANING CAR. Rotating NO. 465 SOUND DISPATCHING STATION 


Delivers culvert pipe sections into special brush cleans track as car give ver microphone are heard 


gondola via crane! includes station, special by locomotive. Structure holds trac thr zh stat udspeaker. Switch in mike 


gondola and controller reservoir, removable buffing permits trair tr Station is illuminated 


LIONEL ».TRAINS 


sins gi WITH SMOKE, 
NO. 3360 OPERATING BURRO CRANE. Self-propelied and ~ ; WHISTLE OR HORN AND 


will even pull cars! Levers on cab control raising, lowering 


of hook and rotation of cab. Cab rotates in circle P MAGNE TRACTION 


Order from your Lionel Wholesaler now! 
The Lionel Corporation, 15 E. 26th St New York 10, N. Y. West Coast Office: 1355 Market St, San Francisco, Calif. Chicage Office: 1423 Merchandise Mart, Chicage, Ill, 











ware, in addition to such accessories 
as forged iron mail boxes, foot 
scrapers and letter slots. McKinney 
Manufacturing Co., 1715 Liverpool 
St., Pittsburgh 33, Pa. 

Circle No. 92 on coupon, pg. 76 


Nails. A new pocket nail catalog 
listing “over 10,000 types and sizes of 
nails” is available. Nine kinds of 
finishes, eight kinds of shanks and 
points, and 23 different kinds of heads 
are shown in the catalog. Nail pack- 
aging includes the 100-pound fibre 
container and smaller fibre boxes in 
5-, 10-, and 25-pound sizes; nails also 
are packaged in “%- and 1-pound 
cartons Continental Steel Corp., 
Kokomo, Ind 

Circle No. 93 on coupon, pg. 76 


Hardware Assortments. Free illus- 
trated catalog-price list circulars, 
featuring the newest “Select-A-Pak” 
hardware assortments, are available 
Each assortment, made up of cabinet 
hardware, forged iron hardware or 
shelf hardware items, is described on 
a separate sheet. Also included are 
illustrations and information on the 
free “Select-a-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are de- 
signed to fit present dealer fixtures. 
Space is allowed for wholesaler im- 
print. Circulars are 8% x 11 inches in 
size and printed in two colors. They 
may be used with “Select-a-Pak” 
Catalog No. 256 which contains open 
stock hardware items. National Lock 
Co., Rockford, Il. 

Circle No. 94 on coupon, pg. 76 


Fishing Tackle. The new Pflueger 
Trade Catalog No. 92 is 8% x ll 
inches and has 76 pages. Among the 
several new items described are two 
new spinning reels—the Freespeed 
for fresh water at $14.95 and the Sea 
Star for salt water and fresh water 
trolling at $29.95; also two new 
models of casting reels for monofila- 
ment line; the complete line of new 
Pflueger rods; numerous new spin- 
ning lures and new self-merchandiser 
packages on hooks and sinkers. En- 
terprise Manufacturing Co., Akron, 
Ohio. 

Circle No, 95 on coupon, pg. 76 


Fishing Hints. A 4-booklet series 
containing fishing tips and tackle 
recommendations is now available 
to dealers for over-the-counter mer- 
chandising. The booklets are 2-color, 
have from 16 to 24 pages, and may be 
carried in a coat pocket or kept in a 
tackle box. They contain many illus- 
trations and diagrams for quick 
mastery of proper techniques. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. 96 on coupon, pg. 76 
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Power Tools. Seven single sheet 
catalog pages illustrate, describe and 
give specifications on each of the 
three Wen “Quick-Hot” Electronic 
Soldering Guns, three Electric Sand- 
er-Polishers and the new Rotary Mo- 
tor Electric Power Saw. The sheets 
are 842 x 11 inches or 11 x 11 inches 
and are printed in two and three 
colors. Wen Products, Inc., Chicago 
31, Il. 

Circle No. 97 on coupon, pg. 76 


Water Heaters. Five specification 
sheets, in color, feature electric and 
gas water heaters. These contain il- 
lustrated descriptive material, includ- 
ing detailed roughing-in dimensions 
W. L. Jackson Manufacturing Co., 
Inc., 1216 E. 40th St., Chattanooga, 
Tenn 

Circle No. 98 on coupon, pg. 76 


Home Locks. New “color-accent” 
locks are introduced in a full-color, 
12-page “Lock Fashions” brochure 
The brochure shows the open-back 
Continental and Manhattan designs, 
and illustrates possible background 
paint colors, fabrics and wallpapers 
Locks for every purpose throughout 
the home are shown and proper selec- 
tion and placement are fully covered, 
along with helpful hints on lock 
styling and finishes. Schlage Lock 
Co., 2201 Bayshore Blvd., San Fran- 
cisco, Calif. 

Circle No. 99 on coupon, pg. 76 


Carriages and Strollers. The new 
1956 Carriage and Stroller Catalog is 
offered to the trade. Specific models 
of the juvenile products line are il- 
lustrated and features are described 
clearly and concisely. One page is de- 
voted to sales aids offered by the 
company. The catalog is in color. O 
W. Siebert Co., Gardner, Mass. 

Circle No. 100 on coupon, pg. 76 


Pyrex Ware. The 1956 Pyrex Deal- 
er Catalog, listing new prices which 
were effective April 2, 1956, for 
Pyrex consumer ware is available 
The bulletin, CF-71, covers retail 
prices on Pyrex brand flameware, 
ovenware, bakingware, dinnerware, 
nursing units, measures and tum- 
blers. Consumer Products Division, 
Corning Glass Works, Corning, N. Y 

Circle No. 101 on coupon, pg. 76 


Sporting Goods. The 1956 D & M 
Spring and Summer catalog features 
38 pages of baseball, softball, tennis 
and badminton equipment. It also 
contains a number of photographs 
showing the manufacture and use of 
athletic equipment. Four full pages of 
youth baseball equipment includes of- 
ficial “Little League,” “Pony,” and 
“Babe Ruth League” baseballs. Copy 
of the catalog and dealer confidential 


price list may be obtained from the 
company. Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 

Circle No. 102 on coupon, pg. 76 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, ana No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va 

Circle No. 103 on coupon, pg. 76 


Industrial Fasteners. A new 44- 
page condensed catalog covering the 
company’s line of bolts, nuts, rivets, 
screws and other industrial fasteners 
The catalog is 54% x 9 
inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale, Conn. 

Circle No. 104 on coupon, pg. 76 


is availabl 


Cordage Projects. To stimulate 
sales of clothesline and sash cord, un- 
usual uses for cordage are described 
in pamphlets devoted to various 
Leisure Time Projects. Current titles 
available are “Stair Rail Lacing,” 
“Spring Cleaning,” “Playtime Equip- 
ment,” “Fences-Trellises,” “Work- 
shop Wisdom,” “Children’s Games” 
and “Camping Companion.” The kit 
consists of a yellow and black-green 
“take one” display with three pockets 
for the leaflets. It is equipped with 
easel back and with punched hole 
for counter or hang-up display. The 
kit includes other merchandising aids 
The entire cost of the project is borne 
by the company. Puritan Cordage 
Mills, Inc., 1205 East Washington St., 
Louisville, Ky. 
Circle No, 105 on coupon, pg. 76 


1956 Tackle Lineup. A compre- 
hensive presentation of the complete 
line of Shakespeare tackle for 1956 
appears in the new catalog which 
supplants the 1956 illustrated price 
list. A full-color cover features the 
new store spin reel demonstrator and 
the back cover pictures in accurate 
detail the color styling and trim 
which is being used on the different 
price ranges of glass fiber Wonderods 
for 1956. The inside 40 pages are 
printed in green, black, gray and 
white with feature pages on some of 
the company’s newest tackle items. In 
addition to the lineup of rods, reels, 
and lines for every kind of fishing, a 
section is devoted to miscellaneous 
service items and supplies. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. 106 on coupon, pg. 76 

(Continued on page 59) 
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Gasoline Engine Tools. A 63-pag 
catalog, describing and _ illustrating 
the company’s complete line of port- 
able gasoline engine tools, is avail- 
able upon request. Data and full de- 
tails are given on the “MG” chain 
saws, generators, land clearance saws, 
etc. Also, information on electric and 
pneumatic chain saws is included in 
the catalog Number 32. Mall Tool Co., 
7725 South Chicago Ave., Chicago 19, 
I. 

Circle No, 107 on coupon, pg. 76 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers hand 
and crank powder insecticide dusters 
A circular on the Indian Fire Pump, 
a portable, back-pack type fire ex- 
tinguisher, is offered also. D. B. Smith 
& Co., 428 Main St., Utica, N. Y 

Circle No. 108 on coupon, pg. 76 


Garden Hose. Catalog sheets give 
full information on Biltrite 10-star, 
8-star and 5-star Garden Hose, as well 
as Biltrite Triple - Tube Flexible 
Sprinklers. The sheets are in color 
and well-illustrated. American Bilt- 
rite Rubber Co., Inc., 22 Willow St., 
Chelsea 50, Mass. 

Circle No. 109 on coupon, pg. 76 


Aluminum Reflective Insulation. A 
4-page, 842 x 11-inch, 3-colored bro- 
chure has been issued to describe the 
advantages of Reynolds Aluminum 
Reflective Insulation — paper cov- 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals Co., 
2500 So. Third St., Louisville, Ky. 

Circle No, 110 on coupon, pg. 76 


Tapes and Tape Rules. Colorful cat- 
alog pages cover the company’s com- 
plete line of hardware items which 
includes all types of steel measuring 
tapes and tape rules from 3- to 100- 
feet, and augmented by woven tapes 
plumb bobs and hand levels. The 
pages are illustrated and give out- 
standing features of each item, plus 
packaging information, weight, 
prices, etc. Keuffel & Esser Co., 
Adams and Third Sts., Hoboken, N. J. 

Circle No. 111 on coupon, pg. 76 


Toys and Croquet Sets. Doll car- 
riages, strollers, juvenile furniture, 
and croquet sets are illustrated and 
described in “South Bend Toys,” a 


16-page catalog. “Announcing 1956 
Croquet” is a new illustrated bro 
chure which describes the special 
features of 13 models of Croquet Sets 
South Bend Toy Manufacturing Co., 
South Bend, Ind 

Circle No. 112 on coupon, pg. 76 


Fishing Lines. “Lines with a Pu 
pose” is the title of the 1956 Sunset 
catalog. Specialized lines are featured 
in sections devoted to the type of 
fishing for which the lines were de- 
signed. New additions in this year’ 
catalog are the company’s marked 
lines for indicating trolling depth and 
casting distances, and its new Strean 
King and Floater shooting heads 
Sunset Line & Twine Co., Florence 
Ala. 

Circle No. 113 on coupon, pg. 76 


Deming Sales Aids. A new 8-page, 
4-color bulletin illustrates the com 
plete line of sales aids and materials 
available to Deming pump dealers 
and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot 
ters; window cards and streamers; 
satin banners; clocks; tacker, bracket 
and road signs; identification labels; 
decalcomanias and displays. Th« 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma 
terials are also free. Remaining pieces 
are furnished at cost. The Deming 
Co., Salem, Ohio 

Circle No. 114 on coupon, pg. 76 


Welded Chain. Over 25 different 
types of welded chain and chain as- 
semblies, plus a complete line of ac- 
cessories, are described and _ illus- 
trated in a new 62-page, two-color 
catalog. Specifications are the latest 
Types of welded chain listed include 
Proof Coil, BBB, Republic Alloy, 
High Test, and a variety of other 
standard and special chain types. The 
first seven pages of the book form a 
general information section on welded 
chain, with important points on its 
care and maintenance. Detailed sug 
gestions for correctly measuring and 
ordering chain are included in the 
section also. Various tables in the 
back of the catalog help make it a 
complete chain reference book. Re 
public Steel Corp., 3100 East 45th St 
Cleveland 27, Ohio 

Circle No, 115 on coupon, pg. 76 


Do-It-Yourself Shop 
Boosts Hardware Sales 


(Continued from vage 40) 


he said. “So we figured this was a 
good way to help our customers 
and at the same time encourage 
them to come in the store and 
possibly buy more.” 

Ads in the newspapers and signs 
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ANDROCK 


PACKAGED 
HARDWARE 








6 Sizes 
on Wire Loops 
Prepriced 10¢ 





7 Sizes a Carded 
Prepriced 10¢ 





4 Sizes © on Wire Loops 
Prepriced 15¢ 


Also: Eye Bolts © Coat Hooks 
* Screen Door Braces 


ead ae 


—ga>— 


Quality Hardware Since 1880 


THE WASHBURN COMPANY 


Ww Mass ° Rockford, ill 

















More people buy 
Super Kem-Tone 


P 
They're presold by Pin KEM T 
more consumer adver- LORs 
os and Cas 
tising than any other y 
paints ..- 1956 bigger 


than ever! 


INTING 
*+*+$o simple 





... no wonder Super Kem-Tone and 
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the Miracle Alkyd Enamel for 
re lichens Sethroeas fad Finest J 


~ 


Made and Distributed by the Allied Paint Leaders of the World 


The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit « John Lucas & Co., Philadelphia 
W. W. Lawrence & Co., Pittsburgh « The Martin-Senour Co., Chicago 
The Lowe Brothers Co., Dayton « Rogers Paint Products, Detroit 


Kem-Glo make more money for dealers! 
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Aim for bigger 
spear gun sales... 


(Pat. pending) 


priced to sell fast at 


$995 


LIST 


Here’s an exciting new sales 
opportunity for jobbers and 
dealers: for the first time, a 
simple, effective gun designed 
to sell at the irresistible price 
of just $3.95! 

Non-slip finger grips on the 
fiberglass gun assure easy op- 
eration even by the beginner 
Powerful rubber bands can 
be replaced easily, if neces- 
sary. Safer, too, because Tiger 


Shark has no trigger 


Colorful, eye-catching car 
tons and the streamlined 
design of the gun create fast 
turnover. Cash in on this 
rich new market today 


write for complete details to 


TT" 


PRODUCTS, INC. 
740 S.W. 8th Street 
Miami, Florida 
Manufacturers of Quality 
Skin Diving Equipment 





outside and inside the store call 
attention to the service. With the 
appearance of the first ad, one of 
the company’s suppliers was so im- 
pressed with the idea that he 
clipped the ad and passed it around 
to his entire organization to read 
and initial 

their 


sales 


Suppliers are glad to see 
come up with 
building ideas because it is to their 


customers 


own benefit as well as to the cus- 
tomer. It also shows the custome! 
is on his toes and alert to the need 
for keeping ahead of his com- 
petitors 

C & D Sales does not sell power 
equipment, but so many requests 
for information and prices on 
equipment have been made in re- 
cent weeks that a supplier of such 
tools has been in contact with the 
company and a line of power tools 
may be put in. 

Shop users are not limited to 
the immediate trade territory 
Quite often they come from across 
town, and even from out of town 
occasionally. The store is located 
on a busy street, with heavy morn- 
ing and afternoon traffic in both 
directions. Many large industrial 
plants are located some distance 
from the company. Workers in 
such plants, driving by the store, 
are attracted by the sign advertis- 
ing the project and stop in to in- 
quire about it. Others merely stop 
for some minor item and learn of 
the shop after hearing the buzz of 
a power saw or the hum of an elec- 
tric motor. A generous amount of 
real old-fashioned southern hos- 
pitality takes care of everything 
else, once a prospect has stopped in 
and said hello. 

“You've got to let folks know 
you’re in business to help them,” 
Dailey said. “Once they're con- 
vinced you’re on their side, they'll 
think of you every time they need 
something in your line.” 

Which is just one way of saying 
that good customer relations are 
built on good service, quality mer- 
chandise and the fine art of being 
ready to help out in every way 
possible. Providing a shop full of 
modern equipment and inviting 
the public to come in and use it at 
its own price is C & D Sales’ way 
of being helpful and ready to 
serve. 

That the idea is paying off in a 
practical way has been proven. 
This proof is evidence of the com- 
pany’s conviction that good cus- 
tomer relations are indeed its 
greatest stock in trade. 





DEALER FORUM 











(Continued from page 8) 
100% trustworthy. A_ reputable 
local concern is the only safe 
selection. We turn over to oul 
credit bureau accounts that are 
past due and 
own collecting 


which ignore oul 
efforts. The ad- 
vantage of having a good outside 
collection agency is that the bur- 
den of “dunning” is placed on 
them, leaving us out of the picture 

In the store, we have our own 
collection system for open ac- 
counts. If the 30-day account is 
not paid by the fifteenth of the 
month after our statement is sent 
we mail a printed reminder. The 
second reminder, two weeks later, 
is stronger, and usually brings re- 
sults. 

Installment selling represents 
about one-half of our credit busi- 
ness. On accounts of less than 
$100, we do our own financing 
Where a sale involves more than 
$100 we have the customer finance 
his purchase through either a 
local bank or a financing company. 
We prefer the finance company, 
which has its own _ collection 
agency. 

We have a full-time bookkeeper, 
and the bookkeeping department is 
in a strategic part of the store. The 
customer must pass many displays, 
calculated to make him want to 
buy and, perhaps, add to his ac- 
count. 

Anything in the store can be 
bought on the installment plan, 
especially on the rotating plan. We 
usually require from 20 to 30% 
down payment, depending on the 
customer 

Because the saturation point on 
some major appliances is much 
closer than it was formerly, we are 
promoting our rotating credit plan 
among good customers. When the 
customer pays his bill to a certain 
point, he can add more purchases 

We have two cashier stands in 
the store, both near entrance 
doors. Good customers whom all 
the sales people and the cashiers 
know charge their purchases at the 
cashier’s stands. Others must see 
the bookkeeper 

Collections are fairly good be- 
cause we try to keep them that 
way. All new accounts are checked 
carefully, and old ones watched 
We find that it does not pay to let 
the customer become too delin- 
quent, unless some misfortune has 
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CHANNELS IN THE IM- 

PELLERS of these pumps are 
straight water passages radiating from 
the hub. This throws the water straight 
out in GREATER VOLUME and 
FORCE to the cam-like outer rim of 
the impeller. There, “Kam-Action” 
gives controlled velocity, gives extra 
“kick” and force to the water. 


= d 
= 
\ J 
THE DESIGN of the Burks HV 
Pumps lets you install them HOR- : 
IZONTALLY or VERTICALLY either di- EVERY PART THAT PUMPS 
rectly over the well or offset WITHOUT is made of enduring, corrosion- 
ANY MECHANICAL CHANGES. This resistant bronze—the impeller, the dif- 
versatility and smaller, compact size lets fuser, and the interchangeable educers. 
you install them in close quarters, in loca- As a result, parts won't corrode and min- 
tions best suited to system installation, or eral deposits won't collect to clog the pump 
to fit individual preference. and cut down capacity. 


These Features Make New 


URKS& )PUMPS 


Difficult to imitate 


FAST PRIMING makes Burks HV Pumps IT’S ONLY LOGICAL TO EXPECT ATTEMPTS 


ick and to install. They handle ai 
ss eat Uns Gee Eien ini en tain AT IMITATION OF THESE OUTSTANDING 


tines. Won't oly bind. "'Veut-Alr” breather bleeds ADVANTAGES... BUT IT WON'T BE EASY TO DO. 


off air and gas from the case. 


WE WORKED ON IT FOR YEARS THEN PROVED 


BEAUTIFULLY FINISHED in a sparkling 
appliance white. New, aan aaanee EACH FEATURE IN THE FIELD. 


sign is modern and lends an attractive note to 
the modern basement and utility room appliances. 
Easy to keep clean. Small, compact size solves 
the space problem in basements or utility rooms. 


Here are pumps you can really get excited about selling. You won't find 
these features on any other pump. These new Burks HV-15 and HV-20 Pumps 
are now rolling off our production lines in volume. But the demand for them 
will be heavy. Ask your distributor about them now—or write direct to 


CONVERT THEM EASILY from shallow DECATUR PUMP COMPANY 


well to deep well operation if the water 
level in the well drops or the rate of flow dimin- : 35-B ELK STREET DECATUR, ILLINOIS 
ishes. Advanced design of Burks interchangeable ol ; elintaind ’ Kae ‘ ‘ee 
educers makes the Burks HV-15 and HV-20 4S Manu pare < ae — pom Swaps one wal _— —— —- —s etek 
the most efficient centrifugal pumps for their size. ware gg nA mae ee ap wan bay ine Rae noh _- si 
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For 


20 Bucks 


You Can’t 
Go Wrong! 


Takes Only 
1 sq. ft. of Space 


Over 50 million slow speed wheels 
were sold on portable original equip- 
ment since 1945. The replacement 
market for these wheels is ripe right 
now. You can get your share of this 
big market... get a Gleason 
WHEEL DEPARTMENT in your 
store, for less than $20.00. 

The five sizes of wheels in the 
Gleason Wheel Deal are all you 
need to fit over 80% of the replace- 
ment market. Special reducer bear- 
ings enable you to fit 3 axle sizes 
with one wheel bearing. Holds stock 
to a minimum and assures fast 
turn-over. 

Gleason Wheel Deal No. 522 con- 
tains 6”, 8”, 10” and 12” wheels, in- 
dividually cartoned for easy pricing 
and stocking. Wheel Deal includes 
Free Metal Display, literature and 
merchandising helps 

EXTRA!! Thousands of slow speed 
wheels are sold every day for ‘do-it- 
yourself’ projects. The Gleason 
Wheel Deal enables you to cash in 
on this big market make extra 
profits supplying wheels to do-it- 
yourselfers in your area. 


Mail Coupon for Details and Prices 


GLEASON © CORP. 


264 North 12 Street, Milwaukee 3, Wis. 
Please tell me all about GLEASON Wheel 
Deal No. 522 with FREE All-Meta!l Counter 
Display 

Nome 

Address 

City ies 

My Jobber Is: 

Address 











made him temporarily into a slow- 
paying customer 

Lay-away with us has increased 
to-the point where it is practically 
a part of our credit system. Some 
customers leave their purchases in 
lay-away until the entire sum has 
been paid in installments. We sell 
several thousands of dollars worth 
yearly through our well-promoted 
lay-away plan 


° 


J. A. Bailey 
J. A. Bailey Hardware Co. 
Atlanta, Ga. 


I HAVE THREE means for extend- 
ing credit to my customers: 30-day 
open accounts; a 90-day budget 
plan which I extend to my pre- 
ferred customers; and a 12- to 18- 

month _install- 
ment payment 
plan which I] 
work through a 
local finance 
company on an 
agreement ba- 
SIS. 

I carry 400 
regular 30-day open charge ac- 
counts. When these customers are 
served, they are given a triplicate 
charge ticket with the merchan- 
dise. The duplicate is filed until 
the 25th of the month at which 
time I make out our monthly state- 
ments for mailing on the lst of the 
month. On the statement, I note 
that it should be paid by the 10th 
of the month. The original I file in 
my master files where I keep them 
for seven years, both for my own 
reference and for my customers’ 
use. Many of them call on me fo! 
records of their payments around 
income tax time 

Approximately, one third of my 
business is done on credit, and 


only a small proportion—roughly 


5°%—is on an installment basis 
The rest are open accounts and 
budget accounts 

My budget accounts system ex- 
tends credit to my preferred cus- 
tomers over a Maximum period of 
90 days. They may pay % down 
anytime within 30 days following 
the purchase, and then, pay 4% 
each month for the two following 
months. 

For customers long- 
term payments, say 12 months, I 
work through a local finance com- 
pany. I keep a table of their sched- 
ule of payments showing interest 
and carrying charges. If the cus- 
tomer wants to finance the pur- 
chase, I take the credit informa- 


desiring 


tion and turn it over to the finance 
company. They check the prospect 
out and send me a check for the 
purchase price of the item. I don’t 
have many customers who do busi- 
ness this way. I guess it’s because 
they are skeptical 
business with a finance company 

I have found that many custom- 
ers, particularly those who want 
lawn mowers or other high-priced 
items, can be persuaded to raise the 
entire purchase price of the item, 
through banks or other means, if I 
give them a 10% discount for cash 

I don't charge interest if an ac 
count is overdue a few days; how- 
ever, I have set up a fairly success 


about doing 


ful system for collecting past-due 
amounts. If an account goes 60 
days beyond payment date, I send 
out a label to remind the custome: 
that the account is past due. After 
90 days, I send a form letter to the 
customer telling him that I am re- 
quired by agreement to turn ove: 
his credit statement to the collec- 
tion agency. This usually brings 
payment. If accounts still do not 
respond, I send a pointed demand 
for payment, citing additional 
charges which may be added, in- 
terest, collection fees, court costs, 
and lawyer fees. It’s rare that I 
have to actually take a case to 
court 

After hardware 
business for 12 years, I still cannot 
say that I have a fool-proof system 
for checking charge customers. I 
have them fill out 
custome! 


being in the 


standard dealer 
information sheets giv 
ing local references such as depart 
ment stores, gas stations, 
stores, and banks. I check these by 
telephone and decide on the risk 
Whether by instinct or system, I 
have been able to reduce m1 


grocery 


losses due to bad accounts to al 


most nothing 


e 


Boosting Store Traffic 
with Unusual Displays 


(Continued from page 41) 


usual sense of the word 

The Barrel Bar is attractive and 
practical. It wins many admiring 
glances. A floor model is kept near 
the front door to catch the eyes of 
all customers. It’s that “something 
different” that appeals to so many 
customers who like to entertain 
informally on the patio or in the 
backyard. 

Manufactured by a cabinet shop, 
the Barrel Bar is made from a large 
oak barrel to Morris’ specifications 

The barrel has one side cut away 
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minum Screen 








The Famous 


BURNS //VZ WE TENSION SCREENS 


One of the hottest products that ever left a dealer's 






shelf. Every Burns Screen is packaged individually ; -° ae, ay 


— it's easy to display, easy to install, easy to store, 
and, above all, easy to sell. 


249 Spring Street, S. W. 


Atlanta, Georgia 


Phone 
JAckson 5-4514 











for two semi-circular shelves. One 
shelf, near the top, has slots to 
hold eight large glasses. The bot- 
tom shelf can be used for storing 
of pitchers and mixers. Beneath 
the bottom shelf is a roomy ice 
cube department. It is large 
enough to hold ice sufficient for a 
gay party throughout the evening. 

The Barrel Bar has two wooden 
wheels for easy rolling around the 
porch or lawn. A support in front 
permits it to stand evenly when 
not being moved. On the sides are 
two rings for tea towels. The top 
cover is of colorful, stain and 
water-resistant Formica. 

The Barrel Bar has attractive 
metal bands. It is sanded and has 
a lacquer coating for waterproof- 
ing and polished appearance. A 
quality item, it is designed fo: 
many years of service. The Barrel 
Bar has special appeal to the teen- 
age set for “Coke” parties. 

Another idea of Morris’ that has 
attracted much comment is his 
overhead display rack, in the cen- 
ter of his store at 3523 Walker 
Avenue. Forty feet long and fou 
feet wide, it is a combination 
counter and overhead display rack 
that is a real space saver. Already 
it has been copied by several other 


hardware dealers in Memphis and 
by at least one dealer in Arkansas 
who heard about it and visited 
Morris to see for himself. 

Morris has found it ideal for the 
displaying of large, brightly col- 
ored items, such as waste baskets, 
pots and pans, kitchen stools and 
even small appliances. Sales of 
mail boxes doubled after he started 
displaying them on the counter 
and rack. 

Morris’ store, serving a large 
residential area in East Memphis, 
is fortunate in that it has outdoor 
space in front that permits display 
of large items—an impossibility for 
some stores. Morris takes full ad- 
vantage of this lawn space by dis- 
playing eye-catching outdoor type 
merchandise 

For example, there is a summer! 
screened house on his lawn. It is a 
manufactured item, not original 
with Morris, yet it is something 
the average hardware customer 
wouldn’t expect to find. For that 
reason, it attracts much attention. 

The screened house is for out- 
door living without the bother of 
flies, mosquitoes or glaring sun, 
and Morris’ Barrel Bar goes with 
it well. It is available in several 
sizes. The model displayed by 











MORE POPULAR 
THAN EVER.. 


in their 
“SERVE 


YOURSELF” 
packet 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 
handle, and the 4 different sizes are more 
quickly identified. For more picture hanger 
sales, stock these 56-year favorites, NOW IN 
TODAY'S MOST MODERN HANGER PACKAGE. 


MOORE PUSH-PIN CO. 


Since 1900 


Vakers « amous Moore Push 
113-25 BERKLEY ST 


Piri 


PHILA. 44, PA 





BELONGS ON 
YOUR COUNTER 


The Moore 720B Counter 
Display. 72 Packet ca- 
pacity, yet is only 10%” 
high, with 9” diameter 
base. All metal. Revolves. 
Ask your jobber. 














Morris is nine by nine feet. The 
frame is sturdy yet light alumi- 
num. It has a canvas awning top 
and is easy to assemble and take 
down. All that’s required is a 
three-inch wrench. At the end of 
summer, it can be put back in its 
original carton and stored in an 
hour’s time. In the carton it can be 
transported on top of a car to a 
picnic or weekend outing site, then 
reassembled and returned home. 

The screened house is fastened 
to the ground by spikes that are 
easy to pull. Patio stones can be 
laid for permanency, where de- 
sired. The house also has facili- 
ties for wiring. Women and young 
children seem to like it especially 
A sand box can be placed inside 
for children to play. Women find 
the screened house fine for card 
playing and shady relaxation. 

It’s no inexpensive item. Yet the 
fact that the screened house is 
available on FHA long-term fi- 
nancing plans brings it within the 
reach of the average home-owner 

Both summer house and Barrel 
Bar tie in nicely with the promo- 
tion of barbecue and other outdoor 
equipment, 

Morris’ promotional ideas have 
extended to activities of the Mem- 
phis Retail Hardware Dealers As- 
sociation, in which he is a leader. 
He has had much to do with 
organizing and promoting the as- 
sociation’s advertising program 
that features full page newspaper 
ads periodically with all partici- 
pating dealers listed 

Genial and courteous, Morris 
rarely if ever loses a customer. He 
will go to extremes to satisfy a 
customer. He has the idea that 
thoroughly satisfied customers are 
the best type 

That idea isn’t original with 
Morris—but it’s one that he recom- 
mends to all hardware dealers for 
copying 


a 


Mower Repair Service 
Wins Extra Sales 


(Continued from page 42) 


this limit. We attempt to tie in 
such pick ups with routine busi- 
ness on the road.”’ 

In addition to the repair serv- 
ice, a must in expanding garden 
supplies sales is knowing how to 
establish a fine, grassy lawn. How 
to fertilize, when, amount, how to 
seed, when to water, etc., are an- 
swers that customers seek when 
they come in for mower service, 


SOUTHERN HARDWARE for JUNE, 1956 





according to Sperry. Customers ap- 
preciate the dealer’s ability and in- 
terest in answering these ques- 
tions. This builds repeat business 
and expanding sales 

Sperry has had years of experi- 
ence with his own backyard and 
lawn problems which makes him 
particularly helpful in advising 
customers 

A full-time mechanic is em- 
ployed for repairs on power and 
hand mowers from March to Sep- 
tember. 

A mechanic specializing in mow- 
er sharpening comes to the store 
on a part-time basis. Mowers a- 
waiting repairs are stored in the 
store basement which has 4,000 
square feet of space. A shop of 
1,000 square feet houses the equip- 
ment and tools required for re- 
pair. Tools and the sharpening 
machine represent an investment 
of about $1,000. No parts inven- 
tory is maintained. Parts are 
bought as needed. 

“Space is one problem that a 
dealer will have to meet in tak- 
ing on a lawn mower repair serv- 
ice. He will want available space 
to put mowers under cover when 
they are left overnight,” he re- 
marked. 

A two-day delivery service is 
promised on sharpening, but no 
time indicated on repairs. An esti- 
mate is given the customer after 
Sperry or his mechanic checks the 
condition of the mower. 

“There is one absolute precau- 
tion a dealer has to take in con- 
sidering lawn mower repair. Do 
absolutely no more than the cus- 
tomer has requested or agreed up- 
on after you have called the con- 
dition to his attention,” Sperry as- 
serted. “If you feel that something 
else has turned up in need of re- 
pair, call the customer and ex- 
plain fully. Doing even a minor 
repair, no matter how small the 
cost, without the customer's pre- 
vious knowledge and agreement 
may rankle and antagonize your 
customer. It is wise to avoid this 
kind of experience.” 

During the busy season some 10 
sharpening jobs are handled a day: 
about two or three repairs are 
managed a day. Since Sperry 
Hardware has no separate break- 
down on these figures in its over- 
all volume, dollar volume in serv- 
ice could not be estimated. 

Sperry Hardware does not take 
in trade-ins nor handle rentals. 
When a mower’s repairs start run- 
ning into a sizable figure, Sperry 
recommends a new mower and 
suggests that the customer run a 





Profits pop-up like figures on the 


“S\Hanoramia 


MODEL 


when you sell Health-o-Meter 117 
"the soale with the Lift! 


Which one bath scale outdates, yes actu- 
ally outdates all others? It could only 
be famous Health-o-Meter Model 117! 

When your customers step on its non- 
slip rubber platform, they see the truth 
explode into view on the new Panoramic 
Dial. No squinting ever. The Model 117’s 
numbers are so clear and bold, they seem 
to jump right up and meet their eyes. 

And the Model 117’s better quality 


og 


MODEL 111 MODEL 161 


America’s 
Weight-Watcher 
Since 1919 
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features attract still extra sales. Sleek, 
slim, silhouette; built-in handle for safe 
sure lifting; watch-like accuracy right 
up to 260-pounds; six sprightly spring 
like colors to blend with every decor 

Get set now to meet the rush of Spring 
sales with Health-o-Meter—the bath scale 
competitively priced to put profits in your 
cash register. Order direct or through 


your jobber today 


MODEL 187 MODEL 134 


ealth-o-Meter 
rigaltho-Me 


CONTINENTAL SCALE CORPORATION @ 5701! Cloremont Avenve @ Chicago 36, Wl. 


fashion 


67 





classified ad or use other means 
to sell the old one. 

“A mower service is invaluable 
in finding the neighborhood’s po- 
tential for new mower sales. It 
has doubled our new mower sales 
volume,” Sperry pointed out. 

“Then too, these customers turn 
up periodically for plant food, 
sprays, insecticides, and also for 
paint, hardware for a porch or 
house repair, fencing, outdoor 
cooking items and merchandise 
connected with outdoor living. 
This is another gratifying aspect of 
a mower service,” Sperry com- 
mented 
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Profitable Line for 
Wholesalers, Retailers 


(Continued from page 45) 


period as the time of the 
when dealer orders reach 
peak. 

The importance of the toy lin 
in the operations of many hard- 
ware wholesalers down South is 
emphasized by the rather notabl: 
fact that nearly half 45 percent 

have a special catalog to aid 
dealers in stocking their toy sec- 


year 
thei: 


tions and departments. Even more 
significant, exactly half of those 
wholesalers participating in the 
survey maintain a special toys 
sample room. 

But wholesaler promotion of 
toys does not end here. Supple- 
mentary special methods used by 
various firms include display vans, 
toy shows, specialty salesmen, 
consumer toy books, and advertis- 
ing mailings 


o 


Toy Distribution 
in Typical Town 


(Continued from page 48) 


increase this to around 50% neat 
Christmas 

“I find that there’s little need 
for lots of newspaper advertising 
I’ve always carried a good, quality 
line of toys throughout the year 
This builds repeat business. I do 
change my displays in my windows 
often and emphasize each group 
of toys as it become seasonable 
At Christmas, I subscribe to a toy 
catalog which I give out through 
the schools. This has proven very 
effective for me.’ 

Johnson buys most of his Christ- 





PROFITABLE * MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-2 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE mA —* Ti, 


It signifies the 
WORLD'S LARGEST 


MANUFACTURER OF 


HORSE AND MULE SHOES. | 


MANUFACTURING CO. 


Joliet, Illinois 





mas toys when he attends the toy 
shows in Atlanta, Ga., and Bir- 
mingham, Ala. “I don’t buy the 
toys direct from manufacturers. I 
prefer to buy from the wholesaler, 
because I don’t have to make quan- 
tity purchases; can maintain a 
larger selection with smaller total 
inventory; and can select from a 
wider range of merchandise when 
I’m ready to buy.” 

On the $6,000 Johnson grossed 
on toys during 1955 he estimates 
that his profit was about 25%. A 
breakdown of these sales by quar- 
ters shows that he sold 5° during 
the first quarter; 10% during the 
second quarter; 15% during the 
third quarter, and 70% during the 
final quarter. “The quality of your 
toys largely contributes to your 
net profit,” Johnson concluded 
“Breakage on cheaper items and 
returns can wipe out your profit 
if extreme care isn’t exercised.” 

At West Point Hardware Co., 
G. C. Harwell, owner, carries a 
much smaller inventory of toys 
and wheel than either 
Ayres-Williams or Johnson’s. “I 
carry only those old stand-by items 
that time and experience tells me 


good se- 


goods 


I keep a 
including the 
newest English bike with all its 
gadgets and the more conven- 
tional models,’ Harwell said 
“As for other 
furniture, tricycles, and smal 


I’ve got to carry 


lection of bicycles 


items, I aiso car! 


bikes, rocking horses, and other 


ms of better quality. I carry 


these all during the year, and of 
nventor’ 


COULTSe I 


prior to Christmas. Harwell has n¢ 


incTreast m\ 


ection set aside especially tor toys 
He does 
from $1,000 to $1,500 a 


an estimated volume 
In this typical soutnel 
ther I is the 


l it hardware stores 


which are doing the most effec- 
tive IoD of 


Though competition is keen on bi- 


merchandising toys 
cycles and certain types of 
goods, the 


the largest 


wheel 
hardware stores carry 
inventories of bette: 
quality toys, and the trend is to- 
wards the further development of 
toys as a year around line 

Charles Williams Ayres 
Williams store sumr it up this 
Way 

“We've got to admit that chil- 
dren are here to stay, and in 
greater numbers than ever before 
As a member of the school board, 
I have been able to see at first 
hand the sizable increase in the 
number of children attending ou: 
schools, an increase that I have 
not seen decrease appreciably since 
the ‘war baby’ waves descended 
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on our kindergartens. These chil- 
dren have created a vast year a- 
round market for toys, and Ayres- 
Williams Hardware will continue 
to capitalize on this added source 
of profits.” 


+ 


Line Can Bring 
Year-'Round Profits 
(Continued from page 50) 


that many toy manufacturers 
haven’t given their own business 
enough study. For many manufac- 
turers continue to put their mer- 
chandise out in the most haphaz- 
ard fashion, as far as the retailer 
is concerned. 

“Probably they never were a- 
round children,” Oppenheim said 
“If they had been, and were alert, 
they would know there’s plenty of 
mischief lurking behind innocent- 
looking eyes. And, in passing, say, 
a set of any kind made up of many 
items, they will take an item out 
to inspect it and forget to put it 
back. The set then is incomplete 
and worthless. This could be en- 
tirely avoided by thoughtful man- 
ufacturers, he said. But because it 
hasn’t already been taken care of 
he has to go to the trouble of cov 
ering these boxed sets with a sheet 
of celophane, cutting it to size and 
fastening it down 

“This also prevents the content 
of the box from becoming sho; 
worn, and unsalable,”’ Oppenheim 
explained. Incidentally, toys that 
have become shop worn are a dead 
loss 

As a further precaution, every 
box containing toys or games 
first checked to see that all parts 
are there. Then the box is sealed 
on all four sides with a strip oi 
clear tape. This prevents the come- 
backs with complaints that som 
of the parts was missing 

To conserve space, for toys 
buried have no chance, Oppen- 
heim built the less space consum- 
ing display counters, and display 
units which can be quickly ad- 
justed to accommodate various siz 
toys 


a 


Plan Now for Those 
Christmas Toy Sales 


(Continued from page 52 


stacked directly under the dilis- 
played items. This enabled us to 
train our sales personnel very 
easily. We could take on and train 
sales personnel in one day’s time 
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The right seine twine for vour needs can be found in the 
complete line of twines made by The Linen Thread Co., Inc 
There’s GOLD MEDAL COTTON SEINE 
TWINE. long a favorite, still the old reliable, bought 
by the majority of fishermen 
GOLD MEDAL NYLON FILAMENT SEINE 
TWINE, long-lasting and rot-resistant, is winning 
new friends every day 
NYAK SEINE TWINE. a blend of synthetic fibers 
is a truly dependable twine for many purposes. It’s 


economical too! 


vour pick y ou can be si ou getting the best 


ld Medal SEINE TWINES 


THE LINEN THREAD CO., INC. « 418 Grand Street, Paterson 1, N. J. 


60 East 42nd St., New York 17, N. Y . 140 Federal St., Bost ? Mass 


mbord & Calvert Sts., Balt. 3, Md. « 105 Maplewood Ave., Gloucester, Moss 


158 W. Hubbard St., Chi. 10, I « 116 New Montgomery St., San Fran. 4, Ca 
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U & PAT OFF 


“Poy 


U. 3. Pat. ofr. * 5. PAT AY 


Jorgensen 


AND 
favorites in in- 
dustry, schools, 


CLAMPS 2:0 


for over fifty years. Competitively 
priced . . . and you can offer them 
with pride and confidence. 


“PONY" clamp fixtures make highly effi- 
cient, instant-acting bar clamps on ordinary 
black pipe. Four styles, for use on 34" and 
2" black pipe—no tools required to as- 


semble. 


“PONY” "CC" clamps— 
14 sizes, each correctly de- 
signed for real service. 
Low price—but real ‘‘qual- 
ity" tools 


“JORGENSEN” Car- 

riage Clamps are 

made to “Industrial” 

standards. One of the ‘‘PONY™ spring clamps 
most generally used are ‘extra hands" for 
types—very low in all trades, all crafts- 
price—first In quality. men. Four sizes. 


Style No. 70 “JORGENSEN” I-bar clamps offer 
visible assurance of great strength. No notches 
—''Multiple Disc Clutch’ adjusts instantly— 


holds securely. Eight sizes. 


Genuine "JORGEN- “JORGENSEN™ hinged 
SEN" hand screws— clamps — — 
always preferred by NEW! Hang out o 
those who know good ‘the way when not in 
tools. Hard maple se—swing up into 
laws—-made in our own clamping position when 
actory for perfect wanted. Can be 


in. full : mounted in steel track 
py A vy fitted for “sideways” adjust- 


ment. Used on any 
bench or sawhorse. 
SOLD THRU 
LEADING 
WHOLESALERS 


Southeastern 

Sales Representative: 
Perry & Barr Co. 
1123 Church St. 
Nashville 3, Tenn. 


Southwestera 
Sales Representative: 
Reld, Taylor & 
Cozart, Inc. 
2011 Cedar Springs 
Dalles |, Tex. 


ADJUSTABLE CLAMP CO. 


“The Clamp Folks"’ 


Write for free, 
32-page catalog 


437 N. Ashlend Ave. Chicago 22, Ill. 
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by this simple system. In writing 
the sales ticket, only the stock 
number and the price had to be 
placed on the ticket. The stock 
number and price also were on the 
displayed item. 

“Our toy department was under 
the complete management of Mrs. 
W. L. Turner, who was hired for 
the season for that job. We have 
found that if you wish to add a 
department and want to get the 
volume up, new personnel and 
management is the answe! 

“The balance of our store per- 
sonnel assisted this department, 
but it was never necessary to have 
more than three persons in this 
department for it to function effi- 
ciently. The department was 
manned entirely by women, al- 
though specialists were available 
when needed to help with the sale 
of hobbycraft items and sporting 
goods moved into the toy depart- 
ment from our hardware stock.” 

How was the merchandise dis- 
played? 


Mass Display 


“We went for mass displays,” 
Waide explains. “We built our own 
fixtures for displays. Packages of 
merchandise were exhibited on 
counters. These counters were 
slightly inclined and high enough 
so small children couldn't get hold 
of toys. This enabled us to keep 
the stock clean and orderly. 

“All items also were displayed 
on pegboards. These pegboards are 
wonderful. They can make a de- 
partment look full when inventory 
actually is low. The display can 
be spread out. There is a psycho- 
logical advantage in displaying 
merchandise in this manner. It 
shows the customer and salesman 
plenty of stock. When stock is 
down, the salesman may lose his 
sales initiative. 

“Incidentally, at least 75 percent 
of our toy sales volume resulted 
from the easy to buy policy. No 
pressure was used. Everything was 
viewed openly. Customers didn’t 
have to open packages to see what 
they were buying. 

“We used a new addition to our 
store for the toy department. This 
room, 30 by 60 feet, contained 
nothing but toys and related gift 
items. Large windows on the street 
enabled passersby to see the whole 
room of toys. 

“The department had its own 
street entrance. And by remaining 
open nightly until 9 o’clock it got 
much street traffic. Incidentally, 
the late closing hour had lots to 
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do with the success of the depart- 
ment, because parents could visit 
the store together and make se- 
lections.” 

What about the 
What toys sold best? 

“We divided our department into 
wheel goods, electronic toys, guns 
and cap pistols and holsters, toy 
musical instruments, hob- 
bies, dolls, and play school items, 
which we stocked heavily. 

“We also had a complete train 
section. We had a counter of sport- 
ing goods, including hunting knives 
and jackets, skates, punching bags, 
basketballs and footballs. They 
mixed well with toys 

“We didn’t go heavy on wheel 
although we had an ade- 
quate display. The turnover was 
all right, but contrary to old-line 
thinking, wheel goods don’t seem 
to have the appeal they once did. 
Wheel goods represented less than 
five percent of our total sales on 
toys. 

“Hobbycraft items, however, 
were very profitable. Model planes, 
boats, motors, plastic and wood 
model cars and guns sold very well. 
Color paint sets — good ones — 
were in demand also. 

We did a tremendous business 
in dolls. In making our study be- 
fore buying, we found dolls rep- 
resented 20 percent of the toy 
sales over the country. Frankly, 
we didn’t see dolls in hardware, 
but we figured if dolls accounted 
for one-fifth of all toy sales we 
couldn’t afford to pass them up. 

“We had 467 dolls in our orig- 
inal order. We reordered a num- 
ber of them. We had some 60 dif- 
ferent dolls on display. We ended 
the Christmas season with exactly 
four dolls left — all pickaninny 
dolls of the same model. We could 
have sold 200 or 300 more dolls if 
we hadn’t been afraid of risking 
a heavy carryover. This new sea- 
son our doll section will be larger.” 


elections? 


games, 


goods, 


Why so successful with dolls? 

“The attractiveness of our dis- 
play and the wide selection were 
the big factors,” Waide declares. 
“Most of the dolls ranged in price 
from $6.95 to $39.95. Best sellers 
were $6.95, $7.95, $9.95 and $14.98 
dolls. We kept a $39.95 doll in the 
window and sold several 

“I saw where some dealer in 
Texas was selling $1,000 dolls. We 
didn’t go that high,”’ Waide smiles. 

“We sold many $24.95 dolls, how- 
ever, and also many at $18.95 and 
$19.95. A bride doll at $18.95 was 
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a particularly good seller. 

“I want to stress cleanliness in 
the doll section. It is very import- 
ant. Clothes must be clean and 
crisp. We found that by hanging 
dolls on pegboards, the clothes 
Stayed cleaner and straighter. 

“Many like to buy dolls early 
on the layaway plan. This is true 
especially of the higher priced 
dolls. 

“Our layaways accounted for 
much of our volume. On layaway 
sales, we requested 10 percent 
down payment and the balance at 
the customer’s convenience, with 
full payment by December 20. 

“Only two Christmas items were 
left in our layaway after Decem- 
ber 20. They were both hardware 
items. Toys were claimed, 100 per- 
cent. 

“About December 15 we called 
customers who still had layaways 
and reminded them of the dead- 
line. We found some had forgotten 
about it. But they definitely want- 
ed their selections, came by and 
picked them up. 

“In addition to layaways, we of- 
fered 30-day charge purchases for 
the convenience of our regular cus- 
tomers. 


Advertised 


“We advertised toys in the news- 
papers and on television. Response 
from both mediums was good, but 
we know most of our toy sales re- 
sulted from person-to-person con- 
tact. Customers were impressed 
by the ease with which they could 
select and buy, and also were de- 
lighted with our large selection 
And they told their friends.” 

Waide has a suggestion for an 
expanded market that he wishes 
distributors and manufacturers 
would consider seriously. 

“I think distributors are missing 
a good bet in not 
things for teen-agers,” he declares 
“The biggest problem js something 
for the teen-age boy in the 12-14 
age group. It’s rough. This last 
season we could catch the boy up 
to 12 years of age, but there was 
little to offer the ones older than 
that. 

“After a boy reaches 12, he’s 
ready to put up his electric train, 
and the girl puts away her dolls 
about the same time. Then what? 
In rural areas, guns go very well 
for boys, but there is a void in the 
city that guns don’t fill 

“Hobby planes, punching bags 
and other sporting goods for boys, 
and archery sets for boys and girls 
are only a partial solution 

“The toy market simply doesn’t 


having more 


have much to offer these children 
It’s a wonderful challenge for man- 
ufacturers to come up with some- 
thing that will tap a great market 

“I hope there will be more things 
available for the teen-age group 
this new season 

“How can teen-agers believe in 
Santa when there’s so little on the 
market for them?” Waide asks 


> 


Another Successful 
Self-Service Store 


(Continued from page 54) 


“Besides, I tell some of my cus- 
tomers that there are no finer peo 
ple in the world than those who 
trade with me; so our customers 
are being served by the best sales- 
people in the world when they 
wait on themselves. 

“We have at least four people on 
the floor at all times. They are on 
call, but the customer doesn't feel 
that he is detaining the salesperson 
while he examines the purchase o1 
makes up his mind. He's able to 
shop with greater peace of mind 

“We want people to come in to 
browse. Lots of sales are made that 
way. They can call us if they de- 
sire help or more information. Ou! 
change to self-service is not a 
change in attitude toward the cus- 
tomer. Our staff is kept busy at all 
times keeping the stock up, keep- 
ing it and the shelves clean, keep- 
ing the items well-labeled and 
marked. But we're always ready to 
serve,” Huggins emphasized 

A supply of small paper bags 1s 
in every department for the cus 
tomer’s use if desired. In the center 
of the store is a wrapping depart 
ment for heavy articles or gifts 
Because gifts are one of the store 
features, free gift wrapping serv 
ice is available 

The two entrance 
pers to get into the store quicke! 


enable shop 


and the general store layout helps 
a person to locate the area of the 
store in which he wishes to shop 
The so-called pack salesroom 
which may be entered from a 
parking lot, has been modernized 
and features principally heavier 
hardware and paints. One car 
move from it into the portion of 
the store which faces the main 
street, or vice-versa 
The murals and the 
mony in each department 
tractive as well as useful 
in that they separate department 
and in that the color chips on the 
reproductions of 


useful 


walls are exact 
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New see-‘'n-sell tubes pull glide sales. 


NEW! 


self-service 
display pack 
asks for sales 


Here's your chance for 
an extra sale to every cus- 
tomer that walks into 
your store. 
Spot these powerful 
new Bassick glide displays 
in high traffic areas. Folks 
will see them, pick up the 
new see-'n-sell tubes, and 
look at Bassick’s broad, 
flat steel bases and soft 
rubber cushions 
Next thing you know, 
you're ringing up a sale for several sets 
at 49¢ and 59¢ apiece. Business like that 
can add up—especially with the average 


home having use for 18 sets of glides 


Get your order in! 

Call your wholesaler today, and make 
sure you get your share of this high vol 
ume business. The %° diameter glides 
retail at 49¢, the 144" size at 59¢ a set 
Ten sets to a display box. THE BASSICK 

COMPANY, Bridge 


SANS, 4 


A DIVISION OF 


ARIE WORT LUNES OF CASTERS «© WAKING CASTERS 00 wont 





A Quality Line... 
A Complete Line... 


FOLLANSBEE 


Furnace and Stove pipe 


EL 


Stove pipe Reducers 


Oo 


Stove pipe elbow and tee 


You'll be able to fill all of your 
customers’ stove pipe needs with 
this complete, quality line of 
Follansbee Quick-Lock* and 
Security-Lock* Stove Pipe. 
Here’s an opportunity for real 
profit with a Stove Pipe Line that 
needs no introduction. Available 
in distinctive blue, galvanized 
and chromium. You can also offer 
the accessories—items like: 
elbows, angles, tees, collars and 
all types of reducers—in each of 
these finishes. 
*Quick-Lock—Locks in a jiffy, 
without tools. Available in 
Blue, Galvanized and 
Chromium. 
*“Security-Lock—Requires tools 
for closing. Available in Blue 
and Galvanized. 
Shipped in 
sturdy, corrugated cartons 


See your jobber or write 


FOLLANSBEE 


Steel Corporation 
a Box 567 
mh 4 Follansbee, West Virginia 
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the colors of paints and enamels 
handled by the firm. For instance, 
in the front of the main portion of 
the store is a huge paint brush 
mural. The handle of the brush 
serves as the pointer, and “to paint 
department” is lettered on it. In- 
cidentally, the murals were done 
by Mrs. Rebecca Huggins Walston, 
a daughter of Mr. and Mrs. Hug- 
gins 

Actually self-service and the 
honor system are not new to Hug- 
gins because he was the daddy of 
the “honor system apple boxes” on 
the campus of the University of 
North Carolina during his college 
days. “I had boxes of apples in the 
YMCA and other places on the 
campus and depended entirely on 
the honesty of the individual in 
paying for every apple he took. I 
made part of my way through 
school that way,” Huggins said. 
“And I found out that 98 percent 
of the people are honest.” 

Huggins finds that self-service 
not only saves time for his cus- 
tomers but allows him more free 
time to participate in his numerous 
civic affairs and other outside in- 
terests. 


o 


Piedmont Hardware Names 
General Sales Manager 


J. H. NEWLIN has been promoted 
to the position of general sales 
manager of Piedmont Hardware 
Co., wholesale organization of 
Danville, Va., according to E. C. 
Bradford, executive vice-president. 

Newlin has had wide experience 
in the hardware and sporting goods 
field. Prior to his appointment he 
traveled a territory in North Caro- 
lina, representing Piedmont Hard- 
ware for a period of approximately 
nine years 


* 


Utica Appoints Glandon 
Southwestern Sales Rep 


Utica Drop Forge & Too] Corp., 
Utica, N. Y., has appointed Melvin 
S. Glandon as direct representative 
for the southwest territory, accord- 
ing to T. R. Hughes, Utica vice- 
president and director of sales. 

Glandon, a native Texan, will 
cover the North Texas, Oklahoma, 
and Arkansas territory. He has 
been associated with the whole- 
sale hardware business for the past 
15 years. His headquarters will be 
301 McMillan St., Waxahachie, 
Texas. 





Each month thousands of men en- 
gaged in the hardware industry 
throughout the South and Southwest 
meet through the pages of SOUTH- 
ERN HARDWARE for discussion and 
solution of mutual problems and pre- 
sentation of new ideas and sugges- 
tions. 


For over thirty-five years SOUTH- 
ERN HARDWARE has been a de- 
pendable guide to the wholesale and 
retail hardware trade. Up-to-date in- 
formation on all phases of the hard- 
ware business is found every month 
in its pages. 

The magazine has been built on 
a program of service to readers that 
covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION 
ADVERTISING 

INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


And very important, there is al- 
ways local news about friendly peo- 
ple and their activities in the South- 
ern and Southwestern hardware trade 
—a feature that no other magazine 
has developed so fully. 

Each of these subjects is given 
special attention in its relation to 
the special needs and problems of 
Southern hardware men. 


Why don't you join this monthly 
get-together? The modest subscrip- 
tion price of only $2.00 for THREE 
full years of informative, value- 
packed reading is an outstanding in- 


vestment in your future. 


If you aren't a subscriber, become 
one—or, if your subscription is about 
to lapse, renew it! The small expense 
will be returned to you many times 
in the thousands of pages of valuable 
information that will be yours for the 
next three years. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 8, Georgia 
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measure...identify 
HODELL CHAIN 


by COLOR! 


PROOF COIL—GREEN HIGH TEST—BLUE 


NEW Length Marks...cut measuring time 
NEW Color Coding ...identifies chains instantly 


These color coded plastic bands are the keys to a new casc 
in handlis ull three of these Hodell Chains, in all sizes 


.and NEW S 


The colored, printed bands positively identify the chain 
color-coded end tags . , . . 


at a glance and eliminate common stock-handling errors 
TRIPLE UTILITY: (1 llored and Every 10 feet, to the nearest link, there’s a band... 10 


j 


printed for positive feet of chain between bands a quick, sure measuring 


cha size a grade 
device Five oot ler gths are ust as sy ft f da t ’ 


, , ' 
of chain immediately 


side to record chain withdra doubling up a 10” 

the container and show quantity These “10's”, you'll agree, are mighty practical both for 
maining. It’s easy metach tag measuring and for tabulating stock records. Right chair 
fr the length cut , , 
a right length Hodell makes certain that you'll be ri 
to free end of chair . 
with color-coded length-marking on every size of Proof 


Coil, BBB Coil and High Test Steel chains 


HODELL CHAIN COMPANY ° Cleveland 3, Ohio 
Division of The National Screw & Mtg. Co. 4 ages 
i MT MT mas ee ee ia eS. llr ll Valional 





TO LOOK AT... 


TO HANDLE... 


TO USE... 


the most accepted, most popular Electric 
Ice Cream Freezer features the rich mellow glow 
of copper for its die-cast aluminum main frame* 
thus assuring a lifetime surface of easy to clean 
beauty. 


THE GAY NEW 


a truly beautiful finished tub in eye- 
catching Glacier Blue. 
famous “exclusive “Twist-Lox,”* the fea- 
ture which eliminates clumsy latches and hinges 
and permits the main frame to be put on or taken 
off as quick as a wink 


a cream can with special reinforcement 


IN TODAY’S SMARTEST to insure perfectly round shape.* 


DECORATOR COLORS... a product proved by ver 500,000 familic 
ALL THIS IN THE ELECTRIC ICE CREAM 
FREEZER WHICH HAS BEEN NO. 1 IN SALES 


THE “SELLINGEST’” ELECTRIC IN AMERICA FOR 25 YEARS 


SPECIFICATIONS 


ICE CREAM FREEZER IN Cepocity | Medel Ne. | Packing Shipping Wor 


2 QUART 420 » Cr 13 Pounds 


ALL THE WORLD! ‘avant | [Vien | 7 Pont | 
— 


6 QUART 


"PS Remember omy i 
features. Also, a Dolly Mad 
nn" ‘ 


‘ y ‘ ta. 
Cause I a is a 


as permanent as t be 


the J. E. PORTER 








DEALER SALES AIDS 


IAIN 


Paint Brush Display 


A new wire paint brush display 
that holds a stock of 24 different 
brushes with a retail price range from 
40 cents to $6.39 is offered by A. G. 
Jacobus’ Sons, Inc., of Verona, N. J. 

The assortment shows 15 (three 
lines) of varnish brushes from one to 
three inches, three sizes of trim 
brushes, and six wall paint brushes. 
A price font shows the retail price of 
each size. 





@ Request More Information on 
Sales Aids 
New Products 
Catalogs & Bulletins 


NO POSTAGE NECESSARY 


Please be sure to fill in your Firm's 
Name and your position on the 
Coupon. This service cannot be 
extended to yout unless this in- 
formation is furnished. 


The display is 40 inches high by 24 
inches wide, and may be used as an 
easel on the counter or floor, as a 
swinging display, or fastened perma- 
nently on a wall. For more informa- 
tion— 

Circle No. Al on coupon, pg. 76 


Bakeware Merchandiser 


A new Bakeware Merchandiser has 
been announced by the West Bend 
Aluminum Co., West Bend, Wis. The 
display consists of a single unit dark 
maroon peg board frame with natural 
finish wood legs. Items are stacked 
right on the display. 

The display is designed to hold up 
to 21 different West Bend bakeware 
items. The standard assortment of 
bakeware will be offered at the 
regular discount. If only counter top 
space is available, the top may be 
used separately by swinging out th« 
back easels. 

The overall height of the D-117 
Bakeware Merchandiser is 80 inches; 
overall width, 4644 inches; and the 
depth, 23 inches. The display is 
shipped in four parts, all packed in 
one carton, consisting of the upper 
and lower sections, the legs and a 
West Bend sign. Instructions for as- 


Postage 
Will be Paid 
by 
Addressee 


For more information on these sales aids 
use the free post card at bottom of page 


GE porew are 


mbly and a suggested bakeware ar- 
rangement print are included in the 
corrugated shipping carton. For mor 
information 


Circle No, A2 on coupon, pg. 76 


Broiler Merchandiser 


For easy selection of nine different 
broilers, the new Androck three pane! 
Broiler Display (No. 800) fits around 

post (24” triangle), stands open on 


If Mailed 
in the 
United States 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R.. ATLANTA, GA 
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a line (5’ x 2’) or unhinges for in- 
dividual two-foot-wide panel dis- 
plays. The unit is manufactured by 
The Washburn Co., Worcester, Mass. 

The four-foot-high sections are 
made of hardboard with standard 
one-inch pegboard punching, to ac- 
commodate conventional hanging 
hooks, and are in three different 
colors: pink, yellow and turquoise. 
The 66 pieces of merchandise in- 
cluded with this display have a total 
retail value of $165.80. For more in- 
formation— 

Circle No. A3 on coupon below 


Wheel Display 
A point of purchase display for 


semi-pneumatic, ball bearing Gleason 
wheels is offered to dealers by 


Gleason Corp., 250 North 12th St., 
Milwaukee 3, Wis. Mounted on the 
display are five most-used sizes of 
the wheels which may be used for 
power lawn mowers, garden and 
farm carts, lawn furniture, golf bag 
carriers, etc. A colorful sign suggests 
the various uses for the wheels. 

The Gleason Wheel Display is pro- 
vided to dealers free of charge with 
either of two wheel assortments— 
the No. 52 Standard assortment, con- 
sisting of 23 wheels; or the smaller 
No. 522 Starter assortment, with 
eight wheels. Both assortments in- 
clude special reducers that adapt 
standard %-inch bore wheels for 
5/16-inch or %-inch axles. 

Window banners, envelope stuffers, 
ad mats and other merchandising 
helps are provided also without cost. 
For more information— 

Circle No. A4 on coupon below 


Tent-Sales Kit 


H. Wenzel Tent & Duck Co., 1035 
Paul St., St. Louis 4, Mo., is offering a 
free Tent-Sales Merchandising Kit in 


connection with its new aluminum 
treated Cool-Camper tent. 
The free kit contains a full color 





Please send more information on these catalogs and bulletins: 
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Please send me more information on these sales aids: 


itt 114 
112 «055 
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counter display with actual samples 
attached of the aluminum treated 
canvas and the nylon screening used 
in the Wenzel Cool-Camper. The 
counter display also has catalog type 
descriptive matter on the Cool- 
Camper listing features, specifications 
and prices. 

Also included in the kit are hand- 
out folders and newspaper ad mat on 
the Wenzel Cool-Camper. For more 
information— 

Circle No. AS on coupon below 


Floor Wax Promotion 


The Butcher Polish Co., 183 Com- 
mercial St., Boston, Mass., offers a 
“Sales Starter” promotion to intro- 


duce its products. Twenty-four one- 
half pints and one free quart can be 
won by customers who pick lucky 
tabs on the punch board. 

Quart and half-pint prizes and 
added display pieces are sent along 
free with initial order totalling $26.20 
and carrying $13.10 profit. For more 
information— 

Circle No, A6 on coupon below 


Tape Trade-in Plan 


A Trade-In Plan on tapes or rules 
is presented by Evans Rule Co., 400 
Trumbull St., Elizabeth, N. J. With 
the plan, the customer trades in any 
old tape or rule, regardless of make 
or condition, to his hardware dealer 
and is allowed 25 cents toward the 
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makes the difference 
in sales! and in action! 
Utica’s New 
Sohet-O Lock 
Locking Adjustable 
Wrench 




















Utica’s SELECT-0-LOCK will add sales magic to your 
tool department. 


There’s no more slipping or resetting with SELECT-0-LocK. Lock 
it—unlock it with one hand. Push the magic button and wrench 
stays locked at the desired position—just like an open end 
wrench. Pull the magic button and it’s a conventional adjustable 
wrench. And it’s built for rugged use—the magic button will not 
accidentally push in and unlock the wrench. SELECT-0-LOCK is 
just what your customers have been looking for. 


The 6, 8, 10 and 12 inch sizes of SELECT-0-LOCK are priced at 
$2.08, $2.44, $3.10 and $4.50 respectively. 


Order from your hardware distributor today and add magic 
to your sales. 


*PATENTED © Th A 
® 


THE HALLMARK OF QUALITY 


UTICA DROP FORGE & TOOL CORPORATION 


Utica 4, New York 
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sensational! 


KLEER-VISION 


COLOR TV WIRE 
Covers Every Need! 


The newest sensation of the nation—TV 
lead-in wire in 11 fabulous colors! Your cus 
tomers will replace their old, brown, worn 
out wire with new bright colored wire—you 
harvest profits by the bushels! Sell your cus 
tomers what they want—colored lead-in wire 
to match or contrast with their home, ex- 
terior paint, inside woodwork, wallpaper, 
rugs, etc. Kleervision promises faster turn 
over with these gorgeous colors packaged 
in 50 ft., 75 ft. and 100 ft. lengths! 


Colors Sell It! 
Women Buy It! 


@ Pink @ Pastel Blue 

« White @ Pastel Green 
@ Pastel Yellow @ Silver 
s Gold @ Cleor @ Coral 
@ Brown @ Red 


Make Sure You Order Today! 

SAMPLE PACKAGE DEAL No. 2 

.Consists of eight 50 ft 

coils and eight 75 ft. coils in 

assorted colors with new Handi- 

Pak wire display for floor, coun- 

ter or wall...$15.90 F.O08B 

Mountain View, N. J. Mail check 

with order—you save parcel post 

charges. Yes, your order is 

shipped prepaid when check ac- 

; companies order. And you can 
= deduct 2% for cash! 

- _ KLEERVISION MEANS PROFITS . . 

Retail Value* $34.00 

*(50 ft. card sells Your cost per Carton 918.80 


for $1.75, 75 ft (incl. display) 515.00 
$18.10 


card for $2.50.) Your big profit 


b 
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a 

r 
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Order Today For Your Sho be Profits! 


KLEERVISION MFG. CO. 


BURGESS PLACE MOUNTAIN VIEW; N. J° 





purchase of a regular model Evans 
Pocket White-Tape. 

Dealers participate in the trade-in 
plan by purchasing the new Evans 
Trade-In Unit #2343. It contains an 
assortment of 12 regular model Evans 
Pocket White-Tapes, consisting of 
two 6-foot, three 8-foot, four 10-foot 
and three 12-foot tapes. 

With each purchase of the Trade- 
In Unit, a dealer receives free, one 
King Size 10-foot White-Tape, which 
retails at $2.40, and one King Size 10- 
foot replacement blade, retailing at 
$1.10. The free merchandise returns 
the dealer’s cost of giving a 25 cents 
trade-in allowance on each of the 12 
tapes in the unit, plus a 50 cents 
bonus—or a net return of 35 percent 
on sales. 

Each Evans Trade-In Unit is in- 
dividually packed and has a ship- 
ping weight of 4% pounds. Cost of 
the unit to the dealer is $11.55; retail 
price is $17.80; profit is $6.25, a full 
35 percent. For more information— 

Circle No, A7 on coupon, pg. 76 


Painters’ Tools Unit 


The new Al9 Merchandiser, con- 
taining a wide assortment of painters’ 
tools, is made available by Red Devil 
Tools, 2400 Vauxhall Rd., Union, N. J. 


With each purchase of the Al9 as- 
sortment of tools, dealers receive, 
free, a display peg board on which the 
assortment is mounted. The board is 
designed for use on counters, walls or 
columns. Dealers also receive, free, 50 
pocket-size 16-page “How to Pre- 
pare Surfaces for Finishing” booklets. 

The Red Devil Al9 Painters’ Tools 
Merchandiser assortment consists of 
12 P103-14%4F putty knives, 12 P103- 
3F wall scrapers, six P103-4% 
wall scrapers, six P103-6 spacht- 
ling knives, 12 No. 10 wood scrapers, 
12 No. 40 wood scrapers, six No. 50 
wood scrapers, six No. 9A sandpaper 
holders, 12 No. RS23 razor blade 
scrapers, 12 No. 023 glass cutters, 12 
No. 1 replacement blades (for No. 10 
wood scraper), 12 No, 1% replace- 


ment blades (for No. 40 wood scraper) 
and 12 No. 2% replacement blades 
(for No. 50 wood scraper). 

Each unit is packed individually 
and has a shipping weight of 38 
pounds. Cost of the Al9 to the dealer 
is $33.80; retail price is $56.34. For 
more information— 

Circle No, A8 on coupon, pg. 76 


Rifle Display 


A new combination shipping con- 
tainer and floor display featuring 
four 22 caliber rifles has been made 
available by Remington Arms Co., 
Bridgeport, Conn. 


The package, in color, requires no 
complicated set-up. The company 
packs the guns into the unit at the 
factory and instructions show the re- 
tailer how to assemble it. There is no 
extra charge for the display unit 

Included in the package are two 
Model 514A bolt action single shot 
rifles, a Model 512A bolt action re- 
peater, and a Model 550A autoloader 
The display’s dimensions are 17% 
inches in width, 44% inches in 
height, and 6% inches in depth. For 
more information— 

Circle No. A9 on coupon, pg. 76 





PRINTED HELPS 
and other sales aids for 1956 





Jackson Manufacturing Co., Harris- 
burg, Pa., has available a 3-fold cir- 
cular in color, which can be used as 
counter circulars or mailing stuffers 
on its complete lawn and garden 
equipment line. These stuffers are 
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available upon request. For more in- 
formation— 
Circle No. Al0 on coupon, pg. 76 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The Salesmaker, available in counter 
or floor models, holds seven sizes of 
rope which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Circle No. All on coupon, pg. 76 


Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., 
919 N. Michigan Ave., Chicago 11, 
fll., has available a pocket-size calcu- 
lator to speed and simplify aluminum 
roofing calculations. The new “Con- 
version Calculator” is made of heavy 
cardboard and operates like a slide 
rule. One side of the calculator lists 
computations for corrugated and five 
V-crimp roofing sheet in 26-inch 
widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 

Circle No. Al2 on coupon, pg, 76 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 
display kit free of charge. The kit 
contains a counter card, 9” x 18”, 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts; and a giant streamer, 12” x 28” 
printed in two colors. All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information— 

Circle No. Al3 on coupon, pg. 76 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display. 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No. Al4 on coupon, pg. 76 


The Enterprise Manufacturing Co.., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 





Corded in 1 and 2 ib. boxes 
TAKE 50% LESS SPACE 
THAN OTHER PACKAGED NAILS 


Shipping weight per carton 58 Ibs. 


SETS THE PACE 


Tr — beats competition 
with better packing, greater self- sell 


Palm-of-your-hand packages of 
Atlas Nails give you so many 
extras that save time, space, and 


os veenaes Sh ate money — and boost sales! 


corded, not poured, into each 
sleeve box, to make it smaller, 
hondier. 


The trend today, we all know, is toward self-service packaging. 
Atlas Packaged Nails put you right out in front . . . with better 
packages, better “help-yourself” displays than any other brand! 
Bright red color, plus large, clear labels actually invite customers to 
pick up a package. So stock up soon... to profit quickly... with 
Atlas Packaged Nails. Call your supplier today! 


@ Take 50% Less Space @ Nothing To Wrap 
@ Your Stock Is A Display @ Easy To Inventory 
@ Nothing To Weigh e@ You Sell More 


e@ You Profit More 


dee Atlas 2 


FAIRHAVEN, MASS. * HENDERSON, KY. 
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er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No. Al5 on coupon, pg. 76 


Melnor Metal Products Co., Inc., 
10-40 45th Ave., Long Island City 1, 
N. Y., offers a cooperative advertising 
plan to eligible dealers whereby 
Melnor pays 50 percent of the actual 
space cost of the dealer. The cost, 
however, cannot exceed $20 for each 
advertisement placed. The space cost 
is paid directly to the dealer. The 
limit is six advertisements per dealer 
in any one calendar year. The com- 
pany also will provide mats for the 
ads. For more information— 

Circle No. Al6 on coupon, pg. 76 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand. The cabinet has a storage 
rack for extra stocks. An information 
chart is also available. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 


wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 
Circle No, Al? on coupon, pg. 76 


Wen Products, Inc., Chicago 31, IL. 
makes available to dealers colorful, 
30” x 10” window streamers or wall 
signs — two featuring Wen Model 
#250 or #199 “Quick-Hot” Electron- 
ic Soldering Guns; others Model 
#202, #303 or #404 Electric Sander- 
Polishers. Two-color folders, 33%” x 
6%”, which illustrate and describe 
the above-mentioned products, and a 
wide assortment of glossy photos, 
electros, mats, and prepared ads also 
are offered. For more information— 

Circle No. Al8 on coupon, pg. 76 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red on white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 11-minute 
or 20-second radio announcement on 
any product plus newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 842” x 5%”, 


two colors, two sides, describes all 
merchandising aids for the dealer’s 
convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expense upon presentation of 
invoice and proof of insertion and 
use. For more information— 
Circle No. AlS3 on coupon, pg. 76 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is avail- 
able in any quantity upon request. A 
floor type shovel rack which provides 
a great degree of flexibility inasmuch 
as it can be moved from one part of 
the store to another and which dis- 
plays six or more shovels, spades and 
scoops is made available at a small 
extra cost. For more information— 

Circle No. A20 on coupon, pg. 76 


Camillus Cutlery Co., Camillus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Cameco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 
free of charge when ordering the unit. 
Also available free of charge are 
window streamers in three colors, 








YOUR CHANCE TO WIN A 


VACATION TRIP FOR TWO 





accepting $500 in cash. 


APRIL 1, 


You or your Wallrite Department manager may 
have a choice of the all-expense vacation trips to 
such glamorous spots as San Francisco, Canada, 
Nassau or Mexico City. Or if you, as a winner, do 
not care for the trip you have the privilege of 


HERE'S MORE 





IN » Wallin BIG SUMMER CONTEST FOR DEALERS 


1956 TO AUGUST 15, 
* 


~ 


1956 


All you have to do is write a slogan, for your own 
store or Wallrite Department, which incorporates 
the word WALLRITE. Each slogan must be accom- 
panied by an order for at least 25 rolls of Stand- 
ard Grade Wallrite, 
April 1, 1956 and August 15, 1956. 


GOOD NEWS!!! 
10 BEAUTIFUL PATTERNS — FOR EVERY ROOM IN THE HOME 


to be delivered between 





ADVERTISING CAMPAI 


A NEW SAMPLE SOOK Bee A HARD-HITTING CONSUMER 
N TO BE CONDUCTED THIS FALL 








. BOX 


FLEMING oe SONS, INCORPORATED 


DALLAS 21, 


1291 





TEXAS 
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ysewares buyer will 
sales by working 





. will see the largest selection of merchandise 
ever assembled under a single roof for a 
mid-year exhibit. 

. will meet with top policy-making manufacturing 
executives and get first-hand knowledge of 
what's ahead in production, distribution, 
delivery, prices. 

- will get a wealth of business information and 
merchandising ideas. 


. will see your regular sources of supply. 
. will make numerous important new contacts. 


. will have days of intensive buying time away from the 
office with its many distractions. 


. will find a working show where buyers come to buy 
from sellers who are there to se// their newest, 
most compelling products. 


. will get business information and merchandise 
you need for the important Fall through 
Christmas selling season. 


thew to mo subtitite [ov your 
National Howewares 


of 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 
1140 Merchandise Mart, Chicago 54, Ill. 
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Satisfaction stemming from a century of quality and 
progress keeps customers coming back for other BOKER 
TREE 4¥ BRAND items, pliers, snips and garden tools. 
Ask your Jobber today about the whole BOKER line. 


EASY PINKER 

SHEARS 

Removable hollow-ground 
precision steel biades, 
Forged Aluminum handies 
Lightweight comfort- 
designed; sell the moment 
customers pick them up 


HOUSEHOLD KNIFE SET 

Fast pace-setter! A top quality 
assortment of most-used kitchen 
knives, in a fashionable, pink 
wall holder. Stainiess stee!, hol- 
low-ground knife Diades, genuine 
Pakkawood handles 


800 

TEAR SET 
An item women go for — every 
man wants. Handsome to look 
at razor sharp, hollow-ground 
biades 
CARVING SET 
Sell quickly because they 
look their quality! Highest 
quality steel. Genuine stag 
handies shaped to fit the 
hand 


= 6066 

POCKET KNIVE 

Sell them once, and you'll 
never carry another brand! 
Fine steel and fine looks in 








patterns to suit every taste 

Visit us at 

Booths 136-138-140 

National Housewares 

and Home Appliance 

Exhibit 

Atlantic City, N. J. 

July 9-13 


L OR 

SHEAR 
Priced to sell on sight—at a 
good profit! Wide variety of 
sizes. Quality all the way 








NEWLY DEVELOPED EVANS 
CHALK line 


line 


7 


fs 


RETAIL 
ONLY 


$149 
50 ff. 


Wy , 


4 


a 
eee, flr’ 


More features 
than any other 
Chalk Line made! 


¢ Built-in Plumb Bob tip for 
easy one-man work 

* Slide action brake separate from 
rewind handle. Automatically 
unlocks on rewind 
Sturdy die-cast aluminum case 
practically indestructible. 
Easy to fill. 44 turn screw opening 

won't come loose accidentally 

Hook ring for one-man chalking 
and plumbing 
Rewind handle folds flush 
Unconditionally guaranteed 
Available with 50-ft. and 100-ft. lines. 


STOCK EVANS 
CHALK CARTRIDGES 
Spill-proof refills 
Perfect for use in any Chalk 
Line. Retail 10¢ each—one full 
ounce and Evans Replacement 
Lines—wound on reusable 


plastic reel. 
50 ft. 25¢ retail. 


RETAIL 
FROM 


yo 
ie 


EVANS KING-SIZE 
6, 8. 10, 12-ft. TAPES 
Stand Up Straight for One-Man Measurements 


FAMOUS EVANS 
DOUBLE MARKINGS 
Work in feet and inches? pty Lyeytnt 
Read Here |{ 1 


sass pee ya PF iuhult Finditt 


Ewatia RULE CO. 


400 Trumbull Street - Elizabeth, N. J. 
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pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 
each of the 12 top selling numbers. 
The case is a wooden cabinet with 
glass front for display of 12 knives. 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 

Circle No. A21 on coupon, pg. 76 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers. The service features a com- 
plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat service 
is a folded broadside devoted to il- 
lustrating the prepared mats, empha- 
sizing dealer promotion, and includes 
a selection of 30- and 60-second 
radio spots on various items of 
Shakespeare tackle. For more infor- 
mation— 

Circle No. A22 on coupon, pg. 76 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request. 
For more information— 

Circle No. A23 on coupon, pg. 76 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is displayed in specially printed 
broadsides. Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 

Circle No, A24 on coupon, pg. 76 


Ray-O-Lite Corp., 316 Peachtree 
St., N. E., Atlanta, Ga., makers of 
fiberglass awnings, aids dealers 
through a “flip chart” sales manual. 
The presentation is well illustrated 
and contains brief descriptive ma- 
terial. For more information— 

Circle No. A25 on coupon, pg. 76 


Crescent Tool Co., Jamestown, N 
Y., has available for dealers several 
floor and counter display stands. 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 


of the same panels. A similar floor 
stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them 
on special easels which will accom- 
modate either single panels or two 
of them back to back. The boards 
also may be hung on peg boards. For 
more information— 
Circle No. A26 on coupon, pg. 76 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman’s De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep 
For more information— 

Circle No, A27 on coupon, pg. 76 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost 
Indoor sales and service signs, de- 
signed to stamp the store’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each. For more information— 

Circle No. A28 on coupon, pg. 76 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. D-13 contains 
free metal wall display and 13 bit as- 
sortment of Irwin 62T Bits, one of 
each size 4/16” through 16/16”. No 
8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 
30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 
envelope stuffers are also available 
For more information 

Circle No. A239 on coupon, pg. 76 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers its deal- 
ers two scale promoter display 
stands. Display # D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor, or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No. A30 on coupon, pg. 76 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
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sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 
Circle No. A3l on coupon, pg. 76 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 
line and Christmas twine. For more 
information— 

Circle No. A32 on coupon, pg. 76 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter 
displays, and special store displays in 
numerous sizes, colors, and ma- 
terials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number 
of colorful counter displays on vari- 
ous products. For more information— 

Circle No. A33 on coupon, pg. 76 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plastic 
construction at no extra cost for the 
TD-48 Hold-E-Zee screwdriver as- 
sortment. This Tenite display holds a 
stock of 48—17 types and sizes—one 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Circle No. A34 on coupon, pg. 76 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
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Check Stains and Streaks _ 
Build Customer Satisfaction 
with STORMGUARD NAILS 


Stormguard Nails prevent unsightly 
rust stains—reduce painting and re- 
pair costs—drive easily and hold fast 
—cost less than non-ferrous nails—are 
conveniently packaged. 


No angry homeowner will be 
calling vou out to look at nail 
stains on a house you built 
i you use Stormguards Storm- 

} guards mean trouble-free nail 
| ing, both for initial application 
and later 

For a house-time, Storm 

guards reduce maintenance costs and worries for 
your customer and enhance your reputation for 
quality products and workmanship 

Stormguard Nails are a revolutionary new fast 
ener, especially designed to apply rooting siding 
and trim. For strength and excellent driving quali- 
ties they have a steel core; for permanence, a 
double-dipped coating of rust-resistant zin« 

On the job Stormguard Nails save time and 
labor, drive easily without heads popping off « 


bending, minimize splitting 

Stormguard Nails are available in standar 
lengths. gauges and head sizes, smooth and ancl 
(ring) shanks, labeled and packed in conventer 
5 lb. cartons. Order today from your building 


produc ts supplie r 


These Types Also Available 


Iivstrations are slightly 
smaller then actvel size 


GET THIS 
FREE 


HANDBOOK 


Tells you how and where to use these 
new rust-resistant nails. Want free 
nail samples, too? Specify type: Reof- 
ing, Siding or Trim 


y 


Colored Insulating Siding Flooring Under- 
layment — Gypsum Wallboard — Metal Roofing 


W. H. MAZE COMPANY, Peru 8, Illinois 
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FOR MORE PROFITS... 


Get on the ball 





Ordinary tank 
pall joggles 
down. Im 
s* proper seat or 


sticking lift wire RETAILS 


69c 


Propeller oc 
tion spins 
PRO-PEL into 
place- No 


aiesna wre] Sping like @ top! 
Seals like @ cork! 


PRO=-PEL 


TANK BALL 
NATIONALLY ADVERTISED! 


Your customers are seeing PRO-PEL ads in news- 
papers all over the country. PRO-PEL with the 
patented propeller action! 

So get on the ball and take advantage of this 
advertising now! 


Ask Your Jobber 











Suse) sju A Specially Mtg. Co. 


There’s Pp ROF IT 


IN SUNSET 
Specialized Fishin ¢ Lines 


Made in the South 
for Southern Fishermen 


When you stock SUNSET lines you have all of 
these things working to help you sell them: 


© Specialized lines designed e Fast deliveries to 
for your fishing areas eliminate big inventories 


@ Finest packaging © Consistent advertising 


© Best prices @ Valuable sales aids 


4 BEST SELLERS 
e CASTMASTER 
Nylon Casting Line 


I 
I 
i 
i Put a compact 
I 
i 
Salt Water Line Tig Merchandiser 
i 
i 
I 
t 
t 


Sunset Line 


e FLEXON on your 
Soft Monofilament counter and 


° FLOATER ety 
Fly and Bug Line aie i 


Write for complete color catalog of all specialized Sunset lines 





FLORENCE eR. ALABAMA 
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erate quantities without charge upon 
request. Count«r models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer- 
tain conditions through wholesalers. 
For more information— 
Circle No. A35 on coupon, pg. 76 


Scott-Atwater Manufacturing Co., 
Inc., 2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1956. This material includes 
free mats and ad builders; giant win- 
dow streamers which feature the 1956 
line; handout stuffers; line folder; 
color postcards; dealer decal; im- 
printed match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in three 
colors, plastic, 50” x 14”, and illumi- 
nated by two fluorescent tubes, and 
an outdoor sign 72” x 36” illuminated 
by four fluorescent tubes are among 
the signs available. For more infor- 
mation— 

Circle No. A36 on coupon, pg. 76 


National Lock Co., Rockford, IIl., 
will supply single- and double-column 
newspaper mats without charge to 
customers featuring National Lock- 
sets, Cabinet Hardware, Furniture 
Trimmings, and Tutch Latch. En- 
velope enclosures describing the 
same products are also available. For 
Locksets, a counter sign is offered 
without charge. The Select-a-pak 
merchandising plan introduced as a 
sales aid features screws, stove bolts, 
and hardware products packed in 
small compact boxes which have 
clear acetate sliding covers. Counters 
and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 
for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information— 

Circle No. A37 on coupon, pg. 76 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish, 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
plays with the purchase of merchan- 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 
100 foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 

Circle No, A38 on coupon, pg. 76 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 










most people 
still want quality! 











ee 





that’s why it 
always pays 
to sell 

GREENLEE 







The minute you hand a Greenvee tool 
to a customer, he can “‘feel’’ the 





fine quality and extra workmanship that 





go into its making. Every Greener 
tool is carefully formed and finished for 





accuracy and correct cutting edges 

and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 






Green.ee tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 


when vou sell Greenter. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits .. . Chisels . . . Gouges 
Turning Tools . . . Drawknives and 







manv more. Ask your wholesaler, or 


write for free, new complete catalog. 


TOOLS FOR CRAFTSMEN 












GREENLEE 


hh FREE! HAND TOOL 


PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices ond on costs, to help you 
rapidly figure your morkups. Tells your 
profit story in seconds. Free to hordwore 
ond building supply deolers .. .« send 
request on your letterhead. 





|| eS 
\=a 
GREENLEE TOOL co. 


1826 HERBERT AVE., ROCKFORD, ILL. 
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THE TRADE 
PREFERS 





Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 

saves shelf 

space. 


Clark utilizes 3 standard size 
shipping cases. Proportional 
size of these cases permits 
orderly stacking saves 
space in your warehouse. 
“Engineered” packaging per- 
mits exact fit of cartons in 
cases eliminates 
“shucking” avoids 
errors and saves time in 
taking inventory. 
Request free catalog 
covering the complete 


Clark line of industrial 
fasteners. 


SINCE 1854 


BROS. BOLT CO. 
MILLDALE, CONN. 





plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
stuffers of interest to home-owners 
and prospective builders, and a 
booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available 
is an assortment of carded hardware 
complete with display rack. For more 
information— 
Circle No. A39 on coupon, pg. 76 


Midwest Tool and Cutlery Co., Inc., 
Sturgis, Mich., offers dealers a small 
wire display rack for merchandising 
its line of steel snips. The display, 
which takes up only one square foot 
of counter space can be displayed 
also in windows or can be hung on 
walls. The merchandiser contains a 
varied assortment of 12 snips with a 
retail value of $23.85. The rack shows 
stock number and retail price and 
enables the dealer to see at a glance 
those items in short supply.The dis- 
play rack is given free with purchase 
of the merchandise. Both are packed 
in one carton. For more informa- 
tion— 

Circle No. A40 on coupon, pg. 76 


Ocean City Manufacturing Co., “A” 
and Somerset Street, Philadelphia 34, 
Pa., is publishing a monthly news- 
letter for fishing tackle dealers. The 
publication is designed to give tackle 
dealers information so they can make 
more profit. For more information— 

Circle No. A4l on coupon, pg. 76 


The Patterson-Sargent Co., 1325 E. 
28th St., Cleveland 14, Ohio, publishes 
a complete catalog of suggested deal- 
er sales aids. These include radio 
commercials, window and outdoor 
signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 

Circle No. A42 on coupon, pg. 76 


©. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven 5, Conn., 
makes available to dealers a two-col- 
or window streamer promoting its 
line of guns, advertising mats, enve- 
lope stuffers, a sales manual, a color- 
ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 
free electrotypes as well as radio and 
TV commercials. For more informa- 
tion— 

Circle No, A43 on coupon. pg. 76 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids includir.g imprint 
book matches, display boards and 
display rolls, newspaper mats, counter 
signs, decals, envelope stuffers, and 
counter costs for sales personnel 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 


and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is 3%4” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
4%” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed te contain 9 of the 
Heavy Duty Slip Joint pliers—four, 
6”; three 8”; and two, 10” patterns. 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 
blue and white on silver foil carton 
For more information— 
Circle No. A44 on coupon, pg. 76 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display. 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a _ three-color identification 
banner with hangers illustrating the 
four lines of power equipment and 
explanatory literature on all prod- 
ucts. For more information— 

Circle No. A45 on coupon, pg. 76 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder. 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 

Circle No. A46 on coupon, pg. 76 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No. A47 on coupon, pg. 76 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 


SOUTHERN HARDWARE for JUNE, 1956 








Get this colorful display 
with 4 popular 22 rifles 
—at no extra cost! 


Now you can order popular Remington 22 rifles that 





come shipped in a colorful floor display. Just slip off 
the protective cover, stand it up and watch it sell! 
The four fast-moving Remington 22’s include two 
Model 514 bolt-action single-shot rifles, one Model 512 
bolt-action repeater and one Model 550 autoloader. 


A unique locking device protects the guns, lets you 
spot the display wherever your store traffic is 
heaviest. Bright green, red and yellow colors catch 
the eye. Ask your wholesaler for the Remington 
22 rifle assortment and display #420 that 


costs nothing extra. 


Special offer on 22 ammunition 
merchandisers = now TWO space-saving sizes! 


Pu 


= ” 
. ‘ : ow oi Pati, 
Either of these attractive pine-wood counter mer- , coz Aeminstom W-SPEED™ 22% 
p RO $00? shooting mary fag 
Meri n ; > i 


chandisers can boost impulse sales of your Remington 
22 ammunition. Pick the one that fits your volume— 
Remington No. 3200, holds 3500 rounds,* occupies 
less than 34 sq.ft. of space. Remington No. 1750 holds 
1800 rounds,* needs only )5 sq. ft. of space. A special 
lock releases hinged glass front for easy customer serv- 
icing . . . protects your merchandise. Get complete 
details on these sales-boosting, space-saving displays 
from your wholesaler now. 


~—— 0P e00 befany / 


* Approximate capacity. 


SOUTHERN HARDWARE for JUNE, 1956 





Every Homeowner's a 
xt for :.. 


Red-hot Pros 


Sealer-st 
Alvminum and Fel 
Weatherstripping 


for windows and doors 


COLUMBIA 


Wo rattles © Stops drafts © Holds heat inside © Keeps 
out dirt and cold © Saves on heating costs © (Con be 
installed in minutes. 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “out of 
square”’ and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 


and installation instructions. 
[ook ho 

- TIONAL AND COLUMBIA 
WEATHERSTRIPPING - 
fer “TRIPL-TITE ALUMINUM 
: SIDING * PORCELAIN 
Quick erg ENAMEL BUILDING 

Nice Profits! | paneis AND SIGNS 


COMPLETE LINE OF NA- 


Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 





It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per thou- 
sand. Lawn care portfolios which in- 
clude one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 
Circle No. A48 on coupon, pg, 76 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is fin- 
ished in chartreuse and red and has 
an SM insignia fastened to the top 
of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 

Circle No. A49 on coupon. pg. 76 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., con- 
tinues its 14-day Trial offer on 18” 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 

Circle No. A50 on coupon, pg. 76 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 


charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No. A51 on coupon, pg. 76 


Cleveland Mills Co., Lawndale, N. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments. 
White on the outside with blue bins, 
the stand is printed in red and blue 
For more information— 

Circle No. A52 on coupon, pg. 76 


John Sunshine Chemical Co., Inc., 
600 W. Lake St., Chicago 6, IIL. offers 
its 12 2-oz. tubes of Pipe Joint Com- 
pound individually boxed and packed 
in the former Display Box. News- 
paper mats or electros are furnished 
free upon request. Electros or news- 
paper mats or electros are furnished 
upon request for the Mitee Thread 
Cutting Oil which now features the 
new reversible spout as standard 
equipment. If a dealer has any stock 
of these cans without spouts, the com- 
pany will send sufficient spouts with- 
out cost. A red “S” identifies those 
cartons containing cans with spouts. 
For more information— 

Circle No. A53 on coupon, pg. 76 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 
vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier. Also avail- 
able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
in windows or mass display within 
the store. For more information— 

Circle No. A54 on coupon, pg. 76 


Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 74% 
inches high. The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. A55 on coupon, pg. 76 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A _ cardboard 
counter display containing 100 ft. 
connected coils of manila or sisal rope 
in sizes 4”, 5/16”, 98” and 4%”. (2) A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 lbs. or 
more of rope. (3) A rope merchandiser 
that handles seven sizes of rope— 
displays, measures and cuts rope to 
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stands for QUALITY in door hardware! 


“Silver Streak” Vanishing Door Hardware 
for residential sliding doors 


There’s no com- 

promise with 

quality at R-W 

...that’s why 

“Silver Streak”’ is 

consistently the 

finest in residen- 

tial sliding door 

hardware. Noise- 

less, smooth and 

effortless in oper- 

ation, ‘‘Silver- 

Streak’’ features 

precision-made 

ball bearing hangers with bakelite wheels 
and extra-hard extruded aluminum track. 
Specifically designed for installation in 
standard 2 x 4 studded walls. 








999" Garage Door Hardware 


R-W “‘Lock-Joint” Track and Trolley 


For farm and industrial buildings, 
warehouses, garages... for any 
door weighing up to 1% tons... 
R-W ‘“‘Lock-Joint’”’ Tracks and 
Trolleys deliver years of service and 
dependability. Quality manufac- 
tured, from the tiniest part to the 
biggest, R-W ‘“Lock-Joint” is an 
outstanding representative of the 
R-W line. 


* 
. 


“Lock-Joint”’ Track mounts with 
self-locking brackets that join track 
lengths together as one smooth 
piece. R-W Hangers are available 
with roller, ball or Oilite self-lubri- 
cating bearings. 





Ser: 


mt 


Convenient to stock ...easy to sell... 
R-W “999” is completely packaged hard- 
ware for overhead garage doors. Designed 
and engineered for single doors weighing 
up to 200 Ibs. and double doors up to 375 
Ibs. Because of the meticulous attention 
to quality in every manufacturing detail, 


When you recommend R-W, you 
recommend the finest, with 75 years 
of dependability to back you up. 


““999"" offers perfectly balanced operation, 
dependable action and maximum service. 
Easy to install . . . ideal for the do-it-your- 
self customer. 


oT a eee: 


Write for Free Catalogs 


Richards-Wilcox Mfg. Co 


AWMANGER FOR ANY DOOR THAT SLIDE S* 


Branches in Principal Cities 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & EQUIPMENT ¢ ELECTRIC 
336 W. THIRD STREET, AURORA, ILLINOIS © 500k OPERATORS © INDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 
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Every Homeowner's a 
Red-hot Pros 


for:.. 


Albminum and Felt 


Weatherstripping 


for windows and doors 


No rattles © Stops drafts © Holds heat inside © Keeps 
out dirt and cold © Saves on heating costs © Can be 
installed in minutes. 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “out of 
square” and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 


and installation instructions. 
[ook To 

- TIONAL AND COLUMBIA 
WEATHERSTRIPPING = 
for “TRIPL-TITE’ ALUMINUM 
. SIDING * PORCELAIN 
Quick a ENAMEL BUILDING 

Nice Profits! | panes AND SIGNS 


COMPLETE LINE OF NA- 


Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 





It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per thou- 
sand. Lawn care portfolios which in- 
clude one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 
Circle No. A48 on coupon, pg. 76 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is fin- 
ished in chartreuse and red and has 
an SM insignia fastened to the top 
of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 

Circle No. A49 on coupon, pg. 76 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., con- 
tinues its 14-day Trial offer on 18” 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 

Circle No. A50 on coupon, pg. 76 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 


charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No. A51 on coupon, pg. 76 


Cleveland Mills Co., Lawndale, WN. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments. 
White on the outside with blue bins, 
the stand is printed in red and blue 
For more information— 

Circle No. A52 on coupon, pg. 76 


John Sunshine Chemical Co., Inc., 
600 W. Lake St., Chicago 6, II1., offers 
its 12 2-oz. tubes of Pipe Joint Com- 
pound individually boxed and packed 
in the former Display Box. News- 
paper mats or electros are furnished 
free upon request. Electros or news- 
paper mats or electros are furnished 
upon request for the Mitee Thread 
Cutting Oil which now features the 
new reversible spout as standard 
equipment. If a dealer has any stock 
of these cans without spouts, the com- 
pany will send sufficient spouts with- 
out cost. A red “S” identifies those 
cartons containing cans with spouts 
For more information— 

Circle No. A53 on coupon, pg. 76 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 
vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier. Also avail- 
able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
in windows or mass display within 
the store. For more information— 

Circle No. A54 on coupon, pg. 76 


Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 74% 
inches high. The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. A55 on coupon, pg. 76 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A _ cardboard 
counter display containing 100 ft. 
connected coils of manila or sisal rope 
in sizes 4”, 5/16”, 36” and %”. (2) A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 lbs. or 
more of rope. (3) A rope merchandiser 
that handles seven sizes of rope 
displays, measures and cuts rope to 
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stands for QUALITY in door hardware! 


“Silver Streak" Vanishing Door Hardware 
for residential sliding doors 


There’s no com- 

promise with 

quality at R-W 

...that’s why 

“Silver Streak”’ is 

consistently the 

finest in residen- 

tial sliding door 

hardware. Noise- 

less, smooth and 

effortless in oper- 

ation, ‘‘Silver- 

Streak’’ features 

precision-made 

ball bearing hangers with bakelite wheels 
and extra-hard extruded aluminum track. 
Specifically designed for installation in 
standard 2 x 4 studded walls. 








999" Garage Door Hardware 


R-W “‘Lock-Joint” Track and Trolley 


For farm and industrial buildings, 
warehouses, garages... for any 
door weighing up to 1% tons... 
R-W “‘Lock-Joint’”’ Tracks and 
Trolleys deliver years of service and 
dependability. Quality manufac- 
tured, from the tiniest part to the 
biggest, R-W “Lock-Joint” is an 
outstanding representative of the 
R-W line. 
“Lock-Joint” Track mounts with Cieend 
“a onvenient to stock ...easy to sell... 
self-locking brackets that join track R-W “999” is completely packaged hard. 
lengths together as one smooth | ware for overhead garage doors. Designed 
piece. R-W Hangers are available : and engineered for single doors weighing 
with roller, ball or Oilite self-lubri- up to 200 Ibs. and double doors up to 375 
cating bearings. 4 » Ibs. Because of the meticulous attention 
When you recommend R-W, you to quality in every manufacturing detail, 
: 999”’ offers perfectly balanced operation, 
recommend the finest, with 75 years Pelli ery sag are m 
— ependable action and maximum service. 
of dependability to back you up. \ Easy to install . . . ideal for the do-it-your- 
self customer. 





Write for Free Catalogs 


Richards-Wilcox Mfg. 


er oe es ee ee 2 ee ee ee ee ee Se 
Branches in Principal Cities 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES @ GARAGE DOORS & EQUIPMENT © ELECTRIC 
336 W. THIRD STREET, AURORA, ILLINOIS © 5o0R OPERATORS © INDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 
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You Soll Mare 


WHEN YOU HAVE 
MORE TO SELL! 


Now—a complete selec- 
tion of Ideal 5-Way 
Plastic Fishing Floats . . . 
right at your customer's 
fingertips! 


NWEW 10! DEAL 


in attractive self-shipping display con- 
tainer, features most used sizes in 
individual compartments ready for 


pricing. 


CONTENTS 
1% Doz. 101-1” $ 3.60 
1% Doz. 101-14” 3.75 
1 Doz, 101-142” 3.60 
1 Doz. 101-134” 4.20 


Total Retail List....$15.15 


AND THEY 
SELL THEMSELVES! 


In bin display, or on 2 
the counter, every ideal S 
5-Way Plastic Fishing Vad 
Float now tells its own | 
sales story. New ex- 
clusive collar explains 
each of the 5 uses and 
provides the extra im 
pulse sales necessary 
for increased volume 


NATIONALLY ADVERTISED TOO! 


YOU HAVE MORE TO 
SELL . WHEN YOU 


FEATURE —— 


FISHING FLOAT 
COMPANY, INC. 
RICHMOND, VIRGINIA 





desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes to 
a master shipping carton. 

To all dealers handling Fitler 
Brand Manila Rope, Fitler will 
furnish a blue and yellow laminated 
metal sign for counter or wall use. 
For more information— 

Circle No. A56 on coupon, pg. 76 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 
Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 
use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 

Circle No. A57 on coupon, pg. 76 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz 
No. 00, $.90 per doz.; 2 doz. No. 0, 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 
doz.; 2 doz. No. 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz list price 
is $16.00. For more information 

Circle No. A58 on coupon, pg, 76 


Aladdin Laboratories, Inc., 620 So 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No. A539 on coupon, pg. 76 


Moe Light Division of Thomas In- 
dustries, Inc., Fort Atkinson, Wis., has 
available for dealers a number of 
ceiling, wall, and counter merchan- 
dising display deals, including a re- 
cessed box display unit. The lighting 
fixtures are displayed on peg board. 
On these deals all fixtures are in- 
dividually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 


mats, product shots of fixtures, a 
variety of full color catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 
Circle No. A60 on coupon, pg. 76 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, MHandscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for ‘“homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. A61 on coupon, pg. 76 


Alan Wood Stee! Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet 
The leaflets can be supplied imprint- 
ed with the dealer’s name, address 
and telephone number for use as en- 
velope stuffers. For more informa- 
tion 

Circle No, A62 on coupon, pg. 76 


W. L. Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- 
nooga, Tenn., offers to dealers four 
envelope stuffers featuring gas and 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 
added, featuring glass-lined water 
heaters. Advertising mats are also 
available. For more information 

Circle No. A63 on coupon, pg. 76 


Southern Screw Co., Statesville, N 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 
formation on wood screws and stove 
bolts. The chart is of heavy card 
board, punched for hanging and cov 
ers information on wood screws a 
follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis 
counts; how to determine size, length 
and head style; pilot and shank clear 
ance hole recommendations chart; and 
shipping weights. Stove bolt infor- 
mation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts; and shipping weights. For 
more information 

Circle No, A64 on coupon, pg. 76 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Il., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No. A65 on coupon, pg. 76 


Utica-Duxbak Corp., Utica 4, N 
Y., has available for dealers a com- 
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plete mat service covering the com- 
pany’s line of sportsmen’s clothing. 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs. 


Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 


tion— 


Sts nto angen. SALES MAKER 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio rolls Up ek f, 
commercials, product literature, win- b 
dow streamers and counter cards. For F z.. p Awerey ae pro f hae b le se If - 
more information— SSE 


Circle No. A67 on coupon, pg. 76 : -. - servi ce sa le s! 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a new three- 
tier revolving rack which is said to 
occupy less than one square foot of 
counter space and is 334% inches high 
Over 200 standard Weber assortments 
of lures and other tackle items on Chain sales are virtually automatic 
wide or narrow panels will fit this 
unit. In addition to the three-tier 
unit, individual units are also avail- : ; 
able. A free Revolving Rack is of- asin fe: < i. selves to any of seven types and 
fered for spools of “Tynex” spinning a ee sizes of weldless, sash or bright chain. 
line and a number of display boards, 
boxes and racks are available. For ‘ 
more information op (tre gitar ne alike say it’s a self-service chain depart- 

P ‘ ye 


from the Taylor Chain Sales Maker. 


Customers step right up and help them- 


That’s why wholesalers and dealers 





Circle No. A68 on coupon. pg. 76 , c Ly ty ment in itself —the most profitable 


two square feet of floor space in their 
Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort- 
ment of dealer sales aids available for 7" 
use in promoting Revere Ware wy Sy yourself what it will do for you! 
utensils. These include a large Revere Aer 
Ware trade mark plaque, envelope 
stuffers, advertising mat service and . 
cooperative newspaper advertising @eeeeeeeeeeeeeeeeeeeeeeeeeeeee 
program. They also have a new elec- 
tric flasher display unit available at TAYLOR CHAIN 
a modest cost. For more informa- . ~ . 
tion— maintains a complete line of all types of chain 
Circle No. A69 on coupon, pg. 76 


store. Put a Taylor Chain Sales Maker 





to work in your store and see for 


fittings and attachments 


° 
Clevis Grab Hook mam, > 
: a <Clevis Grab Hooks 
Corbin Initiates Drop forged, corbon Cc 


steel clevis grab and 


Decimal Packa in D slip hooks. Available 
ging yee Repair and Lap a 


Tue P. & F. Corbin Division of sow -catored Tweive sizes. Finish — bright. 
The American Hardware Corp., * 
New Britain, Conn., has announced Regular Cold Shuts t) 1 

. 


For repairing Coil Chain 


. y .o ro > ‘ . 
through Vice-President L. Curtis Grab Hooks > ae a 
Booth that an overall decimal chain itself. Nine sizes . : 
Drop forged carbon Siatels <- oalt-aahaced Connecting Links 
packaging and unit pricing system steel grab and slip 
hz t 1e -d hooks. Available in For connecting and repairing 
as been institutec nine sizes. Finish — Stronger than Proof Coil. 13 sizes 


“After a comprehensive survey eew-entared. ‘= Self-colored or hot galvanized 
among hardware wholesalers, 


hardware dealers, hardware con- 
5. G. TAYLOR CHAIN COMPANY 


sultants and building material ‘ . 

- - Plants in Hammond, Indiana; 
dealers,” Booth commented, “we Siecieanh @ — AYLOR TADE 
have decided to embark on this ex- a i ee vor hee on 
tensive program. Our studies in the Contact your nearest 
field have indicated universal ac- 
ceptance of decimal packaging and jobber for all types of... 


unit pricing, which, we feel, will 
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be a boon to wholesalers and re- 
tailers alike. This will be true espe- 
cially among those employing au- 


= tomatic tabulating systems. 
LOuUr JO er latets ; “Decimal packaging and unit 
; pricing which we will employ,” 
an U 3 é Ee fe galevats eats ke} l ial “a Booth pointed out, “completely 
y- i eliminate the need for wholesalers 
and retailers to convert each item 
specials s like this : - into dozens and gross units. The 
; Corbin system will eventually in- 
f clude packaging its entire line of 
builders hardware in multiples of 
10. 
Put this “rainbow” bucket || ooeeame 29: “The transition will be gradual,” 
next to your cash register Booth added, “and the trade may 
and watch it SELL! Assort ’ . “he 
ment No. 329 - 60 top- ; expect that all Corbin packaging 
quality extra-large me- xiatie will be changed to units of 10 as 
chanic’'s dri 
retailing at only 2c ea > soon as present inventories are ex- 
—3 for 79%. It's even hausted. 
hotter than our No. 3/9 [ 
Bucket of Screwdrivers ¥ P ° 
your FULLER jobber js ; 
re-ordering regularly 


Order No. 329 TODAY 
—beop your Summer == Selinger Organization 


busin h ing! 

usiness hopping to Represent Dover 
Ask your jobber's 
ocieuuee aieat Dover Stamping Co., of Fall 


other FULLER . 
SPECIALS River, Mass., manufacturers of 

galvanized ware, painted house- 
wares, metal paint pots, etc., an- 
nounces the appointment of Eliot 


‘ 

FULLER | | TOOL COMPANY, INC. 3 R. Selinger and Associates of Sil- 

im KEyYy; Webster Avenue, New York 67 ver Spring, Md., as its representa- 

>: ie ° - tives in the states of North and 

xa = eS ape St nin BE —— . South Carolina. Jesse C. Trott, of 

- : the Selinger organization, will 
serve the trade in this area. 


+ 








just what 


the farmer ordered! , $i 
LEBANON Chemical Corp., Leb- 
a , Pa., % “es the < t- 
FOR SICKLE BAR REPAIRS ene of E. B. Odenkirk as Florida 


sales representative for Lebanon 
garden supply chemicals and fer- 
" - tilizers 

FARMER'S FAVORITE +1 Replacing Odenkirk in his for- 
No downtime for repairs. Kit contains all the mer district is Robert L. “Bob” 
necessary tools for sickle bor repoirs on sickle Jones, 1925 National Road West, 
Se, SE, ar Sy eae Richmond, Ind., new Lebanon sales 
representative for Ohio, Indiana, 
Kentucky and West Virginia 
on new rivet job. In ottractive kit for only . 
$1.60, retail. 


DASCO HANDI-KIT +55 Large Early Response 
for Houston Show 


popular Dasco tools for the handi-man; ', THE 
Cold Chisel, Ye” Pin Punch, %” Machine : 


Lebanon Chemical Names 
New Representatives 


chisel to remove old rivet heads, a section 
punch to drive old rivet from section bor and 
sickle blade, a rivet set to insure tight head 


Ideal for the ‘Do-It-Yourself’ trode. Four 
LARGE response for space 
reservations for the fourth annual 
Houston Gift and Housewares 
Show in August is continuing, ac- 
cording to A. F. McClellan of Rad- 
off Brothers, vice-president of the 
DAMASCUS show and chairman of the con- 
tract division 
STEEL PRODUCTS CORP. Manufacturers needing informa- 
tion regarding reservations may 
write to P. O. Box 2586, Houston 


Punch »” Center Punch. In attractive kit 
for only $1.60, retail. 


Dept. 103 


‘DASCO HANDI-KIT FARMER'S FAVORITE 
No. 55 No. 1 Reken Gael ome Laan pele 
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Milwaukee Vise 


The Model 700 Milwaukee Vise, 
manufactured by Milwaukee Tool & 
Equipment Co., 2773 S. 29th St., 
Milwaukee, Wis., offers the following 
features: 3” jaws, 3” opening, built- 
in pipe jaws; polished anvil surface 


for extra work space; 180 degree 
swivel, positive lock; Acme thread 
vise-screw; vise enameled in durable 
blue. 

Each of the vises is packed indi- 
vidually in a carton, shipping weight 
is 10 pounds. There are eight vises in 
the Milwaukee line, in a wide range 
of sizes. For more information— 

Circle No. 242 on coupon, pg. 76 


Garden Lights 


A new Garden Light line is intro- 
duced by Moe Light Division, Thom- 
as Industries, Inc., Louisville, Ky. 

One of the items is the flower box 
“Mushroom Light.” The “mush- 
rooms” have herb green stick-in-the- 
ground stems with the customer hav- 
ing a choice of yellow, coral or green 
tops. They are designed for dividing 
a walk or terrace and to accent a 
planting group. 

For general patio illumination, Moe 
Light has many other Garden Light 
designs including a Contemporary 
patio light that is 57 inches high, 
plus Traditional patio lights. 

Also included in the new line is 
an adjustable floor or spot lamp 











holder for mounting on flat surfaces 
or on 34- or 4-inch outlet boxes and 
a swivel mounted cone-shaped ac- 
cent light. 

All the Garden Lights are of rust- 
proof aluminum construction, com- 
pletely weatherproofed. They hav« 
cord and plug sets with duplex recep- 
tacles permitting the lights to be con- 
nected in series, eliminating the need 
for extra house outlets. For more in 
formation— 

Circle No. 243 on coupon, pg. 76 


Catfish Bait 


Super-Stout, a new catfish bait, is 
offered by the Kautzky Lazy Ike Co., 
Fort Dodge, Iowa. It is designed to 
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For more information on these new products 


use the return free post card on page 76 


catch all types of catfish: channel, 
mud, yellow, spoon bill, flatheads, 
stone and bullhead, Cheese is used as 
the basic ingredient 

Super-Stout retails for 60 cents a 
can and is packed in a polyethylene 
bag and placed in a new fibre con- 
tainer to provide lower freight rates 
For more information— 

Circle No. 244 on coupon, pg. 76 


Toy Radar CD Center 


An electronic miniature defense 
center with all the necessary opera- 
tions connected with Civil Defense is 
designed by Product Miniature Co., 
Inc., 2240 South 54th St., Milwaukee 
14, Wis., and is recommended espe- 
cially for children eight to 14 years 
of age 


The cabinet, 1342” x 1442” x 64” 
is black with red and silver controls 
The center is operated by three regu- 
lar flashlight batteries. A small pre- 
cision-built motor powers the rotating 
radar antenna and scope. 

The toy has five separate electroni 
controls which spot planes in the 
sky, rotate radar antenna, sound 
alarm, send messages in code, and 
identify 18 friend or foe planes. It 
has five manual controls which dia 
locate and name 


adju t 


to compare planes, 
14 strategic defense 
radio antenna, plot cities on a U. S 
map, and turn the loud-speaker. For 
more information 

Circle No. 245 on coupon, pg. 76 
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"Rainbow" Wagons 


UNITED Specialties of Birming- 
ham, Inc., 1313 S. W. 3lst St., 
Birmingham, Ala., introduces the 
Rainbow Line of coaster wagons 
and scooters. 


er 
te. 


The Rainbow line is available in 
three sizes in the coaster wagon 
series (shown) and is compli- 
mented by a large scooter. Each 
model size is available in any of 
the Rainbow colors; such as, Sea- 
foam Green, Pacific Coral, Golden 
Yellow and Iris Lavender. 

The new line models are com- 
panions to the “Thunderbird” in- 
troduced last season and are known 
as “Thunder Jets.” For more in- 
formation— 

Circle No. 246 on coupon, pg. 76 


Weather Stripping 


“All-Purpose” weather stripping 
for windows, doors and screen doors 
and windows of all types, is an- 
nounced by Shuford Mills, Inc., Hick- 
ory, N. C. It is 100 percent virgin 
vinyl, will not crack or peel, is re- 
sistant to moisture and temperature 
changes, and remains flexible, ac 


cording to the company. The weather 
stripping comes in all white or oak 
brown; it can be painted if desired. 

The “door-size” package (18 feet) 
of the weather stripping also contains 
a quantity of aluminum tacks. Shu- 
ford’s All-Purpose weather stripping 
is coiled and wrapped in clear, trans- 
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parent film, It is banded in an orange 
and black sleeve containing trade 
mame, uses and price-spot on the 
front and complete installation in- 
structions for the do-it-yourself 
home-owner on the back, 

All-Purpose is packed one dozen 
18-foot packages (six vhite, six 
brown) in a self-display carton. It 
is also available in 500-foot “bulk” 
reels for contractor use. For more in- 
formation— 


Circle No. 247 on coupon, pg. 76 


Garden Hose Valve 


A new Squeezflo valve for the 
home garden hose is announced by 
the Squeezflo Valve Division, Roth 
Rubber Co., 75 East Wacker Drive, 
Chicago. The flow of water is con- 
trolled by squeezing the handle. An 
adjustable thumb-lock holds the 
valve open in any position, pressure 
spring shuts the valve off, leak tight. 


‘ 


The Squeezflo valve is made o 
red and yellow Cycolac plastic, and 
is said to be non-breakable. Threads 
on each end of the valve allow it to 
be fitted onto a car washing brush, 
between the hose and the brush, so 
water can be turned on and off with 
the valve. A lawn sprinkler can be 
controlled in the same way by plac- 
ing the valve between two sections 
of hose. The sprinkler cap is removed 
for a more powerful stream 

Suggested retail price is $1.95. For 
more information 

Circle No, 248 on coupon, pg. 76 


Murray Bicycles 


The 1956 bicycle line of the Murray 
Ohio Manufacturing Co., Cleveland, 
Ohio, includes equipped and standard 
balloon models in all sizes and the 
new Speed Flite series of 1.75” tire 
models in all sizes. 

New in the balloon line is the M- 
29 girl’s spring fork model introduced 
as a companion number to the boy’s 
top number, the M-28. Also new is 
the M-24 boy’s and M-25 girl’s. These 
models feature chrome truss rods, 
white sidewall tires, deep crescent 
fenders, full skirted chain guards, 
and wide, deep carriers. The new M- 
36 and M-37 24” equipped models 
make available equipped junior 


models in the moderate price cate 
gory. 

The new Speed Flite series, avail- 
able in all sizes, is engineered and 
designed for the 1.75” tire. The 26” 
size (shown) comes with standard 
specifications or as a deluxe model 
with two-speed gear. The Speed 
Flite series features a streamlined 
lightweight appearance throughout 
Boys’ models are in single-bar con- 
struction and girls’ in double-bar 
Lightweight saddles, handlebars, 
stems, etc., are standard Forks, 
fenders and braces are all custom de- 
signed 

Brilliant flamboyant finishes are a 
feature of the Murray line. Other im- 
portant sales features are one-piece, 
drop-forged forks; lifetime Murray- 
patented Hydrogen Brazed Frames; 
and many exclusively tooled parts 

Murray’s complete line starts with 
baby walkers and includes vehicles 
for all sizes and ages of children up 
through the full size 26” bicycles. For 
more information 

Circle No, 249 on coupon, pg. 76 


Hose Sprayers 


D. B. Smith & Co., 428 Main St., 
Utica, N. Y announces Evergreen 
Garden and Lawn Hose Sprayers 
latest addition to its line of sprayer 
and dusters. The sprayers are not af 


fected by chemical reactions, the 


manufacturers state, and feature a 
nylon, automatic mixer which meters 
the correct portions. They have a 
non-clogging opening 

Garden Hose Sprayers are avail- 
able in a six-gallon size, and Lawn 
Hose Sprayers in a 20-gallon size. For 
more information— 

Circle No. 250 on coupon, pg. 76 
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GIVE YOUR CUSTOMERS WHAT THEY ASK 
FOR-IT'S BAD BUSINESS TO SUBSTITUTE 


Name-Brand Merchandise means satisfaction to your customers, and 
money to you. Well-known, advertised brands pre-sell your customers 


before they set foot in your store. 


That's why you make your business stronger when you keep the force 
of famous brand names behind your selling. Let your customers know 
they can get from you the brands they know and want. Why be con- 


tent—or expect them to be content—with anything less? 





The prestige and reputation of these makers’ brands guarantee high standards of quality! 


Wand | py SG LP 


INCORPORATED 
A non-profit educational! 


foundation 


37 WEST 57 STREET NEW YORK 19, N. Y. 














“Ideal Ike” ~~ ‘ * 
announces, | ADJUSTABLE TELESCOPING © Another Weber 


of Stevens Point, Wis 








STAINLESS STEEL PUSH BARS SALES WINNER 
fe¢ ~ for YOU by---++- 


AS, NEW DYLITE®* 
nasic POPPERS 


hee 


Floats higher than cork! 


<I st WEBER'S 
Anchor-Tite 
Cc Construct 
Stronger than cork! 

Dylite plastic—new expandable polystyrene which is feather light 
for livelier action, yet tough and durable for long, hard use— 
is being used for the bodies of all Weber poppers. Weber's 
exclusive ‘'Anchor-Tite’ molded construction keeps forged hume 
shank hook from twisting or loosening. Dozens of types and 


patterns to choose from "Trademark of Koppers Cx 


Here are just a few Weber Dylite Poppers: 


~— “ie oe 


Nitwit Popper-imp Popoerokle 


No. 991, 1Ve" clearance 











Fits doors 24” to 36” wide. Lifetime stain- 


WRITE FOR PRICES less steel with cast aluminum posts. Bar is 


14"x5¢". Avai 46” or 114” clearance. 

AND DELIVERY 6°x76" Available for “s or 1)9” clearar ee. > 2, i 
Matching door pull, 12” on center, has 1/2 ' in a 
clearance. Crary-Pop Scaly Popper Zebra Sooner 

THE WEBER LIFELIKE FLY CO., Stevens Point, Wis. 


ee eemcenhes wanes, mm. 
. +e ~ PA ’ 
a9 pode = “IF - WEBER MAKES If A FISH TAKES iT 
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CHAN ‘yjg, LOCK 
® 
advertising pre-selis 


your customers 


Over 3% million readers of 
national consumer and trade 
publications are being told the 
Channellock plier story every 
month. Another good reason 
why you'll find it profitable to 
put Channellock pliers up front 
for your customers to see . 
try ... and buy. 


For a longer profit per sale SELL QUALITY 


SELL THE COMPLETE CHANNELLOCK LINE 


CHAMPION DEARMENT TOOL COMPANY 


One-Cup Fiour Sifter 


A small sifter has been added to 
the Androck line of flour sifters, The 
Washburn Co., Worcester, Mass., an- 
nounces. Known as No. 591X, one 
cup sifter, it is designed for fast, easy 
sifting of small quantities of flour. It 


is particularly handy for making 
gravies, for “breading,” and for 
blending, the company states. 

The steel bowl is finished in cop- 
per tone; the funnel is aluminum; 
and the display bands and the 
counter box are in turquoise and 
black. 

The one cup sifter is priced to sell 
at $1.00. For more information— 

Circle No. 251 on coupon, pg. 76 


Baitcasting Reel 


Montague-Ocean City, Philadelphia, 
Pa., has introduced an all-metal 
nickel and chrome plated level wind 
baitcasting reel priced at $4.95. 

The Ocean City #1610 reel fea- 
tures three-piece, two-screw take- 
apart construction for easy cleaning; 
an anti-backlash control; and a level 
wind mechanism with a hardened 
steel pawl enclosed for protection 
against sand and dirt and for extra- 
long wear. 

Other features of the new bait- 
casting reel include precision-hobbed, 
all-metal, helical and spur gears, an 
on-off click, a gear ratio of four to 
one, and a line capacity of 100 yards 
of 15-pound test nylon line. For more 
information— 

Circle No, 252 on coupon, pg. 76 








ALL-STAR FEATURES 


Complete Range of Sizes 


New Cabinet Style with “Futurama” 


Look 

Snap-in Blower Unit with 
Directional Air Flow 

Large Service Doors on Each Side 
of Unit 

Available with Either Right- or 
Left-Hand Controls 

Manifold Control Kit Packaged 
Separately to Eliminate Stocking 
Problems 


FREE — ful! details. 
Clip this ad and mail with 
your letterhead to: 


\ 
Not 


NI) 
TCS 


. ss CIRCULATOR 
(°‘2 — 
a 


= 
ore 


yor Lellere 


COMPLETE LINE of GAS HEATERS 
with HOT CUSTOMER APPEAL 


MODEL 4975 
VENTED GAS 


CHATTANOOGA 
ROYAL COMPANY 


CHATTANOOGA 6, 
TENNESSEE 
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NOW he carries for PROFITS 
the same footballs he 
once carried for TD’s! 
---Draper-Maynard Footballs 


Q (A He was quite a ball carrier in those good old 

Dax school days. And today, like thousands of 
profit-wise dealers, he’s still carrying the 
same D&M Footballs—and other D&M 
equipment for profits! 
Draper-Maynard gives you modern, top 
quality, profitable equipment to sell in every 
price range. That’s the big.secret to D&M's 
continued success in hardware stores for 
more than a century—and that’s the big 
reason it’s right for your store. 
Chances are yod played with D&M equip- 
ment when you were a kid, too. Renew the 
acquaintance. Line up with ever-popular 
D&M Football Equipment for extra profits! 


See the D&M catalogs. 
Ask your wholesaler or write direct. 


Draper- Maynard 
Sports Equipment 
Cincinnati 32, Ohio 
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Designed for Heavy Loads 


REEVE chireSell 


7. 


WALL STANDARDS ano BRACKETS 


Quick, simple, economical installation of open shelf display 
space. Shelves adjustable at one inch intervals, Standards 
and Brackets in a wide selection of sizes. 


BRACKETS ree, 


#81 Heavy steel. Easily removable for ad- 
justability of shelves, Bracket hooks for 
maximum leverage. Holes for fastening 
wooden shelves to brackets or inserting 
rubber buttons for glass shelves. Left 
and right brackets available. 
engths: 8”, 12”, 16", 20°. Angle brack- A 
I hs: 8”, 12”, 16", 20”. Angle brack- @ 
ets 8” and 12”. ee 

#41 Knife Edge Lengths: 4” to 20° 

#41A Angle. Lengths: 6” to 20° 


SHELF STANDARDS 
#44 Accommodates double wall brackets of Series #81. Heavy 
steel. For surface or flush wall installation. Lengths: 24°, 36", 
18”, 60°, 72”, 84° 


SHELF STANDARDS 


#40 Same as above but designed for single bracket 


BUILD YOUR OWN GONDOLAS 


with REEVE SHURE-SELL EQUIPMENT 


Hold more — Show more — Sell 
more. Save real money by doing 
your own assembly. Description 
and assembly instructions in big, 
illustrated catalog 


GONDOLA STANDARDS 

#84 Standard. Lengths: 48", 54”. 
#80 Standard. Extra heavy. 
Lengths: 48”, 54”, 60”, 72”, 84”. 


FREE! BIG, DESCRIPTIVE CATALOG — 
Each type of display item from ticket 
holders to complete display units fully 
iMustrated and described in this new 
catalog. Full of valuable information on 
display assembly and modern store en- 
gineering. Send for it today 


REEVE company 


MANUFACTURERS & DISTRIBUTORS 
MAIN OFFICE & PLANT 


Rivera (Los Angeles County), Calif., OXford 2-3725 
Branch: 820 £. 12th St., Oakland, California, Timplebar 4.8944 





$how and $ELL 








Screw Driver Assortment 


Screw Drivers 


"4 Bod | 4 


Pliers 





[Jew e ee eee eee eee eee eeeeee 


¥ 
VLCHEK TOOL co. 


3001 East 87th Street 
Cleveland 4, Ohie 





Egg Beater 


The new Egg Beater introduced by 
Rival Manufacturing Co., 22nd and 
McGee Trafficway, Kansas City 8, 
Mo., features a “Sure-Grip” open 
handle to eliminate wrist strain; new 
colors, plus chromium and copper; 
and “free wheeling” action. 


The Rival Egg Beater has a double 
chromium or copper plated diecast 
frame; stainless steel beater blades 
and guard; and DuPont nylon pinion 
gears. 

The beater is packaged in a litho- 
graphed self-display carton and con- 
tains a recipe and instruction booklet. 
It may be converted for left-handed 
use by removing a single screw and 
reversing the handle to the opposite 
side of the beater. 

The deluxe, heavy-duty model, in 
chromium and choice of “Painter's 
Palette” colors, will list for $5.98. In 
copper-plate and black, white, pink 
or turquoise trim, the Rival Egg 
Beater will retail for $6.95. For more 
information— 

Circle No, 253 on coupon, pg, 76 


"Little Sam" Lure 


The Little Sam ™“-ounce spinning 
lure introduced by The Weber Life- 
like Fly Co., Stevens Point, Wis., is 
described as an “injured minnow” 
lure. The side-mounted treble hook 
acts as a keel to float the lure 
naturally on its side when at rest; the 
second treble is at the rear. Propeller- 
type spinner blades are mounted fore 
and aft. 


The hollow body is molded of 
Tenite II plastic and is finished in 
eight color combinations. Both treble 
hooks are size eight. The lures are in- 
dividually packaged in a molded 
plastic box with six boxes in a dis- 
play tray; assortments are available. 
Little Sam retails at $1.25 each. For 
more information— 

Circle No. 254 on coupon, pg. 76 


Tractor Attachments 


Attachments designed for use with 
the new Planet Jr. Superider trac- 
tor are announced by S. L. Allen & 
Co., Inc., 3421 N. 5th St., Philadelphia 
40, Pa, They include the following: 

The S-150 trailer cart, an all-pur- 
pose carrier with a capacity of ap- 
proximately 400 pounds, and a lift- 
ing tailgate for unloading. The cart 
is 24 inches wide, 36 inches long, and 
weighs 67 pounds 

The S-52 rotary mower featuring 
a completely shielded blade with re- 
inforced steel cover on all sides. A 
slot on the right side of the unit 
makes it possible to throw grass 
cuttings out and away from the area 
being mowed. Changes in cutting 
height are made by an adjustment 
hitch on the frame of the Superider 
chassis. The S-52 has a 16-inch cut- 
ting width and weighs 26 pounds 


The A-211 lawn grass seeder and 
fertilizer spreader features a shut-off 
rod, a regulator to control the flow, 
and a distribution guide on the right 
side of the hopper. Its capacity is 
from 50 to 75 pounds of dry com- 
mercial fertilizer; width is 20 inches 
and weight, 24 pounds. 

The S-511 single reel-type mower 
or the S-513 three-gang reel type 
mower attachments. Each mower is 
19 inches in width, The S-511 weighs 
48 pounds; the S-513, 144 pounds. 
The three-gang mower cuts a 52-inch 
swath. 

The Superider is a 1% h.p. riding 
tractor which features a recoil start- 
er, two-throttle control, one-piece 
steel frame, foot clutch and foot 
brake, and has a speed range of one 
to 3% miles per hour. It is designed 
to pull any attachment with a 200- 
pound man operating the unit. It is 
colored in green with yellow trim 
and weighs 130 pounds complete. 
Overall length is 56 inches; width is 
25 inches. For more information— 

Circle No. 255 on coupon, pg. 76 
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with the FAMOUS 
RUBBER POPPET 


Silicone treated 
Rubber Poppet can’t 
leak or stick. Sensi- 
tive in operation. 
Noiseless. Also sup- 
plied with Monel 
Metal Poppet. 200 
lbs. pressure. One- 
piece brass shell. 
Seven sizes. Write for 


Bulletin 204. 


Order from your jobber 


STRATAFLO PRODUCTS, INC, 


FORT WAYNE 1, INDIANA 





ee se 





ON THE MOVE! Butcher’s—oldest name in floor 
wax—is coming your way with a real wallet-stuffer of 
an idea. Our man John Tate (1009 Cherokee St., 
Marietta, Ga.) will be around to tell you al! about it! 


G88 GE THE BUTCHER POLISH CO. MALDEN, MASS. il Ga 
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WHY pass up 
Wheel Profits 
This ALLIED Display 


MAKES MONEY 
For You! 


THOUSANDS = 


OF USES For HOME 

CRAFTSMEN — HOBBY 

And “DO-IT-YOURSELF” 
ENTHUSIASTS! 


And -for replacement 





of worn wheels on all 
sorts of rolling products 
A truly BIG market! 


ASSORTMENT No. 100 INCLUDES: 
2 Two each of 13 proven, fast selling 
6 WHEELS sizes: 5'' to 12"' dia. Ya’ axle bore 
6... AXLE BUSHINGS—to reduce oxle bore to 7\," dia 
6— AXLE BUSHINGS —1to reduce axle bore to *5 dia 
= WHEEL DISPLAY—Complete as shown above in 
attractive colors. Size: 27°" x 19%" x 13 
Cash Im — The ALLIED No. 100 Assortment is 
designed to attract the impulse buyer! Your 
inventory turnover will be pleasing! 





ALLIED WHEEL PRODUCTS, Inc. 
Write Dept. S * 27 Broadway * Toledo 4, Ohio 











A Complete line of 


CAULKING GUNS 


Now you can make EVERY gun 
sale with CALBAR’s complete line 
to offer your customers. Drop-in 
cartridge, full barrel, bulk and the 
newest air-pressure gun .. . all 
precision-made tools, yet priced 
no higher than inferior models. 


Ask your jobber about famous 
CALBAR Caulking Compound, too! 


CALBAR PAINT & VARNISH CO. 


Monvutfocturers of Te 


2612-26 N. Martha Street, Philadelphia 25, Pa. 


Over 35 yeors as the Nation's leading Caulk line 








FOR EASY PROFIT, 
DISPLAY AND SELL... 


eeeeeeeeee 


AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
“One good turn (buckle) deserves another” 








New 
DOUBLE EDGE 


Be Hack Saw 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal. Home owners 
and mechanics will really 
go for this new flexible 
blade. 


Individually carded 








New Garden Tools 


The F. D. Kees Manufacturing Co., 
Beatrice, Neb., announces the pro- 
duction of two new garden tools — 
the dual-purpose ‘“Weed-N-Trim” 
and a grass whip. 

The Weed-N-Trim has two straight 
sharp edges for trimming and a 
notched end for weeding. The blade 
is made of tempered steel; the han- 
dle is made of hardwood. 

Overall length of the tool is 17% 
inches, while the blade is 10 inches 


= 





long and 1% inches wide. The tools 
are packed 12 to a carton along with 
a wall display card. Shipping weight 
is approximately 11 pounds per car- 
ton. List price is $1.30. 

The grass whip, which is balanced 
like a golf club for any easy swing, 
features a high carbon steel straight 
blade. The shaft is steel, the handle 
hardwood. Overall length of the whip 
is 38 inches; the weight is one pound 
13 ounces. The whips are packed 12 
to a carton with a shipping weight 
of approximately 21 pounds. List 
price is $2.00. For more information— 

Circle No. 256 on coupon, pg. 76 


Barbecue Grills 


The new line of portable barbecue 
grills introduced by Chattanooga 
Royal Co., Chattanooga 6, Tenn., con- 
sists of 36 models ranging in price 
from $4.95 to $299.95. 

The $299.95 Model RC-400 has 12 
motor-driven spits for shishkabab 
cooking and heavy duty spit for 
rotisserie cooking, 882 square inches 
of grid area over two separate fire- 
bowls and two warming ovens with 
heat indicators. Colors are satin 
black and coppertone, which are fea- 
tured throughout the line 

Two features emphasized in the 
new line are the Great Smoky hoods 
and smoker domes for smoke-flavor 
cooking and the Kwik-Flik grid con- 
trol to position the grid without 
cranking. 

A different grill is the RCY-10 
which is a barrel type model used 
open for broiling and grilling and 
closed for smoke cooking. The patio 
brazier grills have been designed in 
a compact cabinet style with 441 
square inches of grid area. The cabi- 
net models are in addition to the 
regular round brazier models. 

Other models include the RC-19 
series, RC-24, RC-15, RC-98, and 
RC-88. For more information— 

Circle No. 257 on coupon, pg. 76 








EDUCATIONAL TOYS 
and Children’s Furniture 


. .. made in the SOUTH by 
SOUTHERN LABOR from 
SOUTHERN MATERIALS 


@ Folding Furniture 
@ Children's Cots 

@ Bang-A-Peg Sets 

@ Bags of Play-Blox 
@ Jr. Medic Stretcher 


PLACE ORDERS NOW! 
LOW FREIGHT RATES! 
GOOD DISCOUNTS! 


BUTLER oy 


LOUISVILLE GEORGIA 














Tapatco 


ove 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 


red hooks” 
Ta: 


*tGrrrteto * eaf off 








i<o 
TRACTOR SEAT CUSHIONS 





For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 
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NEW ... improved r ave ¢ gre’ 
SITS | pe ELORIDE 


self-chalking CHALK LINE BOX Where Mrs. America 
and plumb bob #125 | and Her Family Vacation! 


Eajoy your own onc, two or 
— bh three bedroom ground floor villa 

~ : cF. imple, sur 
Easy-swivel A zal “os “in” Completely furnished for vaca- 


hondle ; <2 9 0a = 
; Se New, speed-fill gse por weet 


slide opening temily of four 


eee 





(No losable ports) 


* ‘ Write for free 
4 lew serrate Booklet and Rates. 


Grip-edge P. ©. Box 1471—HAG 
$1.25 list Daytona Beach, Fia. 
with 50 ft. line ey 


(available with 100 ft. line 
at extra cost 


All the PROVEN action and FAST sales . . . simple, ‘ SN 
trouble-free, fits the hand perfectly, and guaranteed Jo nee 
against all defects. It's the greatest box ever! Hf Se") & 
HALK specially 

Chalk Line Box +190 — ithe enleas 
with 50 ft. line CHALK BS a 

$1.50 list LINE mum snap-action, 50 and 100 ft. pkg 
Dealers, for your jobber's name and descriptive literature, write 


STRAIT-LINE PRODUCTS, INC. 
P.CO. Bex 577, Costa Mesa, Calif. 

















W. R. C. Smith Publishing Co. 
Department SH-56 [] New 
806 Peachtree St., N. E. [] Renewal 


\ CHAMPION 


Atlanta 5, Georgia 


Please enter my subscription to SOUTHERN HARD- 
WARE for 3 years. 


sige GIVES FULL CAPACITY 
P.O. Box o AT 40 LBS. PRESSURE 


Street and No. 


t has TWO Impellers 





America’s No. 1 all-purpose water system. Has tremendous re- 
serve power due to twin-impeller construction. Loafs along while 
City State pumping full capacity at 40 Ibs. pressure. Convertible for deep 
or shallow wells. Goes down to 150 feet. Four volutes, instead of 
Firm Position usual one, give maximum efficiency. Exclusive Quick-Connect 
flange saves up to $10 on each installation. Horizontal or ver- 
tical tanks up to 52-gallon size. Price comparable to that of most 
0 Enclosed find $2.00 0 Send bill for $2.00 2p. Pe agape pumps. Unusual profit possibilities. See 
your wholesaler or write for complete Rapidayton catalog. 
The Tait Manufacturing Company, Dept. 226, Dayton 1, Ohio 


PUMPS @ WATER SYSTEMS @ CELLAR DRAINERS @ WATER SOFTENERS 
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your biggest 
profit line 


your fastest 
selling line 


lacs 
(ute 


Red Devil Tooks. 


2400 Vauxhall Road, Union, N. J., U.S.A 
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Linoleum Paste Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 


Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





. and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 








Sickle Bar Repair Kit 


Damascus Steel Products Corp., 
Rockford, Ill., introduces a new 
Mower Section Repair Kit, the 
“Farmer’s Favorite,” #1, which con- 
tains all the necessary tools for sickle 
bar repairs on sickle mowers, com- 
bines, and harvesters. 


Included in the yellow and clear 
plastic kit are a cold chisel for re- 
moving old rivet heads, a _ section 
punch for driving old rivets from sec- 
tion bars and sickle blades, and a 
rivet set for insuring a tight head on 
the new rivet job. For more informa- 
tion— 

Circle No, 258 on coupon, pg. 76 


Adjustable Stoppers 


The addition of several new sizes 
and models to its line of Snap-Tite 
adjustable bottle stoppers is an- 
nounced by the Moeller Manufactur- 
ing Co., Racine, Wis 


New models being introduced in- 
clude a range of three stoppers to 
fit Aladdin vacuum bottles in both 
regular and wide-mouth designs, plus 
three other models designed to fit 
Universal and Thermos wide-mouth 
food vacuum bottles in all sizes. A 
special number is also available for 
Thermos spoon-mouth vacuum bot- 
tles 

Snap-Tite stoppers incorporate 
patented adjustable feature by 
vhich the stoppers can be made 
larger or smaller to achieve the need- 
ed fit. Once locked in place, the 
toppers cannot slip and may be used 
over and over again without further 
adjustment, the manufacturers state 

Made of stainless steel, high-grade 
rubber and other rust-proofed ma 
terials exclusively, Snap-Tite stoppers 





CLASSIFIED 





Factory representative ontacts 


among hardware jobbers and wholesalers 
New, patented burglar-proof lock. Nothing 
like it today! 
Loxem Mfg Co 481 Main St New 


Rochelle, N. Y 


State territories overed 








HARDWARE BUSINESS FOR SALE: 
Due to death of owner offer at a bar 
gain, good, live business in fine 
East Texas to of 1,000 population 
Reasonable If interested contact 


Mrs. H. L. Goodson, Hendersor rexas 











are said to be sanitary, guaranteed to 
impart no taste and to preserve the 
original freshness of food and drink 
For more information— 

Circle No, 259 on coupon, pg. 76 


Furniture Glides 


A new display package for furni- 
ture glides, with individual sets 
encased in plastic “see-’n-sell” tubes, 
has been introduced by The Bassick 
Co., Bridgeport 2, Conn 

The colorful, new decimal package 
opens up to become a self-service 
display-merchandiser suitable for 
counter or window use. The glides 
themselves are packed in new, clear 
plastic tubes. Floor protection, of- 
fered by the Bassick rubber-cushion 
glides, is emphasized by photos and 
copy on the package 

Both Bassick %” diameter (CG-90 
NE) and 1-1/16” diameter (CG-91- 
NE) glides are available in the new 
decimal packaging. They will be 
packed one set per tube (to retail 
at 49 cents and 59 cents respectively), 
10 tubes per display box and 10 
boxes per carton. For more informa- 
tion— 

Circle No. 260 on coupon, pg. 76 
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Fence Controllers 


A new electric fence controller, the 
Esco Shocker (shown), is introduced 
by Electronic Specialties Co., Batavia, 
Ill. The controller is said to offer 
safe, uninterrupted shock current and 


baked-on enamel for additional pro 
tection against rust. It operates on 
110 volts, 60 cycle ac, and is pric« 
at $14.95. 

The company also announces a re 
vised and improved model of the 
Esco Weed King electric fence con 


frame 1 is the same size 

as the other Amerock “picture- 

frame” display 13 inches wide b 
11 inches high 

The No. 560 Story Book Knobs dis 

play panel has a list price of $3.00 


i 
a dealer cost of $1.80—the retail 


troller. It features a mica insulated value of the knobs applied 
heavy-duty transformer; new neon 
signal light and reflector assembly; 
input and output lightning arrestors; 
and a deep-drawn, heavy gauge steel 
case. The case is phosphatized and 
finished with baked-on enamel. It is 
orange, with green and black name- 
plates of embossed aluminum. Guar 
anteed for a full year, the Esco Weed 
King is said to kill weeds on con- 
tact. It operates on 110 volts, 60 
cycle ac. For more information 


Circle No. 261 on coupon, pg. 76 


complies with the National Electric 
Safety Code. 








Story Book Knobs Panel 


A permanent-type “picture-frame” 
display of Story Book Knobs is of- 
fered by American Cabinet Hardwars 
Corp., Rockford, I] 

The display shows one each of the 
four full-color animated Story Book play, dealer helps include a colorful 
character knobs in the new line display carton holding one dozen 
Humpty Dumpty, with green back- knobs, and a cardboard easel display 
ground; Peter Rabbit, with pink showing each of the four knobs. Both 
background; Choo Choo Train, with can be used on counter, window, or 
yellow background; and Happy shelf. For more information 
Clown, with blue background. The Circle No. 262 on coupon, pg. 76 


Each knob is packed individually in 
Amerock’s “clear-vue” package. In 
addition to the “picture-frame” di 


It features input and output light 
ning arrestors, neon signal lights, 
heavy-duty transformer and a five- 
year guarantee—unconditional guar- 
antee against lightning. The unit is 
housed in a newly designed case, 
phosphatized and then finished with 





more and more dealers are saying 


“Let’s handle 


» GRIFFI 


NEW VISIPAKS 
Self-selling 
protected, carded 


HARDWARE 


Guy wire for television antennas, clothesline, tie and bind- 
ing wire, signal wire, emergency repairs, temporary en- 


closures, electrical fences. Wright strand gives you dependable line of hinges to 
greater flexibility . Unrolls without snarling .. . : handle”... that’s the trade’s way of 


Bright galvanizing. “We like to sell Griffin prod- 
m our full line of 


Packaged 1000 feet to carton (50 feet connected coils) ft / vont t tts — plu 


also spools 500 feet and 1000 feet. e—il 


E. L. Hornibrook Co. 306 Carondelet Bidg 
Box 176, Avondale Estates, Ga. New Orleans 12, La. 


<a t ° 
WRIGHT Steele tire Co. 


WORCESTER 
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Lawrence J. Baldwin & Son 
‘since 7899” 


MASSACHUSETTS 





MANUFACTURING CO. ERIE, PA. 





Jumbo Gun Cases Packaged Spot Cord these sizes showing how to replac 


a sash cord, For 1 information 
An entirely new line of Jumbo Gun Samson Cordage Works, 470 At Circle No, 264 on coupon, pg. 76 
Cases, re-designed and with a num intic Ave., Boston 10 Mass., an- 
ber of advanced features, has been nounces the packaging of Spot Cord - ‘ 
unnounced by The Schoellkopf Co., Skin Packaged" Lures 
806 Jackson St., Dallas, Texas The 


1956 Jumbo line now includes over : : 
25 models in varied styles, designs and various packs of assorted lures 


and materials. List prices range from are offered by the Hawk Fish Lure 
98 cents to $159.95 , Co., 1917 Chouteau Ave., St. Louis, 
Two of the principal features ar‘ Mo. 
rust-inhibiting linings and new pro- In the “Skin Packaging” method, 
tective tips. The linings of the top . the merchandise is placed on card- 
models are sprayed with an oil film 4 SS board and is covered by plastic. 
and then treated with Vapor Inhib- CNS \ Included in the various type pack- 
itor. The tip has three-ply construc- ati < ages offered is the “Ten Pac” con- 
tion, with sponge rubber lining : sisting of two plastic lures, five as- 
Schoellkopf also is pioneering a sorted spinner type lures and three 
new insurance policy to be made a- i spoons, retail priced at $2.95; the 
vailable exclusively to purchasers of , “Five Pac” with one plastic lure, three 
its new 1956 cases. The floater gun spinners and one spoon, retail priced 
policy costs $1.00 per hundred dollar in sizes six, seven and cight in poly- at $1.60; and the “Three Pac” con- 
gun value, and protects against loss, ethylene bags which not only keeps sisting of three spinner type lures 
theft or damage of the guns. For more the cord clean, but makes it a natural which retails for $1.00. For more in- 
information— display item. formation— 
Circle No, 263 on coupon, pg. 76 A tag is attached to each hank in Circle No. 265 on coupon, pg. 76 


New “Skin Packages” of spoons 





P Sales and Profits (> 30 YEARS OF 
"= a CUSTOMER SATISFACTION 


in Tinware with SG AND DEALER PROFIT 


nationally advertised r AD AM 9 — 
PV Ye)0) 8m 8), | ——-— oe eg A wrmggewrme ay oF a — 
R= 


and waste. Your customers will rs 
Another come back for more. Special atten- E 


tion given odd size cup orders. 


SS 
Mouli Money Maker! —_— —S Advertised throughout the South and Southwest. 
« Also, it will pay you to handle 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


Cc. x ADAMS, Inc. va Roost Cees 








gS 
W. R. C. Smith Publishing Co. 


The Jut 
MOULI MINCER iam oes tendons on, 0 © cel 
Stainless Steel Cutters! $1.00 Atlanta 5, Georgia 


MINCES = 4 Please enter my subscription to SOUTHERN HARDWARE for 3 years. 


parsley, mint, herbs, 
onions, garlic, etc. 


Every jobber carries 
the famous Mouli line. 


MOULI 
MANUFACTURING CORPORATION Pana i. ‘ 
91 YADWA RSEY TY N. J $1. ) Enclosed find $2.00 C) Send bill for $2.00 


Se 

















TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
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eS S A_PLACE FOR 


‘GLOO 





COOLERS 


Sizes from 2 to 15 gallons, 
with or without insulation, 
with or without spigots. 


IGLOO HAS S. A. (sales appeal) BECAUSE ii’s: 


¢ CORRUGATED for extra strength 

e¢ INSULATED, keeps water cooler—longer 

¢ BOTTOM SUPPORTED, prevents center sag 
bmn, ceagaay FLUSH-MOUNTED SPIGOT, 


+ ALL-STEEL constructed and GALVANIZED for 


See your 
Wholesaler 


FIOM Pp. 0. drawer 9365 © Houston 11, Texas 





Bears looking into... 

















ee 2S \ W/ 
ING TS 


The Top Value in Jet Water Systems! 


Yes Sir! The Deming “75” bears looking 
into! It’s your best deal for fast profits! 


The Deming “75” greets thrifty buyers with a big- 
value smile and low-price appeal! As pictured, with 
12-gallon tank, the “75” is a complete, packaged 
water system ... ready to install! Quickly con- 
vertible for shallow or deep well service. Capacities 
run up to 900 G.P.H. 


You can sell the pump only . . . or with 12-gallon tank 
.. or with 42-gallon tank (or larger) where required. 
It takes an 8-page, illustrated bulletin to give you 


complete facts about this pacemaking sales-winner! 
Write for Bulletin No. 4910 NOW! 


THE DEMING COMPANY 


i Pras ee ee eh a 
PPA PAL AAAS 





SOUTHERN FARM EQUIPMENT is publis hed mo mthly at 116 EB. Crawford St., Dalton, Ga., by W. BR. C. Smith Publishing Company, Dalton, Ga., and Atlanta, Ga 
Executive and Editorial Offic S06 Peachtree St., N. E., Atlanta 8, Ga. Accepted as controlled circulation publication at Dalton, Ga. 


Volume I1 Number 6 





FACTS AND TRENDS 


» Cash Receipts 


Cash receipts from farm marketings in the first quarter of 1956 total- 
ed 5% under the same period of 1955, mainly due to lower prices. For 
the remainder of the year receipts probably will be less than in '55 
because of smaller acreage allotments and marketings for tobacco, 
rice, and cotton, plus a lower support level for cotton. 


» Production Expenses 

So far this year farm production expenses are a bit under 1955. How- 
ever, wage rates for hired labor in April averaged 4% higher than a 
year earlier. Costs of industrial commodities used in farm production 
continue to rise. 


> Commodity Highlights 


A near record supply of feed grains is in prospect for the 1956-57 

feeding year . . . this year's wheat crop may total around 904 million 
bushels . . . cotton supply for 1955-56 is estimated at 25.9 million bales. 
Supplies of flue-cured and burley tobacco for 1956-57 will bea little 


below the large amounts available this year. 


» Merger Talks Dropped 
After several meetings officials of J. I. Case Co. and Minneapolis- 
Moline announced that further talks aimed towards a possible merger of 
the two companies have been dropped. 


> Farm Prices Received 


After moving up somewhat in early year from the reduced levels of 1955, 
grower prices in mid-March averaged 5% lower. Crop prices were about 
2% lower on the average, while prices for livestock and products 
slipped about 9%. Some of these losses were offset by increases for 
commercial vegetables, fruit, and tobacco. 


» Factory Shipments 
The value of factory shipments of farm machines and equipment in Feb- 
ruary was 19 percent above January, but 12 percent below February, 
1955. Volume of shipments in February was 6% above the previous 
month and 1% more than in the 1955 month. 


» Crop Prospects 
If farmers’ planting intentions are followed the year's acreage of 


principal crops will be held to about 350 million acres, the smallest 
total since 1942 and 5.5 million acres less than the 10 year average 
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G. R. Campbell, left, Southwest 
territory manager for Allis- 
Chalmers, presents two-star a- 
ward to John Stockbauer. In cen- 
ter is W. S. Bareckman, Allis- 
Chalmers Dailas branch manager 


By Ruel McDaniel 


point program builds 


URING THE past eight years 


Victoria Farm Equipment Co. 
Victoria, Texas, has stood at the 
top of the sales list, except for 


1952, in the manufacturer’s terri- 

tory in which the company is lo- 

cated and that covers the eastern 

half of Texas and a bite of Louisi- the 10 years since the company 
ana. The company not only has started selling farm equipment. 
placed first in sales since 1948 ex- John Stockbauer, owner, is a 
cept in that single year, but it has modest man who declares that he 
been among the top five each of has not done anything that any 


Stockbauer here discusses with mechanic an end-of-year check-up of cus- 
tomer's tractor. He contacts each customer who has a tractor nearly a year 
old and arranges for this service. He sees to it that his customers get 
full benefit of the one year guarantee which the company gives all buyers 


other farm equipment dealer could 
not do as well, or better, in build- 
ing this enviable sales record. 

In fact his program for main- 
taining consistently high sales over 
a 10-year period is so simple that 
it easily could be overlooked. He 
emphasizes that sales, in the final 
analysis, depend on satisfied cus- 
tomers, and he lists four steps 
which he has followed to insure 
customer satisfaction. They are: 

(1) He finds it vitally import- 
ant to spend as much of his own 
time as possible with customers. 
He is a “farmer’s” dealer, who 
knows their problems and talks 
their language. 

“I devote most of my time in 
contacting customers and pros- 
pects,” he explains, “either here 
in the store and service department 
or out on the farms. I don’t be- 
lieve too much importance can be 
placed on the owner’s being on the 
job and meeting customers and 
prospects. It makes them feel that 
the dealer really is interested in 
them and their problems.” 

(2) Make a point of backing up 
every sale. Stockbauer does not 

(Continued on page 128) 
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Unmatched Grain-Saving Advantages 


FOR EVERY PROSPECT... give IH dealers 


SALES OPPORTUNITY UNLIMITED! 


McCORMICK" NO. 76 
Harvester-Thresher 


McCORMICK NO. 140 
Harvester-Thresher 
Favorite pull-type of 
big-acreage growers. 
PTO or engine... 9 or 
12-foot for direct cut 
or windrow pickup. 


/ .| Popular 7-footer commands its class. Choice 
of 6- or 7-foot, direct cut or windrow pickup, 
30-bushel grain tank or bagging platform, 
pto or engine drive. 


McCORMICK NO. 141 
Self-Propelled 
Harvester-Thresher 
10, 12 or 14-foot. Also 
No. 2-141 Corn Unit, 
No. 141 Rice Special, 

No. 141 Hillside. 





McCORMICK NO. 161 
Self-Propelled 
Windrower 


Another IH leader with 12 or 
16-foot platform . . . 25 or 30 hp 
engine. Also No. 120 pull-type 
with 10, 12 or 14-foot platform. 





There’s a model to match 


power, acreage and crop 


of every grower! 


This complete line of McCormick 
harvester-threshers—all with IH 
point separation and double-shake 
cleaning—plus McCormick wind- 
rowers, offer every prospect unmatched 
grain-saving advantages... offer 
every 1H dealer unlimited opportun- 
ities for greater sales! 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in us 


tility Troct 
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McCormick Form Equi pme 


Farmall Tractors Motor Trucks Crawler ond 


and Power Unit General C chicago |, illinois 
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‘It’s the BIG Topic of 
Conversation These Days’’ 





Anp you can take the word of a man 
who, as a John Deere dealer, has been hearing farm ma- 
chinery talk for more than 50 years. 


He is E. C. Barton of Vermillion, S.D., and he will quickly 
testify to the interest farmers take in the new John Deere 
“FW” Disk Harrow, the disk harrow that cuts a full 21-foot 
swath, that double-disks up to 125 acres a day, that enables 
the large-acreage farmer to keep the advantage in his con- 
tinual battle with time and weather. 


But it’s not just the huge capacity of the “FW” that takes 

the farmer's eye. Just as important is the obvious quality 

which is built into it and which, just as certainly as the 

trade-mark itself, pronounces the “FW” a John Deere prod- 

uct. Mr. Barton will assure you, too, that quality—full 

value for every invested dollar—is the characteristic which 

more than anything influences a farmer in choosing an 

implement—the characteristic that brings the wise buyer The “FW” is as modern as tomorrow and has the ruggedness 

and the pace-setting farmer to his John Deere dealer's store to last many years beyond that. Shown here, behind the powerful 

find the Red's aap d Jobn Deere 80" Diesel, the "FW" boasts plenty of weight for good 

to find the answer to his equipment needs. penetration even in the toughest kind of soil conditions. The dual 
carrying wheels provide the necessary flotation for efficient opera- 


An at i y a ; ane ; 1g Mr. tion in soft, loose ground. They serve another important function by 
And that is over 50 years of experience talking, says Mr providing for smooth, easy transport at tractor speeds up to 12 mpb. 


Barton, 


Fn.) JOHN DEERE wmouine, s1i:nors 


4 —E 
von omens) QUALITY FARM EQUIPMENT SINCE 
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Farm Production Rises 
as number of workers decline 


A LONG WITH the rise in farm out- 
put in the Southeastern states 
in the last few decades has been 
a sharp drop in the number of farm 
workers, according to The Bankers 
Farm Bulletin, a publication of 
the Federal Reserve Bank of At- 
lanta. 

The publication points out that 
“farm population dropped from 6.5 
million people in 1940 to an esti- 
mated 4.6 million in 1954—a 30 
percent decline in 15 years. Since 
a larger number of people now live 
on the farm and work in town the 
decrease in farm workers has been 
even greater than the farm popu- 
lation decline. Thus, the produc- 
tion record achieved by farmers 
in recent years becomes even more 
impressive when considered in the 
light of number of workers re- 
sponsible for it. 

“One farm worker now produc- 
es enough food and fiber to sup- 
port 18.5 persons. That is nearly 
eight persons more than a farm 
worker supported in 1940, and 
about 12 persons more than one 
farm worker supported in 1900. 
Those figures for the nation as a 
whole portray some basic trends 
in District farming. A farm work- 
er in District states, for example, 
now produces about 50 percent 
more cotton than he did in 1940. 
Output of poultry per worker has 
increased about 60 percent, and 
output of all livestock enterprises 
is up about 35 percent per worker. 
For some crops that still require 
a large amount of hand labor, how- 
ever, gains in worker productivity 
have been low. The output of each 
worker in tobacco enterprises, for 
example, has increased only about 
15 percent since 1940. 

Basic changes in the organiza- 
tion of District farms led to the 
increase in labor productivity. For 
one thing, farmers are using more 
tractors and associated equipment. 
From 1950 to 1954, District farm- 
ers increased the number of trac- 


One farm worker with tractor and mounted corn picker can do the work 
of several men working with mule power 


tors on their farms 50 percent 
They also added equipment fo! 
preparing and cultivating land by 


about the same proportion 
Changes Made 


But farmers did not confine their 
machinery increases to tractors 
and cultivating equipment. They 
rapidly acquired grain combines 
hay balers and milking machines 
In many changes in 
cropping patterns were necessary 
to make efficient use of the addi- 
tional machinery. A_ shift from 
mule to tractor power, for exam- 
ple, often enables farmers to in- 
crease small grain, hay, or pas- 
ture acreage with the same or an 
even smaller labor force 
increasing labor productivity, such 


instances, 


changes also increase efficiency of 
machinery use 

A rise in labo! relative 
to costs of other production items, 
encouraged farmers to make great- 
er use of their capita] equipment 
Wage rates paid by District farm- 


costs, 
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While 


ers in 1955 were about four time 
the 1940 rate Farm 
prices however, had only doubled 
and motor fuels 
50 percent. It was, for the 
part, rising industrial employmen 


machinery 
increased about 
most 
and wages that carried farm wags 
rates upward. Furthermore, farm 
ing with tractors and machine 

quires a higher degree of 
kill than 
Farmers are willing to pa) 
wages for skillful mach 


ators 


farming 


Changes in farm marketir 
tems have also helped to increase 
the productivity of farm workers 
Livestock example 
provide public markets for farm 


auctions, fo! 


animals in many District areas. Be- 
fore the auction markets were es- 
tablished, farmers with small lots 

: hogs often found 
burdensome, and 


of cattle or 
marketing cost 
consequently were not inclined to 
add livestock enterprises to thei 
gut with market 
with a few acre 


farming systems 
“ar by, farmer 


(Continued on page 126) 





C. R. Loyd, far right, owner of 
the company, points out to pros- 
pective customer the quality of 
the firm's reconditioning work. 
Reputation for dependable serv- 
ice work has gained many new 
customers for this company 


By S. W. Ellis 


They Win ‘Em 


with Service 


A DEALER’S repair service once 

it is recognized by farmers as 
being fast and dependable, can be 
one of the surest ways of creating 
sales of new farm machinery and 
equipment. 

This has been the experience of 
C. R. Loyd, owner of the Conway 
Equipment Co., located in the 
Arkansas city of the same name. To 
Conway good repair service can be 
simply described: “It’s service 
when the farmer needs it, and a 
good job every time.” 

Such a conception of service has 


won for the company that extra 
profit and upon occasion has given 
it an important competitive ad- 
vantage as a recent experience 
points out. 

Not long ago Conway was de- 
livering a tractor for demonstra- 
tion purpose to a farm about 20 
miles away. When he arrived 
there were already on hand two 
other tractors left by competing 
dealers. 

“Let me show you what my 
tractor will do, Jim,” Conway said 
to the prospect. 


Buildings housing display room and shop measure 80 by 80 feet 
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Company's three mechanics serv- 
ice any make of machinery or 
equipment. They are backed up 
by well-stocked parts section 


The farmer scraiched his chin. 
“They're just about all the same, 
these tractors,” he said. “They’re 
the same until something goes 
wrong.” 

“Yep,” Loyd “That's 
when the difference in dealers’ re- 
pair service shows up. I'll back up 
and unload.” 

The farmer swung the gate open. 
pleasant sales- 


agreed 


“Those were two 
men that left the other two trac- 
tors. Maybe they give good serv- 
ice, too. But I know about you! 
service. You’re 20 miles 
too.” 

“That’s right,’ Loyd 
“You've given us many a ring In an 
emergency. And one of our two 
service trucks started rolling im- 
mediately. You got on-the-spot 
service without delay from a first- 
class mechanic. If your machinery 
needed shop repairs, our service 

(Continued on page 130) 
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IT’S HERE IN THE ADVANCED SYSTEM 


THAT’S WHAT YOU SELL when you sell the 


cary? 
{} 


Ferguson line . .. the brilliant new Ferguson ‘4 
and “Hi-40” models...plus the now famous Ferguson 


35”, proved on tens of thousands of farms. 


POWER COMMAND is the integration of the ad- 
vanced Ferguson System with other Ferguson firsts, 
including 4-Way Work Control, to give your farmers 
complete and instant command over tractor and 


implement operation. 


GO with Ferguson, the Franchise with a Future. 


Write or wire. Ferguson, Racine, Wisconsin. 


Ferguson 


NEW POWER STEERING 
(Factory installed option). 








HEAVIER, LONGER and 

MID-MOUNT, TOO! 

Mid-Movunt Cultivators available for “40” 
and “Hi-40" models. 


NEW, 12-VOLT ELECTRICAL SYSTEM 
Faster, surer cold-weather starts. 


K 
. 
NEW SALES OPPORTUNITIES 
P Now, 5 tractor models .. . exciting new 
\ implements ...sales-packed promotions 
- biggest advertising program in ovr 
history. 





WITH THE AMAZING NEW 
Aerpieae 
hes s 4 


TARPAULINS. 


The all-new Eagle Farm Tarp and Truck Tarp are sold 
exclusively through Hardware and Implement Dealers 
They are stronger and last longer than any tarpaulin 
ever made for the farm trade. Only Eagle Tarpaulins 
give you these selling features: NEW WATER & ROT 
RESISTANT TREATMENT, 90% HEAT REFLECTION, 
EASIER TO HANDLE IN COLD WEATHER, GREATER 
STRENGTH DUE TO ROPE IN HEM, AND NATIONALLY 
ADVERTISED 


Ask your wholesaler to show you a sample of the 
Eagle Aluminum Treated Tarpaulin and tell you how you 
can get your FREE Eagle Tarpaulin Display Rack 


DISPLAY RACK 
TO HELP YOU SELL 


Your Wholesocle Salesman 
on give you all the details 
on the Eagle Tarp Assortment 
with the Free Display Rack 
ts a complete tarpaulin de 
partment all in one disploy 
ready for sales! Ask 


your Wholesaler todoy 


e we 
aes 


another Product 





H. WENZEL TENT & DUCK COMPANY 
ST. LOUIS 4, MISSOURI 











LOOK 
SOUTH... 


Cash Farm Incomes for South and Southwest 


Continue at Phenomenally High Levels 


The South is still primarily an agricultural area, not- 
withstanding its rapid industrial development in recent 
years. A little more than half its population is rural. Its 
economic well-being is largely dependent on the pros- 


perity of the farmers. 


While there was a slight decline in the general price 
level of farm products in the early months of last year, 
the change was almost negligible in comparison with the 
phenomenal increase which has taken place in the last 


decade. 


During the last U. S. Business Census period the 
number of Southern and Southwestern farm equipment 
dealers increased | 11.6%. The rest of the country gained 


58.3%. 


The total circulation of Southern Farm Equipment is 
16,000 and reaches more than twice as many farm equip- 
ment outlets in the South and Southwest as any other 
publication. For this big, heavy-buying market, here is 


the readership you need... 


SOUTHERN FARM EQUIPMENT 
Section of SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta, Georgia 
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Chain Sellers everywhere are profiting with the ORIGINAL 


WEASURE MAR Cll 











A CAMPBELL CHAIN Born 


° Exactly-marked every 5 feet. . . quick, accurate measurement! 
® Color-Coded ... instant identification of chain grade! 
© Standard-footage in every pack! * At no extra cost! 








Green "Measure-Mark" for 
Campbell Proof Coil Chain 
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Red ‘‘Measure-Mark"’ 
for Campbell BBB Chain 
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Blue '"Measure-Mark'’ for 
Campbell High Test Steel Chain 
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Orange "Measure-Mark" for 
Cam-Alloy Steel Chain 
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Take advantage of the exclusive ease, speed and profit of Get all the details on this new 
this revolutionary new method of selling chain. Just count 
the colored, exact, five-foot markings! Think of the time 


time-and-labor saving method 
and trouble you'll save . . . think of the assured accuracy | exact-footage containers, 


>f exact chain handling — in 


color-coded for identification 


. and what this means to you in gross profits. Your cus 


tomer will be sure, too, that he’s getting just the right Available only from Campbell! 


length of chain—and the identifying color-mark will assure Write today, or ask your 


him of the right grade. Campbell representative 


COPYRIGHT 1956, CAMPBELL CHAIN COMPANY 


CAMPBELL CAMPBELL CHAIN Company 


YORK, PA.—WEST BURLINGTON, IOWA—PORTLAND, OREGON—SACRAMENTO, CALIF. 


Makers of the famous Lug-Reinforced Tire Chains 











Slow 
pump 
turnover 
Stealing 
net profits ? 








% Jerry Stein (at right 
above) of Torrington 
Supply Co., Waterbury, 
and Don Plourde 
Goulds Representative, 
team up to help Goulds 
Dealers in Western Conn 





THE GOULDS TEAM* HAS YOUR ANSWER 


If your pump business is lagging—if your ‘net’ is sagging— 
it's time to call in your Goulds Team. Let them show you 


how faster turnover will actually increase pump profits 


Fast service from nearby distributor stocks assures you of 
rapid turnover... greater pump profits! Put balanced turn- 
over to work for you...tie-up with your local Goulds Dis- 
tributor and you'll hold down a greater percentage of the 


dollars you invest in pumps 


Your Goulds Team is in business to help you make more 
money selling pumps. Call your Goulds Distributor or write us 


for down-to-earth details... get set to go with the Goulds line 


GOULDS PUMPS, Inc. Dept. SH-55 SENECA FALLS, N.Y. 





Pumps for every Farm 


ome Need 


/ tou get Mane with GOULDS PUPS 
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DURING THE spring and summer 
farmers throughout the South will 
be looking over still another new 
Ferguson tractor, the Ferguson 
“40”, which has been just recently 
added to the Ferguson line. Slight- 
ly longer and heavier than the 
popular Ferguson “35” (still in the 
line), the “40” has pads for mid- 
mounted implements, and features 
completely new styling as well as 
a new two-tone color scheme 

The new Ferguson “40” is a 
standard clearance, 4-wheel trac- 
tor capable of pulling three plows 
in most soils. It retains the 4- 
Way Work Control features 
(Quadramatic Control, Variable- 
Drive PTO, “2-Stage” Clutching, 
Dual-Range Transmission) made 
famous by the Ferguson “35”, as 
well as an advanced version of the 
Ferguson System. In addition it 
features power steering and power 
spaced rear wheels as options 
Other innovations are a larger (17 
gallon) gas tank and a 12-volt 
electrical system 

1956 is the first year in the 
company’s history in which more 
than one model Ferguson tractor 
has been available to the farming 


"40" Tractor 
for Ferguson Line 


public. The 5-tractor 
line now includes the Fergusor 
“35”, the Ferguson “40” and thre 
high-clearance Hi-40 models (4- 
wheel, dual-whee! tricycle, 
wheel tricycle) 


single- 
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New tractor is a four-wheel, 2-3 
plow model with mounting pads 
for mid-mounted tillage equip- 
ment. Total weight is 3100 Ibs. 


The hydraulic system of the new 
“40” has a constant running pump, 
double acting control spring and 
compensating overload 
It provides “Quadramatic Control” 
which lets the operator raise and 
lower implements, select draft and 
maintain uniform working depth, 
adjust hydraulic system’: 
response, hold implements at any 
position selected — all with th 
same control quadrant 


release 


speed ol 


PTO Lever 


A handy PTO shift lever enable 
the operator to select either (1) a 
PTO drive in fixed ratio to engin: 
speed; or (2) a drive in fixed ratio 
to ground travel. The engine-speed 
is constant running (can be oper- 
ated independent of transmission) ; 
operates at 18/50 of engine speed 
“Ground speed” PTO is one revo- 
lution of shaft for each 20 inches 
of tractor travel 

J. L. Hooker, 
manager of the Ferguson Divisio: 
aid that Ferguson ‘40 
ire generally available now as are 


} 


general sales 
tracto 

2 new mid-mounted cultivator! 

‘We are now in a better positio 
than ever before to serve the dif 
fering needs of farmers who nee 
a versatile and flexible vet 

cost, tractor for their op 


Hooker commented 





Harvester 


Introduces 


New °600” Tractors 


A NEW International 600 series 
of tractors with the latest in op- 
erator comfort and convenience, 
and designed to do the bigger and 
harder jobs around the farm and 
the industrial site as well, is an- 
nounced by International Harves- 
ter Co., 180 North Michigan Ave., 
Chicago 1, Ill. The new tractor is 
equipped with Hydra-Touch, easier 
steering, a large roomy platform 
for the operator, crown-type fen- 
complete cowl shielding 
roller-type swinging drawbar, im- 
proved cold-weather starting for 
diesel engines, and the very latest 
instrument panel, the manufactur- 
er points out. 

The tractor is available either as 
the gasoline International 600 or 
the International 600 diesel. It re- 
places the McCormick Super 9 
and WR-9S series of wheel trac- 
tors. 

The International 600, operating 
in second gear, is designed to han- 
dle a five-bottom plow in prac- 
tically any condition, and, where 
the going is favorable, it will pull 
five bottoms in third gear. Accord- 
ing to the company, the “600” is 
designed to handle the big jobs and 
do them easier, faster, and better 
than any of its predecessors. 


ders, 


The new tractor has easier steer- 
ing, brought about by a change in 
the steering gear ratio. Available 
for those who want it is practically 
effortless steering through the use 
of a hydraulic power steering as- 
sembly powered from Hydra- 
Touch system of the tractor 


Many Comforts 


The special “home comforts” and 
conveniences for the operator 
worked into the new Internation- 
al 600 tractor include many fea- 
tures, foremost of which is the 
foam-rubber-padded seat, double 
cushioned with a coil spring, and 
hydraulic shock absorbers to ease 
jars and jolts. The seat tilts back, 
can be adjusted forward and back- 
ward, and can be swung right or 
left out of the operator’s way if 
he wishes to stand while driving 

The large flat platform with 
nonskid floor plate is said to pro- 
vide plenty of comfortable stand- 
ing room, and the crown-type fen- 
ders together with complete cowl 
shielding are designed to reduce 
the dirt and dust blown toward the 
operator. A one or two-valve Hy- 
dra-Touch hydraulic system to 
control single, tandem, or multipl: 


hook-ups is available for the new 
tractor, and all controls are 
grouped conveniently for easy op- 
eration. 

Mechanical improvements for 
quicker starting in cold weather 
have been incorporated into the 
new International 600 diesel. The 
gasoline starting part of the diese] 
engine has an adjustable-jet, ven- 
turi-type carburetor; a special ig- 
nition coil; and a positive engage- 
ment starting motor that keeps the 
starter gear engaged until the 
starter button is released. 

Other features of the tractor are 
a new lighted instrument panel 
visible from the driver’s seat, key- 
switch battery ignition, push-but- 
ton starting, cigarette lighter, and 
a tachometer which records the 
number of hours’ operation at 
rated rpm and indicates ground 
speed as well as engine rpm 

Special equipment to outfit the 
“600” for rice field operations such 
as over-center hand clutch, foot- 
operator decelerator, rice field 
tires, and steel wheel equipment is 
available. 


a 


New Names Announced 
for IH Sales Groups 


EFFECTIVE immediately, the 
name of the General Sales Depart- 
ment of International Harvester 
Co. has been changed to Farm E- 
quipment Sales Department, ac- 
cording to an announcement made 
by T. B. Hale, vice-president of 
the Chicago, Ill., organization. 

Changes in major functions of 
the company were made by the 
board of directors who also 
changed the Industrial Power Di- 
vision to Construction Equipment 
Division. The name of the third 
major sales group, the Motor Truck 
Division, was not changed. 

Hale said the reason for renam- 
ing the General Sales Department 
is that the new name is more de- 
scriptive of the activities carried 
on and the lines of products mar- 
keted through the department 

The board feels that the new 
names will be more 
readily by customers and others 
outside the company 

Farm Equipment Sales will con- 
tinue to handle Internationa] Har- 
vester sales activities in the farm 
field including tractors, imple- 
ments, machinery, and twine 


understood 
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There's A SUNFLOWER MOWER for 
Every Cutting Job and Tractor 


FARMALL . . . FERGUSON .. . ALLIS-CHALMERS .. . JOHN DEERE... MASSEY-HARRIS ... FORD... . OLIVER... and others 


KUB-KLIPPER, Patented 46” Rotary Mow- 
er—on FARMALL CUB. Cuts 46” swath. 
Also _made for LO-BOY, “100”, MH Pony 
and Pacer and AC “G”. 


PATENTED 3 GANG FRONT MOUNTED 
MOWER for CUB, LO-BOY and MH Pony. 
Center and rear mounted units for Cub, 
Lo-Boy, AC “G” and MH Pacer, and all 3 
point hitch tractors. 








SUN-MASTR FH 260 60” ROTARY MOW- 
ER for FARMALL FAST HITCH. Other 
models for all Farmall tractors. 


Model WD 260 60” Mounted Rotary Mower 
for ALLIS-CHALMERS WD 45 and CA 
Trailer units for all models 


K5 patented 46” 


Model 
ALLIS-CHALMERS 


for 


KUB-KLIPPER 
Rotary Mower 
“G" 


160 Rotary 


60” SUN-MASTR model HW 
models for 


for FERGUSON. Also other 
all 3 point hitch tractors 


"a 


60” Model M260 ROTARY MOWER for 
OLIVER SUPER 55. Other models for all 
Oliver tractors 





STURDY CONSTRUCTION 
LOW COST 


Important Exclusive Features 


MOWERS and 
patented They 
and incorpo- 
features 


SUNFLOWER GANG 
KUB-KLIPPERS 
are especially well built 
rate important exclusive 


are 


SUN-MASTR ROTARY MOWERS are 
EXTRA rugged. with heavy duty Gear 
Box, spring steel action blades 
and exclusive design clutch in 
drive shaft on all 60 All PTO 
driven except Model T 290. Get ALL 
the facts. Write for new illustrated 
folders 


gyral 
slip 
models 





SUN-MASTR ROTARY MOWER Model HD 
260 on ALLIS-CHALMERS. Has Universal 
Draw Bar Hitch for all tractors 


Pe > + 
jae ei 

ehh. tak 5 

Model T 290 90” SUN-MASTR trailer mow- 
er with Universal Draw Bar Hitch for all 


tractors. Belt driven multiple blades 


Model JD C60. Center mounted on JOHN 
DEERE. Belt driven. Also 3 point hitch 
and trailer units for JOHN DEERE tractors 


Model M510— HEAVY DUTY 10 FOOT 
GANG LAWN MOWER for 3 point hitch 
and Fast hitch tractors. Also as trailer 
unit 


WRITE * WIRE + PHONE FOR ILLUSTRATED CATALOG AND LIBERAL DEALER DISCOUNT ON TODAY’S MOST ADVANCED 


MOWERS — 


SUNFLOWER INDUSTRIES, INC. 


SHREDDERS — 


CUTTERS 


125 S. KANSAS AVE., 
OLATHE, KANSAS 
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MM's new 4-section Rotary Hoe 


Minneapolis-Moline Introduces 
New Three-Point Hitch Implements 


THE TREND to larger 3-point 
hitch implements on bigger trac- 
tors took another step forward 
with the new line of mounted farm 
tools being introduced by Minne- 
apolis-Moline for its new 445 trac- 
tor. Primarily adapted to work on 
the fully hydraulic Ampli-Trac 
system of the 40-hp class 445, these 
implements also fit other standard 
wide 3-point hitches. 

Announced by MM as Power- 
Matched implements, the new tools 
provide greater precision for all 
types of soil conservation jobs, 
seed-bed preparation, planting, 
mowing, etc. 


Shown above is MM's new rear- 

mounted planter. New moldboard 

plow, below, has high clearance, 
uniform depth control 
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Ampli-Trac instantly and auto- 
matically increases rear wheel 
traction when heavier draft occurs 
during work in the field. This ad- 
justing action, which is _ fully 
hydraulic, continuously responds 
to the many variations in load as 
soil conditions vary. 

The MM Ampli-Trac traction 
amplifier also reduces wheel slip- 
page, tire wear, and fuel costs, in 
addition to giving the extra pull 
when draft demands it. 

Some of the new MM 3-point 
hitch Power-Matched implements 
designed for the new MM 445 in- 
clude: M-1000 series 2 and 3 bot- 
tom moldboard plows; XO series 
tandem 8’ 3” and 9’ 5” disc har- 
rows; RC series 2 and 4 section 
rotary hoes; MP-200 and MP-400 
series 2 and 4 row corn or corn- 
and-cotton planters. 

Lighter in weight and affording 
improved trash clearance, the 2- 
and 3-bottom plows are available 
in 14” and 16” sizes. 

The new disc harrow is available 
in 9’ and 10’ sizes, with either 18” 
or 20” plain or cutaway discs. This 
makes it possible to disc harrow 
from 25 to 35 acres a day. This im- 
plement can be lifted hydraulically 
for turning, crossing gulleys o1 
grass strips, or for transpert. 

Light in draft, the new MM 
rotary hoe is a four section imple- 
ment and is operated at 6 to 8 
miles per hour. Each section is 
34 feet wide with over-all work- 
ing width of 14 feet. Under normal 
operating conditions its capacity is 


from 80 to 100 acres per day. By 
reversing the gangs the teeth, 140 
in each section, can be used to 
pulverize and pack the soil 

The new rear-mounted planter is 
designed for high-speed planting 
at 130 buttons or 520 hills per 
minute. From 6,500 to 24,000 seeds 
per acre can be planted to match 
the capacity of the soil. It can be 
set for 38”, 40” or 42” rows. 


. 


Model 61 Garden Tiller 
Announced by Bolens 


A NEW lightweight, heavy-duty 
garden tiller, the Bolens ME Single 
Purpose Tiller, Model 61, is an- 
nounced by John H. Widder, sales 
manager, Bolens Products Division, 
Port Washington, Wis. 

The Model 61 is powered by a 
242 h.p., four-cycle engine. Engine 
speed is 3,200 RPM, rotor speed 
is 91 RPM providing a 35 to 1 re- 
duction for working the toughest 
soils with ease. Engine and geal 


housings are protected from sand 
and dust by double neoprene oil 
seals and felt dust closures. Tines 
are heat-treated high carbon steel 
and are guaranteed against break- 
age. It will till a swatch 12 to lf 
inches wide and six inches deep 

Clutch operation is made simple 
by use of a cam activator which 
eliminates belts and does not re- 
quire adjusting. Tapered roller and 
ball type bearings are at all im- 
portant friction points. Throttk 
and clutch controls are located on 
the tubular steel handle bars 
Weight is 83 pounds. It is available 
with 10-inch wheels, depth con- 
trol shoe and a furrower blade at- 
tachment. 

A free descriptive folder may be 
obtained by writing the company 
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A report from 


W HILE FARM operators’ realized 
net income for the rest of the 
year may hold fairly close to the 
first quarter estimate of 10.4 bil- 
lion dollars, it probably will total 
below the 10.8 billion dollars real- 
ized in 1955, according to the re- 
cent issue of “The Farm Income 
Situation,” published by the De- 
partment of Agriculture. 

The publication § states. that 
“prospects for the remainder of 
1956 indicate that farm prices, 
farm costs, and farm incomes will 
likely be maintained fairly close 
to current levels. Cash receipts 
from marketings in the first quart- 
er of this year totaled 5 percent 
less than a year earlier, mainly 
due to lower prices of farm prices. 

“Farm costs were reduced a 
little reflecting substantially low- 
er prices of feed and feeder live- 
stock. Farm operators’ realized net 
income in the first quarter of the 
year was down 7 percent from the 
first quarter of 1955, but was at 
substantially the same rate as in 
the second half of 1955 


the USDA on... 
Outlook for 1956 


“The price outlook for the rest 
of the year is for little change over- 
all. Price supports for most 1956 
crops are not much different from 
those for 1955 crops. Supports for 
wheat, corn, cotton, rice, and pea- 
nuts are slightly lower, but some- 
what higher supports have been 
announced for soybeans, flaxseed, 
manufacturing milk and butterfat 
The incentive leve] for 1956 clip 
wool is the same as in 1955. Furth- 
er, prices of hogs will likely be 
firmer this fall than last, reflect- 
ing cutbacks in the spring pig 
crop. 

“The volume of 
moving to market will probably 
hold at a high rate. Crop acreage 
in 1956 may be reduced slightly if 
farmers’ intentions to plant as of 
March 1 are realized. Acreage al- 
lotments and marketing quotas 
have been reduced for flue-cured 
tobacco, rice, and cotton. But pro- 
duction of most livestock and live- 
stock products this year will be 
larger than last year, especially 
milk, poultry, and eggs 


farm products 


“Farm production expenses so 
far this year are slightly below 
1955. Costs of feed and replace- 
ment livestock are lower. Farm 
wage rates are much the same, but 
there are slightly fewer hired 
workers this year. Interest and tax 
charges are larger. Costs of indus- 
trial commodities used in farm 
production continue to rise, re- 
flecting the upward trend in the 
nonfarm economy 

“Cash receipts from farm mar- 
ketings in the first quarter of 1956 
totaled approximately 5.9 billion 
dollars, down 5 percent from the 
total of 6.2 billion for the first 
quarter of 1955. The total volume 
of farm marketings was about 2 
percent larger than a year ago, but 
prices averaged 7 percent lower. 
First-quarter livestock receipts of 
3.6 billion dollars were down 5 
percent mostly because of lower 
average prices for meat animals 
Crop receipts of 2.3 billion dollars 
were 4 percent below a year ago, 
reflecting lower average prices 

(Continued on page 122) 


Cash receipts from farm marketings, by States, January-February 1955-56 





Livestock and products 


Crops 





State and Region 


1955 1956 1955 


1956 1955 1956 





Delaware 
Maryland 
Virginia 

West Virginia 
North Carolina 
South Carolina 
Georgia ............. 
Florida 


South Atlantic Region 


Kentucky 
Tennessee 
Alabama 
Mississippi 
Arkansas 
Louisiana 
Oklahoma 
Texas 


South Central Region 
United States 


1,000 
dollars 


1,000 
dollars 


1,000 
dollars 


1,000 
dollars 


1,000 
dollars 


1,000 
dollars 





1,360 
4,932 
19,319 
3.712 
19,102 
10,274 
17,340 
89,687 


165,726 


98,314 
28,411 
14,810 
40,490 
29.176 
28,182 
21,741 
160,214 


421,338 
1,869,027 


10,188 
22,161 
30,179 
11,072 
35,747 
12,462 
47,741 
19,695 


189,245 


30,666 
29.720 
29,025 
20,678 
23,949 
17,935 
43,227 
104,105 


299,305 
2,374,551 


9.375 
23,302 
32,063 
10.716 
32,752 
12,598 
44,876 
19,062 


184,744 


32,021 
30,319 
28,199 
19,754 
23,526 
17,662 
44,621 
105,866 


301,968 
2,492,195 


11,493 
26,379 
46.920 
14,544 
$3,214 
23.828 
66,632 
124,369 


367,379 


86,193 
63.692 
44,925 
67,926 
68,118 
49,720 
59,497 
248,236 


688,307 
4,162,243 


10,735 
28,234 
51,382 
14,428 
51,854 
22,872 
62,216 
108,749 


350,470 


130,335 
58,730 
43,009 
60,244 
52,702 
45,844 
66,362 

266,080 


723,306 
4,361,222 


1,305 
4,218 
16,741 
3,472 
17,467 
11,366 
18,891 
104,674 


178,134 


$5,527 
33,972 
15,900 
47,248 
44,169 
31,785 
16,270 
144,131 


389,002 
1,787,692 
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Farm Equipment Wholesalers 
Expand Association Membership 


M EMBERSHIP in the Farm Equip- 
ment Wholesalers Association 
of the United States and Canada 
was increased to 74 firms with the 
approval of two companies at the 
spring meeting of the organization 
at the Edgewater Beach Hotel in 
Chicago April 11. 

Approved were Burkhardt-Lar- 
sen Co., Inc., Minneapolis, Minn., 
and Towner-Meyer Company 
Stockton, Calif.; The Hamilton 
Company, Cedar Rapids, Iowa; and 
Smith Hardware Co., Inc., Golds- 
boro, N. C. 

The Board accepted the resigna- 
tion of Turner Mfg. Co., Statesville, 
N. C., whose activity in the indus- 
try is now predominately manu- 
facturing 

Smith Hardware Co., Inc., Golds- 
boro N. C., serves retail farm e- 
quipment dealers of the state of 
North Carolina with farm equip- 
ment lines. It travels two salesmen. 
Officers are Ben R. Lewis, presi- 
dent; R. E, Stevens, vice-president; 
Wiley Smith, secretary; and R. T. 
Alphin, treasurer. 

The FEWA was organized in 
1945 and is composed of outstand- 
ing independent wholesale jobbers 
of short line and specialty farm e- 
quipment. Eligibility requirements 
stipulate that a firm must ware- 
house stocks of implements and 
parts it offers to the retail trade, 
that it be dedicated to selling to 
retailers with a staff of traveling 
salesmen adequate for the area 
served, and that it stands ready to 
render service on any article it 
wholesales. 

President C. R. McMicken, vice- 
president of B. Hayman Co., Inc., 
Los Angeles, Calif., said the ap- 
proval of the new members con- 
tinues the policy of the FEWA 
to bring into the organization 
all reliable, financially stable 
and ably managed farm e- 
quipment wholesale firms which 
can be honestly commended 
to retailers as a_ source of 
supply for short line and special- 
ty farm equipment. Member firms 
of the FEWA conducted an aggre- 
gate wholesale volume in farm e- 
quipment and related products in 
excess of $105,000,000 during 1955. 

The FEWA conducts semiannual 
Dating Parties and Factory Days to 
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which it invites short line and spe- 
cialty farm equipment manufac- 
turers to help them establish dis- 
tribution through reliable whole- 
salers in the United States 
and Canada. These semiannu- 
al events also keep whole- 
salers constantly in touch with new 
product developments which offe1 
sales and profit potential for farm 
equipment retailers, McMicken 
said. 

The spring meeting was attend- 
ed by 428 manufacturer personnel 
representing 249 companies, and 
129 FEWA personnel representing 
64 member firms. 


+ 


Matheson Elected 
AFEMA President 


W. A. MATHESON, Sr., Portable 
Elevator Manufacturing Co., 
Bloomington, Ill., was re-elected 
president of the Allied Farm E- 
quipment Manufacturers Associa- 
tion at the organization’s annual 
spring convention April 9-11, at 
the Edgewater Beach Hotel, Chi- 
cago, 

More than 400 
were in attendance representing 
185 firms registered AFEMA 
members elected R. R. Toepel, 
manager of Brillion Iron 

Brillion, Wis., Ist vice- 
president; R. J. Buzenberg, Vik- 
ing Manufacturing Co., Man- 
hattan, Kan. 2nd_ vice-pres- 
ident; Leonard = Fleischer. 
Fleischer-Schmid Corp., Columbus, 
Neb., treasurer; and Ear] Gaffney, 
Dempster Mill Manufacturing Co., 
Beatrice, Neb., secretary. Elmer R. 
Herd of Herd Seeder Co., Lucerne, 
Ind., was elected as director. 

Although elected at the spring 
meeting, the officers do not assume 
office until the conclusion of the 
annual fall meeting which will be 
held October 2-4, 1956 again at the 
Edgewater Beach Hotel, Chicago. 

Managing Director Harold B. 
Halter announced a new freight 
audit service available to members 
May 1. Truck or rail bills not more 
than 24 months old will be audited 
by the association to locate and re- 
cover overpayments. 


manutacturers 


sales 


Works, 


Peek Retires; Officers 
Elected by Deere Board 


BurRTON F. PEEK retired as 
chairman of the board of directors 
of Deere & Co., Moline, Ill., at a re- 
cent meeting of the board. He will 
continue to serve as a directo! 
Peek began his career with Deere 
& Co. 68 years ago. In 1942 he be- 
came the fifth president of the 
company and in 1944 was elected 
chairman of the board. He has 
served in that capacity up to the 
present time, 


burton F. Peek 


Officers who were re-elected t 
their previous positions are Wil- 
liam A. Hewitt, president; Bruce 
Lourie, C. L. Oheim, Maurice A 
Fraher, and Richard Edwards 
vice-presidents; Joseph Dain, J1 
secretary; Joseph Dain 
secretary; T. F. Kirby, assistant 
secretary and assistant treasure! 
and W. J 


comptroller 


assistant 


Tagtmeier, assistant 


» 


The Outlook for 1956 
(Continued from page 121) 
“The estimate of 
farmers’ cash receipts in March is 
1.8 billion dollars, about the same 
as in February but 5 percent low- 
er than a year earlier, March re- 
ceipts from livestock and products 
are estimated at 1.3 billion dollars 
crop receipts at 0.5 billion 
“Farmers’ realized net 
in the first quarter of 1956 was at 
an annual rate of approximately 
10.4 billion dollars. This was a 
little below last fourth 
quarter rate of 10.7 billion, and 
about the same as the average rate 
in the second half of 1955. How- 
ever, it was considerably below the 


preliminary 


income 


year’s 


seasonally adjusted rate of 11.2 
billion dollars in the first quarter 
of last year.” 
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1. Your own direct mail program— 
PERSONALIZED! Series of mailers show you 
and your store on the cover! Each will go to 
your selected customers, will include a timely 
newsletter of special interest to farmers. We 
pay postage, handle all printing and mailing 


Progressis © | armet 
b- 


‘ Journal 
arm: a 


2. National and local advertising! 
Appearing in big consumer and farm mage 
zines like Farm Journal, The Progressiv« 
Farmer, Successful Farming. Plus —ads in 
local newspapers, local radio commercials. 


























3. Farm Building Plans! Eleven plans show 

your customers how easy it is to build with 

Kaiser Aluminum Roofing. Most feature low 

cost, pole t construction. Each consists of 
of working plans 


< a - * 4. FREE Display Reck — Display your far: 

Put this Kaiser Aluminum Roofing promotion __ }y!2spie 2 ysordy, wire fame cack 
Stiff divider cards keep your plans in order 
permit faster customer selection. Also free 


to work for you! Se cnngte at ol alten canal ode Beant 


Tonay, farmers all over the country are “raising the roof” with 
Kaiser Aluminum Roofing—resulting in hefty profits for dealers. To get more information on how you con 
One big reason, of course, is the fact that Kaiser Aluminum , ae Kaiser A “eae Roofing the most 
profitable building moteria c ver 
Farm Roofing is better roofing—light, strong, easy-to-handle, rot- hondied— MAIL THIS COUPON To- 
proof and forever rust-free, never needing paint. That’s why it’s DAY! 
easy to sell! 
7 re , - AISER ALUMINUM & CHEMICAL SALES, INC 
And to m or, é »ale . - 
ake it even easier, we're backing up dealers with one CONSUMER SERVICE DIVISION. ROOM 6481 
of the hardest-hitting advertising and promotion programs ever 1924 BROADWAY, OAKLAND 12, CALIFORNIA 
put behind a building product. Take a look —and tie in! 


Aluminum 


the quality roofing for better farm buildings 


natior mn Kaiser Aluminum Roofing and 


ide details on the advertising progran 
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Ford Announces Two FMD 
Tractor Tricycle Models 


THE FORDSON Major Diesel trac- 
tor — previously presented in 
four-wheel models — now is a- 
vailable also in two tricycle mod- 
els, according to the Tractor and 
Implement Division, Ford Motor 
Co., Birmingham, Mich. 

For applications where hydrau- 
lic lift and implement linkages are 
not required, two economy models 
of four-wheel utility FMD trac- 
tors are announced also by Ford. 

“The addition of two tricycle 
models and two utility models 
brings to six the number of FMD 
tractor models now sold and serv- 
iced by Ford tractor and imple- 
ment dealers throughout. the 
United States,” said E. H. Woods, 
general sales manager. 

“The two tricycle FMD models, 
equipped with dual front wheels, 
are designed for row crop farm 
work,” Woods pointed out. “Fea- 
turing the standard FMD built-in 
hydraulic system and three-point 
implement linkages, they can be 
used with all implements now a- 
vailable for four-wheel FMD trac- 
tors. The utility models bring even 
greater economy to jobs where hy- 
draulic lift and implement link- 
ages are not required,” he said. 

Woods also announced that all 
six FMD models now feature as 
standard equipment a new “proof- 
meter,” an all-in-one instrument 
that indicates engine revolutions 
per minute, total hours of engine 
operation, and ground, power take- 
off and belt pulley speeds. 
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The two tricycle front end FMD 
models are the FMD-72, with rear 
wheel tread adjustments of 52 to 
72 inches, and the FMD-96, in- 
corporating rear axle extensions 
for tread adjustments from 56 to 
96 inches. 

The two utility models are the 
FMD-U12, equipped with 12-inch 
rear tires, and the FMD-U14, with 
14-inch rear tires. 

The two standard four-wheel 
FMD tractors are the FMD-12, 
with 12-inch rear tires, and the 
FMD-14, with 14-inch rear tires. 
The standard and utility models all 
use 7:50 x 16 front tires and the 
models with 12-inch tires have a 
rear tread adjustment of 52 to 72 
inches, while the 14-inch tire mod- 
els have a choice of 58-inch or 62- 
inch rear wheel spacing. Front tire 
size on both tricycle models is 5:50 
x 16. 


Transmission 


In addition to the proofmeter, 
all six FMD tractor models are 
equipped with spur gear transmis- 
sions with six forward and two re- 
verse speeds; sealed beam head- 
lights and taillight; adjustable 
swinging drawbar; 12 volt electric 
system and starter motor; oil bath 
air cleaner; transmission type pow- 
er take-off, and 600 pound wheel 
weights. 

The Fordson Major Diesel trac- 
tor is built at Dagenham, England, 
by Ford Motor Co. of England, Ltd. 
Thirty-two major parts depots and 
service centers throughout the 
United States insure the availabil- 
ity of parts and service. 


Pearse Retires from J. I. 
Case; Duesler Appointed 


CARROLL G. Pearse, vice-presi- 
dent in charge of sales, United 
States and Canada, for the J. IL. 
Case Co., Racine, Wis., retired as 
of May 1. He will continue as a 
director of the company. 

Succeeding Pearse is W. C. Dues- 
ler who was appointed to that po- 
sition at a recent meeting of the 
board of directors. 

Pearse was elected a vice-presi- 
dent in April 1948 and director in 
April 1952. 

Duesler was employed first bv 
the company at its Watertown, S. 
D. branch in 1927 where he served 
as collector, blockman and branch 
sales representative until Novem- 
ber 1932. He then was made as- 
sistant branch manager of the Lin- 
coln, Neb. branch. 

In November 1934 Duesler was 
transferred to the Columbus, Ohio 
branch as assistant branch man- 
ager, and from there in 1939 he 
went to the Indianapolis, Ind. 
branch in the same capacity. He 
was promoted to branch manager 
there in 1941 where he served un- 
til he became manager of the Kan- 
sas City, Mo., branch in 1951. 

In September 1954 Duesler came 
to the home office at Racine where 
he joined the general sales staff as 
Western Division sales manager 
which position he held until June 
1955 when he was appointed sales 
manager. 


+ 


New Duties for MM's 
Grussing and Rusinko 


Bon D. Grussing, manager of 
advertising, sales promotion, and 
public relations of Minneapolis- 
Moline Co., has been named to the 
newly-created post of director of 
merchandising, according to Henry 
S. Reddig, senior vice-president 

John Rusinko, assistant manager 
of advertising, promotion, 
and public relations, has been pro- 
moted to advertising manager. 

William W. Lundell, advertising 
assistant, has been named director 
of public relations. 

Grussing will direct the activ- 
ities of product managers with the 
field and coordinate advertising 
and sales promotion with these 
activities. 


sales 
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1. This is the story of an ordinary man 
... worked from 9:00 to 5:00 . . . raised 
hamsters in his spare time . . . steered 
clear of doctors. 


4. Overnight Oliver became a changed 
man. He gave his hamsters toa neighbor, 
bought a small harp and a booklet en- 
titled “Harp-playing for Beginners.” 


7. A complete checkup showed he was 
in perfect health, except for a minor 
tone deafness that would preclude much 
skill with the harp. 


2. Oliver did twenty push-ups every 
morning . . . took long bracing walks 
in the fresh air . . . made sparing use of 
condiments and stimulants. 


5. Instead of taking long bracing walks, 
he tottered into his lawyer's office, cut 
two nephews out of his will and hastily 
added a couple of codicils 


8. Dancer was so overjoyed he promptly 
went home and made out a very large 
check to the American Cancer Society, 
and that’s what you should do, too 
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3. Then one day while he was shaving, 

he noticed a small lump. An icy hand 

reached out and clutched at his heart 
. This was it—CANCER! 


6. His lawyer, a man of real intuition, 
knew that where there’s a will there's a 
way, and firmly bullied Dancer into 
seeing a doctor 


——<_———— 
-——-- ~ 


ca 


ANCER 





NAME 
ADDRESS 


ciry STATE 


— 
~~. ane 


9. (MAIL TO: CANCER, c/o your 
town's Postmaster.) Help others and 
help yourself. Fight Cancer with a 
checkup and a Check 


AMERICAN CANCER SOCIETY ‘ 


_—— 
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Front-end loads do not affect the steering of the International 300 Utility 
Tractor equipped with hydraulic power steering 


Tractor Power Steering 
Available on IH 300 


THE LATEST in tractor 
steering has been announced for 
the International 300 Utility trac- 
tor by the International Harvester 
Co., 180 N. Michigan Ave., Chicago 
1, Ill. Regardless of front-end load 
or road condition, only a light 
touch is required to move the 
steering wheel, and the tractor’s 
hydraulic system turns the wheels, 
the manufacturers state 

The new power steering oper- 
ates off the Hydra-Touch system 
of the tractor and is available on 
new tractors or for field installa- 
tion on tractors already in use. The 
unit 1s so compact it is built as an 
integral part of the steering geai 
and within the housing. 

The company points out that this 
new hydraulic power steering de- 
vice cuts manual steering effort 
to a minimum, It makes driving 
easier, particularly when the trac- 
tor is equipped with heavy front- 
mounted loaders, lift forks, or ma- 
terial buckets. Power steering also 


power 


is a big help to the operator when 
driving the tractor at slow speed 
or maneuvering it in tight quar- 
ters. 

By taking its power from the 
Hydra-Touch system of the trac- 
tor, the power steering device is 
operative whenever the tractor 
engine is running. At all times, 
manual steering is standby reserve 
in case it is needed. 

The International 300 Utility 
power steering is of the cam and 
lever type, with a built-in hy- 
draulic valve and cylinder. When 
the steering wheel is turned, the 
valve on the steering post directs 
hydraulic power to the cylinder 
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piston that moves the steering 
arms on the tractor. 

The power steering unit does 
not interfere with the normal 
“self-recovery” feature of modern 
steering. When turning the tractor, 
and the driver wishes ‘to resume 
straight-line travel quickly, all he 
has to do is apply light pressure 
to the steering wheel, and power 
steering goes to work, according to 
the manufacturers 

And while only a light steering 
wheel pull is required to make the 
unit work, this is sufficient to give 
a natural “steering feel’ to driv- 
ing. Side thrusts and shocks will 
not whip the steering wheel. When 
steering func- 
these 


they occur, powe! 
tions instantly to counter 
forces 

Hydraulic power steering also is 
available for factory application on 
the Farmall 300, Farmall 300 Hi- 
Clear, Farmall 400, and the Farm- 
all 400 Hi-Clear Power 
steering has been available, too, 
for the big McCormick Super WD- 
9, Super WDR-9, WR-9S, and the 
International W-400 


tractors 


* 


Production Rises 


(Continued from page 111) 


of idle land have profited by seed- 
ing forage crops on which to feed 
small cattle herds. Increased pro- 
ductivity of farm workers has been 
spurred by improvements in freez- 
ing, canning, storing, and trans- 
porting farm products. Growth in 
markets for farm products pro- 
moted by improved marketing 
methods has enabled many farm- 
ers to expand some of their en- 
terprises to make better use of 


labor and machinery 
Improved marketing 
and facilities generally mean a re- 
duction in the farmer’s proportion 
of the consumer's food dollar. Mors 
and more of the marketing func- 
tions are left to those who can per- 
form them more economically than 
farmers. Thus farmers can give 
their time and attention to the 
things they do best, and in so do- 
ing can increase their output and 


methods 


income. 

Farm workers who _increas¢ 
their productivity by becoming 
more efficient also increase thei: 
incomes, but changes in production 
methods associated with increased 
labor efficiency create problems 
that vex farmers. They decide to 
replace hired labor with machin- 
ery, expecting income 
throughout the machine’s produc- 
tive life. Once that decision is 
made, the farmer must commit 
himself to the total investment at 
that time, although his return will 
be distributed over a period of 
several years, Should prices changs 
so that the machinery does not 
yield as well as was expected, the 


increased 


investment becomes a poor one and 
results in a financial loss. Thus, 
when a farmer starts thinking 
about replacing labor with ma- 
chinery, he is faced with a choice 
of hiring labor that can be dis- 
charged if conditions warrant a 
cut in production or investing in 
equipment that must be kept in 
service over several seasons even 
though it is unprofitable to keep 
production up enough to use it 

The relationship between labo. 
and machinery costs in the last 
fifteen years has favored machin- 
ery purchases, and farmers wh 
replaced some of their expensive 
labor with machinery have profit- 
ed from the increased labor pro- 
ductivity gained. If wage rates 
continue to rise and if farm im- 
plement manufacturers continue to 
produce better adapted machinery, 
many farmers will find additional 
mechanization profitable. Con- 
tinued improvements 1n marketing 
methods and facilities will mean 
still wider farm markets and rela- 
tively lower marketing costs. In- 
creased farm worker output result- 
ing from those trends will mean 
better incomes for farmers who 
strive for labor efficiency. 

Bankers contribute to increased 
farm worker’ productivity by 
granting credit for the purchases 
of farm machinery and equipment 
Farmers frequently lack the mone; 
they need to improve their farm 
business. Bank credit can fill this 
need. 
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Ford Designs New Line 
of Rear Tool Bars 


A NEW LINE of two, three- 
four-row rear tool bars and attach- 
ments designed to mount on all 
Ford and Fordson Major Diesel 
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You Can Make 3 PROFITS 
When You Sell 1 WHIZ! 


i 





PROFIT from 

uStable mower oniien 
attachment th blade 
for cutting brus 

grass and 


AS LOW AS 


$117.50 


RETAIL 


nad 


fast a 


PROFIT 


post hole auger — 
ess thar One WHIZ heavy-duty 


power unit handles these 
three and a number of other 
attachments with ease! Unit 
for 20” and 26” saws is 
SELF-PROPELLED! Other 
attachments available: 
CHAIN SAW — ROTARY 
tical. Also 18” and TILLER EDGER AND 
models available GRINDER. 


IF YOUR JOBBER CANNOT SUPPLY YOU, 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St Baxter Springs, Kansas 





one faat 
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20” saw unit — cuts 
posts and timber up 
to 12” in 4 positions 
from horizontal to 
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Grain Handling Jobs 
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tional tube construc- 

drive and ci 

r machin 
lengt! 


grauge e< 
th gear 
irrier, all 
two ft 
and 10 f t extensions t« 
Sealed head and tail 
rdaptable to 
Use it high or 
rt on almost any 
Here's an auger your farm. 
will like. Write for circular 
Distributed by 
Implement Southeastern 
Sales Co Farm Supply 
Memphis, Tenn Chatanooga, Tenn 


bask 


feet 
earings Easily 
operation 

ror she 


Full 4° Super Scooper 
1! foot, 33 pounds. Sealed head 
beoring; extensions to 2! feet 
Complete with swivel bracket and 
carrying handle ot $25.95 retail 
ALSO upright Bazooka tube 
permanent installations; new 
zooka Grain Turner for turning 
grain without removal from bin 


Jayhawk = implements Since 1903... Dept. Salina, Kansas 





127 





McCaffrey Named Chairman of Board 
of International Harvester Co. 


JOHN L. McCaffrey in May was 
elected chairman of the board of 
directors and chief executive of- 
ficer of International Harvester 
Co. at a special meeting of the 
board of directors. 

At the same time, Peter V. 
Moulder, formerly executive vice- 
president, was elected president of 
the company to succeed McCaffrey. 

Frank W. Jenks, formerly vice- 
president in charge of merchan- 
dising services, was elected execu- 
tive vice-president. 

Harry O. Bercher, formerly vice- 
president in charge of the steel 
division and purchasing and traffic 
was elected executive vice-presi- 
dent. 

McCaffrey announced also that 
Christian E. Jarchow, executive 
vice-president since 1952, will con- 
tinue to serve in that capacity. 

McCaffrey had been president of 
the Harvester Company since May 
16, 1946. His career with the com 
pany began in 1909. He advanced 
through numerous sales executive 
positions to become vice-president 
in charge of sales in 1940 and 
executive vice-president in 1941. 

Moulder joined the company in 
1910 in sales work and was identi- 
fied particularly with motor truck 
sales. When the motor truck divi- 
sion was formed in 1944, he was its 
first head. He was elected vice- 
president in charge of that division 
in 1945. He was elected executive 
vice-president in May 1946 and a 
director of the company in May 
1948. He is a member of the execu- 
tive committee of the board. 

Jenks joined the company in 
1914 at Richmond, Va., in the dis- 
trict sales office. He progressed 
through various positions in sales 
and credit work, becoming man- 
ager of the company’s credit and 
collection department in 1941. He 
was elected vice-president in 1944, 
and has been a member of the 
board of directors since 1952. 

Bercher joined the company in 
1928 at its iron ore mines at Hib- 
bing, Minn. He progressed through 
the steel division to become 
auditor of the Wisconsin Steel 
Works in 1937. In 1945 he was ap- 
pointed assistant to the vice-presi- 
dent in charge of the steel divi- 
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sion, and later in the same year 
was appointed general manager of 
the steel division. 

In December 1947, Bercher was 
appointed director of purchasing 
and traffic in addition to his steel 
division responsibilities. He was 
elected vice-president in May 1953. 


° 


Power Steering Available 
on Allis-Chalmers WD-45 


ALLIS-CHALMERS Manufacturing 
Co., Milwaukee, Wis., announces 
that power steering is now avail- 
able with its own engineered at- 
tachment for the Model WD-45 
tractor as a factory installation for 
dual or single front wheel or ad- 
justable front axle types. In addi- 
tion, power steering is also avail- 
able as a field installation for Mod- 
el WD-45 tractors in the hands of 
owners and also for all Model WD 
tractors produced since 1948. 

The field installation makes it 
possible for Allis-Chalmers owners 
to have all the advantages of pow- 
er steering even though their trac- 
tors may be as old as eight years, 
without buying a completely new 
tractor, the company points out. 

The Allis-Chalmers power steer- 
ing system is a full-time hydraulic 
assist. According to the company, 
this means that the tractor oper- 
ator handles the steering wheel as 
in mechanical steering, but as he 
turns the wheel, power steering 


goes into effect and all the operator 
needs to do is to guide the tractor 
in the desired direction. 

This is said to make the oper- 
ator’s work easier by greatly re- 
ducing the amount of effort re- 
quired to steer the tractor. Ground 
shock is absorbed in the hydraulic 
motor instead of going into the 
steering column and wheel. Oper- 
ator fatigue is reduced also. 

Allis-Chalmers uses the hy- 
draulic gear motor type for its 
power steering. The system is e- 
quipped with a centering device 
which acts to return the steering 
wheel to neutral position. This is 
said to reduce tendency of front 
wheels to drift while driving on 
the highway 

The power steering attachment 
becomes an integral part of the 
tractor when installed. It does not 
affect the mounting of any imple- 
ments. 

Steering gear ratio remains the 
same and full mechanical steering 
is always available. 


. 


Sales Records 
(Continued from page 108) 


consider the sale complete until 
the customer is using his equip- 
ment satisfactorily. Accordingly 
every deliveryman has _ been 
trained sufficiently not only to set 
up each piece of equipment for 
the customer after it has been de- 
livered to the farm, but to in- 
struct the customer in its major 
operation. 

The deliveryman goes over each 
operational function of the equip- 
ment with the customer, to make 
certain that he understands the 
basic operation. 

“We insist that the deliveryman 
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make a report on each piece of 
equipment he delivers,” Stock- 
bauer emphasizes. “I know that 
most dealers theoretically require 
such a report, but we have found 
that it is easy for the deliveryman 
to overlook the report unless the 
dealer keeps after him. We have 
stressed so long that the report is 
just as much a part of the job as 
unloading the equipment at the 
customer’s farm that by now we 
have little trouble getting these 
reports. And when the delivery- 
man turns them in, we study them. 
They tip us off, in many cases, as 
to what additional help the cus- 
tomer requires before he experi- 
ences complete efficiency from his 
machine.”’ 

(3) Follow-up service. A serv- 
ice man follows each delivery, af- 
ter checking the deliveryman’s re- 
port to familiarize himself with 
any factors which need special at- 
tention. When he calls on the cus- 


to correct any improper handling, 
before damage is done or the cus- 
tomer becomes dissatisfied with his 
equipment for lack of knowledg 
of it. 

The service man takes his time 
and makes all adjustments neces- 
Sary to assure top efficiency, at 
the same time showing the cus- 
tomer how to make these adjust- 
ments in case they need to be made 
again late 

“The basic idea for the service 
man’s visit is two-fold,” Stock- 
bauer says. “First, we want to be 
certain that the machine is set up 
properly; and second, we want to 
familiarize the customer sufficient- 
ly with the unit that he can make 
routine adjustments himself with 
complete confidence. The more a 
man knows about his equipment 
the better service it will give him 
and the better satisfied he is with 
his purchase.” 

(4) End-of-year check-up. Most 


tacts every buyer of a machine 
that is nearing a year old and ar- 
ranges for Stockbauer service men 
to check the unit completely 

“Whatever it takes to give the 
customer everything due him un- 
der the guarantee, we give it to 
him,” Stockbauer explains. “He 
not only deserves the service, but 
he feels a lot better pleased with 
his purchase when we go out ol 
the way to make certain that his 
service period does not expire 
without his receiving the prope! 
checks and service 

It would be easy to forget this 
phase of the service job, Stock- 
bauer points out, and for the mom- 
ent it would save the company 
considerable money in service, fo! 
the department gets nothing fo! 
the time of the mechanics doing the 
checking and the work 

On the other hand, he finds that 
this one thing alone has done a 


great deal to assure repeat sales 


tomer he finishes assembly of the of the equipment sold by the t not only holds down the custom- 


unit (unless it is one which the Stockbauer organization carries a 
deliveryman or the customer him- Stockbauer 
self has assembled); he shows the 
customer how to attach and use 
the various attachments for the 
machine, and he watches him go 
through the routine of operating 
the unit, so that he may be able 


er’s maintenance cost during the 


following years but it so impress« 

him with the company’s desire to 
serve that it is logical for him to 
think of the when he 
needs additional 
when his neighbor talks of buying 


one-year guarantee 
finds it highly important, in build- 
ing future sales, to see that every 


customer gets the utmost from the company 


guarantee equipment ol 
Accordingly, as the end of the 
year’s service approaches he con- 
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PAPEC Money Making 


AUTOMATIC 
KNIFE 
GRINDER 


Brings in extra business and extra 
profit. One dealer reports sharpening 
over 1000 knives last season. Also in 
creased traffic through his store. "Cer 
tainly a good investment for us." 

i Sharpens quicker, easier and cheaper 

$215 00 \ all straight-edge forage harvester, en 
- \ silage cutter, chopper, planer and 

baler knives, as well as certain types 

ft. ©. b. factory of rotary mower knives. Maintains orie 
LEss inal bevel. Customers appreciate this 
MOTOR and extra service. Order your Papec Knife 


Grinder today 
STARTER PAPEC MACHINE COMPANY 


auetaented Shortsville, N. Y. 
243 W. Merrill St. 2925 Chrysler Rd 
Indianapolis, ind Kansas City, Kan 
18 N. Tyler Ave Hopkins, Minn 


“EMPIRE” 


LPP ae ee el) | ote 
Regardless of Soil Conditions 


IT PAYS TO SELL THE LINE WITH READY TRADE ACCEPTANCE 


The EMPIRE PLOW Company 


“Specialist in Tillage Tools Since 1840” 


CLEVELAND 27, OHIO 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a mew line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 





FULLY GUARANTEED 


AS TO QUALITY FIT AND FINISH 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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Century Adds Granular 
Insecticide Applicator 


A NEW trailer-type applicator 
for applying granular insecticide 
has been announced by Century 
Engineering Corp., Cedar Rapids, 
Iowa. 

The basic unit is its standard all- 
purpose seeder. When not used as 
a granular insecticide applicator, it 
can be mounted on a land roller for 
seeding and packing or mounted on 
a tractor trailing a disc to seed and 
cover small grain. 


The new Century unit has an 
adjustable height trailer. The trail- 
er has a maximum clearance of 51 
inches and can be adjusted to 
lower the seeder as low as 38 
inches above the ground for seed- 
ing or applying granular insecti- 
cide. 

The trailer permits the crop, 
such as corn, to be fully erect dur- 
ing the application of the granular 
insecticide even though the trailer 
is pulled by a tractor of normal 
axle clearance, the manufacturers 
state. 

The seeder is operated from the 
tractor power take-off. 

Century also has a 
mounting bracket for attaching the 
seeder to high clearance self- 
propelled carriers for use in second 
brood corn borer control work. 


a 


special 


Sunflower Adds New 
46" Mower to Line 


THE LATEST addition to the line 
of Sun-Mastr rotary mowers man- 
ufactured by Sunflower Industries, 
Olathe, Kansas, is the new 46-inch 
trailer Model K1-TA, made to re- 
tail at $264.50. 

It is designed for use with all 
small tractors equipped with a 
drawbar and standard pto. In ad- 
dition to the usual mowing, cutting 
and shredding jobs, the new unit 
is also suitable for mowing close 
to fences and buildings, as it can be 
used as an offset mower by attach- 
ing to either side of the draw bar. 
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The tractor hitch is equipped 
with a height adjusting draw bar 
clevis, and the wheels have spe- 
cial height adjusting brackets to 
provide cutting heights of one inch 
to eight inches. Additional heights 
are obtainable if desired. 

The power for the mower is 
transmitted directly from the trac- 
tor pto through a sturdy drive 
shaft and well balanced steel drive 
wheels with a continuous round 
endless belt. 

The cutting unit consists of a 
H.D. cutter bar with two spring 
steel heat treated blades with a 
heavy machined, bearing equipped 
steel housing and drive spindle 
A detailed catalog page may be ob- 
tained by writing the company. 


+ 


IH Introduces Plastic 
Fertilizer Hopper 


NEw McCorMick plastic ferti- 
lizer hoppers announced by Inter- 
national Harvester Co., Chicago 
are made of Fiberglas reinforced 
with plastic. The important fea- 
ture of the new plastic hopper is 
that it will not from 
weather or prolonged contact with 
fertilizer, the manufacturers point 
out, 

This Fiberglas reinforced with 
plastic material is translucent, and 
the fertilizer level can be seen at a 
glance through the hopper wall. 
This, coupled with the fact that the 
new hoppers have a 115-pound ca- 
pacity, insures fewer stops for 
checking fertilizer level and filling 
the hoppers. 

The new Fiberglas hopper is be- 
ing manufactured with a new 
rotary-gate-type fertilizer regu- 
lator. The rotary gate is said to 
meter fertilizer accurately over the 
full range of distribution from 25 
to 1,600 pounds per acre. More than 
that, the new hopper bottom, con- 
taining the metering mechanism, is 


corrode 


of a simplified, compact design, 
leaving more space in the hopper 
for fertilizer. 

The new rotary-gate-type fer- 
tilizer bottoms with Fiberglas re- 
inforced hoppers are available for 
factory or field installation on 
most McCormick fertilizer units 


+ 


Clark Introduces Line 
of Cadmium Plated Bolts 


CLARK Bros. Bolt Co., Milldale 
Conn., has introduced a line of 
cadmium plated bolts for repair 
and replacement use on a variety 
of tractor-drawn implements 


The new bolts are manufactured 
to precise dimensions, insuring 
well-fitting replacement and se- 
cure fastening, the manufacturers 
state. They are available in a wide 
variety of head styles, lengths and 
diameters to meet virtually every 
need. They have standard fine 
(S.A.E.) threads and are cadmium 
plated as a protection against rust- 
ing. 

The new bolts, available to farm 
equipment dealers through thei! 
wholesalers, supplement Clark 
Bros.’ extensive line of standard 
and “special” farm implement 
bolts 


. 


They Win ‘Em 
with Service 
(Continued from page I12) 


truck was equipped to haul it in 
and bring it out with the least time 
loss.” 

The farmer looked at the trac- 
tors from the two competitive 
dealers. He had tried both. Then he 
looked thoughtfully at Loyd’s 
tractor. 

“Show me what she does,” he 
said. “And while I'm watching, Ill 
be considering the two best me- 
chanics in the county, John Glover 
and Bert Nash. You’ve made us 
farmers around here “believe in 
those boys.” 
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Loyd sold the tractor. It was a 
sale typical of many others he 
makes—sales in the face of strong 
competition. 

Long ago he set about winning 
the farmer’s confidence in his ex- 
cellent repair service. 

Loyd spends most of his time in 
calling on farmers in the wide area 
he serves. He insists that farmers 
like frequent personal calls from 
the owner of the implement deal- 
ership. A salesman never quite 
takes the place of a friendly own- 
er, Loyd insists. Knowing that his 
community is dotted with farmers 
who are familiar with the com- 
pany’s repair shop, he wants to 
follow up his contacts continuous- 
ly. Loyd’s frequent callbacks are 
made to check his repair service as 
well as to check new equipment 
sold. 

“Service is 
he emphasizes 


something to sell,” 
“I want to check 
with the customer about repairs 
that often run into hundreds of 
dollars. When I've driven 10 or 20 
miles to ask a farmer how a gen- 
eral overhaul done in our shop is 
doing, he knows I've wanted to 
give him the best possible service.” 

A shop as proud as this of its 
service could be expected to have 
a successful trade-in operation. 
Loyd that reconditioned 
trade-ins help to advertise his re- 


says 


pair shop 
Only yesterday I sold a 1939 
tractor that had cost us $275 
overhaul. The boys in the shop did 
a fine job. After the tractor got 
the works in the paint shop, includ 
ing new looked like a 
new machine made a 20% 
profit on the not bad. The 
farmer who bought the tractor will 
get satisfactory from. it 
Best of all, the trade-in will intro- 
duce him to and the 
work shop does. When he 
trades for a tractor, he'll 
probably buy because he 
knows that we do work on 
both old machines.” 

Loyd values a good paint job. He 
induces his keep 
their equipment well painted. On 
paint tractor his 
profit is small, but he usually 
realizes a substantial profit on 
parts and labor fo: 
haul. 

When possible, he buys paint 
from the dealer that sold the trac- 
tor, if the make is 
the ones he sells 

Loyd likes to display 
fairs. His booth emphasizes 
and repairs as well as nev 
chinery. 

“There's 
that keep turning,” he 
don’t mind letting the 


2 to 


decals, it 
We 


sale 
service 


machinery 
our 
new 
here 
good 


and new 
customers to 


a $25 job for a 


Ss or ovel 


repall 


25.000 
insists 


parts 
We 


custome! 


protit in 
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that we make a profit on 
parts. In fact, we find that it pays 
to let the farmer know that we 
rely upon parts for much of our 
profit. We often tell him this. We 
tell him that we can give him bet- 
ter service from a_ well-stocked 
department that shows a 
It's something he can under 


know 


parts 

profit 

stand.” 
The 


houses 


80’ building that 
room and shop is 
and unpretentious, with a 
sign that dominates the 
front. There is a stretch of plate 
glass windows, and some neatly 
clipped shrubbery out front. The 
grounds are surrounded by a wire 


80° x 
display 
plain 
huge 


fence 

“We don't go in for show here,” 
Loyd pointed out, “I have a feel 
ing that the emphasis we put on re- 
pair service needs a plain building, 
with a big, busy repair department 
that We want 
pects to see our mechanics at work 
And we them to meet our 
three mechanics 

“We're after all the repair busi- 
ness we can get in a wide territory 
that through the 
shop, and new sales will just about 
That's 


can be seen pros- 


want 


Keep flowing 


take care of themselves 


the way we figure.” 








New BIG ORANGE 
<==) DISPLAY 
STAND 


Without 
Charge 
with 
NEW 
Hardware 
Wid Assortment 
naa of 


ORANGE" 
Hi-Strength 
Products 


. 
Designed for the 
Dealer with Minimum 

. 

Display Space 

Mounting base of stand only /é 
Hardware dealers handling heavy 
will find this assortment displayed on stand 
sells pick-up items every day. Assortment 
consists of 10 best selling numbers in the 
Big Orange line, all used and wanted. Order 
from Your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


in Giameter 
hardware 
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There’s a big market and a good profit in selling 
the new Dempster Prime-o-jet! Compare its ex- 
clusive features with any other pump of its 
type or price... mote the self-priming advan- 
tage...many models to choose from... the 
high capacity and full 25 ft. suction lift. Here’s 
a water system that opens the door to many 
sales where price has been a factor... yet of 
stch high quality that you can sell it with con- 
fidence. Remember — Prime-o-jet, like every 
fidence. Remember—Prime-o-jet, like all Demp- 
ster water systems, is backed by Dempster! 


At Your Service... 77 years of 
water system experience 
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the SELF-PRIMING, 


low-cost Shallow Well 


WATER SYSTEM 


Only Dempster Prime-o-jet 
offers all these features 

in a low-priced water system: 
e Self-Priming 


e Maximum Lift 
@ High Capacity 


e Nationally-known Motor 


e Renewable Rotary Seal 


e Corrosion-Proof 


e Insert-Type Venturi 


. One Moving elas 


. Heavy Brass wearing 


Write for illustrated Prime-co-jet folder 


and details on the valuable Dempster 
Dealer Franchise. 


DEMPSTER MILL MFG. CO, 
Factory and Home Office: Beatrice, Nebraska 


Brenches ond Warehouses: Omaha, Nebr.; Kansas City, Mo.* 
Des Moines, Ica.; Sioux Falls, $. D.; Denver, Colo.; Okichome 
City, Okla.; Amarillo, Tex.; Son Antonio, Tex. 
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Models ACN, BKN, 2.3 Models TE, TF, TFD, 7 
to 6.8 hp., with stub to 15 hp., with rotating 
shaft. screen and electric starting. 


Models\ACN, BKN, with Models VE4, VF4, 15 to 
clutch assembly. 25 hp., V-type 4-cylin- 

der, with rotating screen and 
Model AEN, 4.5 to 8.25 electric starting. 


hp., with stub shaft, 
Model VG4D V-type, 4- 
Models AFH, AGH, AHH, cylinder, 25 to 36 hp., 
6 to 9 hp., with clutch with electric starting and 
assembly. rotating screen. 


Model VG4D Power Unit, 
with clutch reduction, 


you 
es 
can’t miss 


pass 


There’s a continuous, day-to-day 

demand for Wisconsin Engines, 

parts and service . . . everywhere, in every 
agricultural community. Replacement 

© engines on existing equipment; engines 
) for general purpose power service; engines 
for standby power when the electric 

high lines go out (of vital importance to dairy- 
men who have bulk milk installations). 


Currently, Wisconsin-powered sprinkler 
irrigation pumping units are receiving broad 
acceptance because of the special adaptability 
of these rugged engines to this type of service. 
Shown on this page are the basic Wisconsin 

Engine models, covering 12 different sizes, in a 
complete power range from 2.3 hp. to 36 hp. 
Here is selective power to. meet every requirement 
within this broad horsepower range . . . with 
maximum power advantage to the customer. 


Wherever engine power is needed .. . you 
can meet the demand from this most 


electric starter and generator or starter only. 

So we say ... “you can’t miss with the 

Line”. Prove it to your own satisfaction. Let 

us 1 in touch with our nearest Wisconsin 


gine | or if we do not already have 
a! sa pants 


MOST 


‘itt ng@ WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
a JS 4 


\ MILWAUKEE 46, WISCONSIN 
7»; ¢5 


SOUTHERN FARM EQUIPMENT Section for JUNE, 1956 





Ee» 


MIRRO wmirkro 
Pie Pan Seamiess Mottin Ose 
B’xl, 75 cents 6 cups, 65 cents 
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MIRRO MIRRO MIRRO MIRRO 


Heart Mold Layer Cake Pan Layer Cake Pan j Tubed Cake Pan 
75 cents with cutter bar, 85 cents 8” d 65 cents I $2.25 


ty 7 25 f 


Windsor Saucepan Bread Pan f Misette Cook and Carry Pan 
% Qt. 65 cents 9% "x54" 124", 9S cents] (loose bottom) & 35 cents i“d $1 























® 
€ F4 .- because it’s 


we Pan Yo U Rr 

8''x8''x2", 95 cents 
CUSTOMERS’ 
BEST BUY! 





@® Here are examples of the honest 
money’s worth your customers get, however much 

they want to spend, for the finest aluminum utensils 
they can buy. In every price-bracket, from less than a 
dollar to big-ticket units like the MIRRO-MATIC 

Electric Pressure Pan, there’s full value for 
mnee-mane your trade... full profit for you. Stock, display, 
Timer and sell the complete MIRRO line. 


Say from your MIRRO Sobber/ 


ALUMINUM GOODS MANUFACTURING COMPANY, MANITOWOC, WIS. 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
World's Largest Manufacturer of Aluminum Cooking Utensils 


$3.95 


























wire 


wire 
g Dish Pan 8 Pa aduated Pe at e c Popp Tea K : 
: $3.95 144 "x10" $3.25 § $3.50 7.5 4 $5.45 


=, i Ya 

















MANY OF THESE ITEMS AVAILABLE IN A RANGE OF SIZES. «av, 
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SASH CORD 


A quality cord priced to sell in volume. Con- 
nected 50 ft and 100 ft. hanks individually 
packaged in polyethylene bags. 1200 ft. and 
2400 ft coils packaged in dispensing display 
carton 


BIG BALL 
TWINE ASSORTMENT 


This is one of mony King Cotton Assortments 
Gives you a wide variety of twine with no 
inventory problem. Balls ore 25¢ sellers 


CHALK LINE 


Top quolity, display packaged. Mason's Line, 


Layout Line, Furring-Out Line, Tile-Setting, 


etc. A staple, year ‘round seller 


BRAIDED MASON’'S LINE 


A good al! year round seller. Extra strong. 


non-kinking, non-raveling. Mason's Line, Chatk 


Line, Awning Cord, etc 


c= 


NYLON MASON'S LINE 
100% NYLON, twisted or braided. Excellent 
for Mason's Line, Chalk Line, Plumb Line, 
Pult Cord Drapery Cord. 100 ft. spools in 
disploy box Many other put-ups 


ey ea a 


CLOTHESLINE 


The best grode that's priced to sell in volume 
Connected honks individually pockoged in 
polyethylene bags 


S 


CLOTHES ORYER CORD 


A cord especially designed for replacement 
vse on clothes dryers. Three 50 ff connected 
hanks moke flexible sole unit 


Woe 22 
ie is eee 


DRAPERY CORD and 
VENETIAN BLIND CORD 
ideal put-up for the home replacement market 
Handy coils, cellophone wropped, disploy 

packaged, al! standord colors 


SNAP-SACKS 


These SNAP-SACKS ore mode from heavy 
gouge polyethylene with oan elastic Help 
Yourself'’ top. Mason's Line, Butcher's Twine, 
Choik Line, Wrapping Twine, Jute, Indic. 


Be sure to send for 
our complete catalog. 





i 
ng)Co pier 
CORDAGE® 
JOHN H. GRAHAM & CO. in Cc. 


105 DUANE STREET, NEW YORK 8, N.Y. 
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